




* 





Vol. XXVIII, No. 3380 


The Newspaper of the Industry 





DETROIT, FEBRUARY 9, 1953 








Sparks 


State of the nation’s economy: 
Up 


Stock ExcHance— The average 
market price of all stock 
listed on the New York Exchange 


was $43.23 on Dec. 31. This com-| 


pares with $42.26 at the close of 
November and is the highest regis- 
tered since July 31, 1946, when the 
average price was $46.04. 
~ Vweo OutpuT—Was up approzi- 
mately 13 percent in 1952, con- 
trasted with the previous year. 
Last year’s output totaled 6,096,- 


279 sets against 5,384,798 units 
in ’51. 

* * * 

Down 


CasH Diviwenps— Payments by 
corporations issuing public reports 
amounted to $1,742,000 in December, 
down 4 percent from the $1,820,000 


paid out in the same month a year | 
ago, the Department of Commerce | 


says. 
* 7 * 


General 


ADVERTISING — There is a trend 
toward greater use of newspaper 
ads, being recognized increasingly 
as the ideal tool for local retail 


marketing. 










Top Cars 
New-car registrations for 11 
months, plus 36 states for De- 
cember : 



















































































1952 Pos. Make 1951 Pos. 
1—825,428 Chev.  1,043,252— 1 
2—703,665 Ford 842,863— 2 
3—413,905 Plym. 533,213— 3 
4—302,561 Buick 383,371— 4 
5—258,488 Pontiac 329,650— 5 
6—238,317 Dodge 292,404— 6 
7i—211,883 Olds. 267,219— 7 
8—177,471 Mercury 227,744— 8 
9—151,756 Stude. 200,660— 9 
10—137,986 Nash 136,977—11 
11—109,381 Chrysler 146,362—10 
12— 88,076 DeSoto 109,873—12 
13— 86,095 Cadillac 94,739—14 
14— 76,556 Hudson 95,041—13 
15— 64,276 Packard 65,466—15 
16— 39,687 Kaiser 51,329—16 
17— 39,617 Willys 25,586—18 
18— 28,112 HenryJ 50,597—17 
19— 27,972 Lincoln 25,342—19 
20— 4,634 Austin 3,649—21 
21— 3,613 Brit. Ford 3,421—22 
22— 2,667 Crosley 5,240—20 
23— 1,524 Alistate 
Total All Makes 
4,014,340 4,950,130 






For further details see page 
42, today’s issue. 
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Auto Output Holds 


To Annual Pace 


Of 7.3 Million 


Week’s Total 141,058 
As Car Production 
Offsets Dip in Trucks 


| pause for breath last week, after 
the industry had racked up its sec- 
/ond best month’s production in the 
post-Korean control period. 


However, despite some slack 
created by truck model change- 
overs at Ford and material short- 
ages at other plants, vehicles con- 
tinued to roll from U. S. assembly 
lines at a rate better than 7,300,- 
000 annually. 

Built in U. S. plants last week, 
according to AUTOMOTIVE NEws’ esti- 


trucks—a total of 141,058 units. The 
previous week’s output total of 
141,562 units was made up of 117,659 
ears and 23,903 trucks. 


* * * 


INAL tabulations show that dur- 

ing January U. S. plants pro- 
duced 465,763 cars and _ 111,947 
trucks for a total of 577,710 vehi- 
cles. Except for last October, it 
was easily the industry’s. best 
month’s output under Government- 
ordered material restrictions. 

So far this year, the Big Three 
makers are accounting for a 
sharply greater share of total car 
production than they did during 
1952. Last year, General Motors, 
Ford and Chrysler built 86.6 per- 
cent of all car output. 

Thus far in 1953, they are racking 
up 89.3 percent. Ford is running 
third behind Chrysler among the 
three firms as far as volume is con- 
cerned. Ford outproduced Chrysler 
in cars last year. 

x 





* * 


EANWHILE, 

strong production performances 
by Packard and Nash, the inde- 
pendents as a group are accounting 
for only 10.7 percent of 1953 car 
output, as against 13.4 percent dur- 
ing 1952. 

Ford is the only Big Three 
member getting a lesser share of 
eurrent car production than it 
got for all of last year. Ford’s 
1953 portion is running along at 
21.9 percent, as compared with 
23.2 percent in 1952. 

Chrysler has been accounting for 
22.9 percent of 1953 car building, 
as against 21.9 percent last year. 
Meanwhile, GM is getting the share 
lost by the independents by build- 
ing 44.5 percent of this year’s vol- 
(Continued on Page 55, Col. 1) 






























They Will Herald NADA Parley Events— 







Or 


=> 






|@OME auto plants appeared to| 


mates, were 118,106 cars and 22,952 | : 


notwithstanding | 


OPS Preparing to Junk 


Price Controls on Cars 





| GM's New Boss and His 'Boss'— 






Elected president of General Motors to succeed Charles E. Wilson, defense secretary, 
Harlow H. Curtice relaxes here with his wife at home in Flint. (See story page 2.) 





NADA Convention Opens 


AN FRANCISCO. — An attend- 

ance of 8,500 to 10,000 dealers 
and guests is expected at the 
NADA convention starting here 
next Monday (Feb. 16), according 
to Ray Chamberlain, convention 
and exhibition manager. 

The equipment exhibition, 
which like the convention is 
slated to last through Feb. 18, 
will be opened Saturday (Feb. 
14). 


The complete program follows: 


U.C. Prices Slip; 
Relief Is Sighted 
After March | 


By Sam Sampson 
Staff Writer 
N° IMMEDIATE easing of the 
' present used-car bottleneck is 
indicated in reports received here 
last week, but dealers are looking 
hopefully for a break after March 1. 


Automotive News’ wholesale 
used-car price index showed the 
overall average price at $949 last 
week—down $8 from a week ear- 
lier, and only $5 above the year’s 
low of $944 for the week ended 
Jan. 3. Consignments at the auc- 
tions were reported rising. 

There are faint rumblings 
tightened credit terms in the dis- 
tance, which will certainly add 








nothing to the position of dealers | 


with full used-car lots. 


of | 





From at least two areas, dealers 


are reporting that finance compa- 
(Continued on Page 49, Col. 1) 


8-Cylinder 


By Bernie Thomas 
Associate Editor 
‘He challenge of eight-cylinder 
power plants—with V-8s leading 
the attack—for preference over 
sixes among new-car buyers is still 
traveling uphill, but certain of 


This colorful pair will roam the corridors of the Civic Auditorium in San Francisco} going over the top before this year 


during the NADA convention Feb. 14-18, 
Quests know what is next on the program 


and the ‘master’ will let delegates and 
in the way of clinics, meetings and social 


events, according to Ray Chamberlain, convention and exhibition manager. 





is far along. 
New V-8s for Buick and Dodge 
have probably previded the last 


With Show Saturday 


SATURDAY 
on 
tion” 


Coy Arnsbarger, 
William A. Sutton, 
Calif., 
Leandro, Calif. 


* * * 


HE afternoon clinic at 2:30 will 
: “Organizing 
| for Business” under the chairman- 
| ship of Leonard L. Cormier jr., Los 
| Angeles. Speakers are Wallace F. 

Warren, Salt Lake City; Walter 
Hollywood, Calif.; 
| Utschig, San Diego, Calif., and J. D. 


discuss the topic, 


| Muller, 


There will be a clinic 
“Service Planning and Direc- 
at 10 a.m. under the chair- 
manship of George Daniels, of San 
Francisco. The panel will consist 
of Fred Fletcher, San Jose, Calif.; 
San Francisco; 
Sacramento, 
and J. Gordon Reid, San 


Morris, Bakersfield, Calif. 


| Sunpay—The morning discussion 
will analyze the “Value of Equip- 
ment,” with C. P. Williams, Ingle- 
as moderator. 


wood, Calif., 


(Continued on Page 52, Col. 4) 
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Last 
Week 


Prev. 
Week 


Production 


Automotive News Estimates, 
U. 8. Cars, Trucks 


94,898 


1952 
Week 


For complete production totals 
by makes, see table, page 55. 
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(New, Used Units 
Due to Be Freed 


Quick End Ordered 
For Price, Wage 
Agencies; DPA Out 


By William Ullman 

Washington Correspondent 
ASHINGTON. — New and used 
cars will be among the first 
products turned loose from price 
controls, Automotive News learned 

on good authority last week. 

It was said that wage controls 
will probably go out the window 
by Feb. 12, and that needless 
price controls will follow shortly 
thereafter. Auto prices are high 
on the list of needless controls, 
it is understood. 

President Eisenhower gave many 
Government agencies a severe case 

of the jitters with a one-two-three 
punch: 
] HE FROZE the hiring of any 

* new Government workers and 
restricted Federal spending on vari- 
ous construction projects that could 

(Continued on Page 53, Col. 3) 








Paul Hoffman H. L. Weckler 
* * * 


Hoffman Returns 


To Studebaker; 
Weckler to Retire 


N A REALIGNMENT of top ex- 

ecutive positions in the auto 
industry last week, Paul G. Hoff- 
man announced that he would 
return to Stude- 
baker as_ chair- 
man of the board 
and Herman L. 
Weckler said he 
planned to retire 
as vice - president 
and general man- 
ager of Chrysler 
Corp. 

In addition, 
George Romney, 
vice - president of 
Nash - Kelvinator 
since 1950, was named executive 
vice-president and chairman of the 
operating committee. 

Along with George Granger 
Brown, dean of the college of 
engineering of the University of 
Michigan, Ann Arbor, Romney also 
(Continued on Page 56, Col. 1) 





George Romney 


Car Sales Sure to Top 6s 


bit of needed impetus for eight- 
cylinder powered cars to take 


over sales supremacy. 


History undoubtedly will record 
1952 as the last year in which six- 


In This Issue 


Registrations, Prices ..... 
Used-Car Auctions ...... 


Production by Makes ... 





-...-Page 42 
-Pages 6, 44 
..+.- Page 55 





cylinder powered cars outsold those 
equipped with eight-cylinder en- 
gines. Six-cylinder engines were in 
about 52 percent of all the new cars 
sold last year, as against 54 percent 
in 1951. 

* x * 
IGET-CYLINDER power was in 
| 47 percent of all the domestic- 
made new cars sold in 1952, as 

(Continued on Page 53, Col. 1) 
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Three New Entries Raise Field to 36... 





Ist Shows Luring Record Crowds 


By Ed Howard 


Staff Correspondent 


a and crumpled in whirl-| like Japanese matting. 


A ing turnstiles, broken auto| 


| V-8, and the Kaiser Dragon with| 
ithe “bambu vinyl” top that looks | 
the | 


Other attractions included 


show attendance records are being | cream Dodge Coronet that carried | 


reported from all sections as early | |Georgia Gov. 


returns pour in from the season’s | 
first big displays. 

Baltimore, Syracuse, St. Louis, 
Buffalo—all tell of record or 
near-record crowds; and the word 
on the lips of the public is power. 

Power under the hood, power 
brakes, power steering, power win- 
dow lifts, power seat adjustors. 
But changes in body design, partic- 
ularly the long, low, exciting lines 
of the new sports models, were 
also on the lips of the hundreds of 
thousands of spectators who have 
already pulled, pushed, swirled and 
eddied through the 1953 exhibits. 


N BALTIMORE, more than 12,000 

persons poured through the 5th 
Regiment Armory on the first day 
of the show, Jan. 25, for the great- 
est attendance since the show was 
inaugurated in 1906. 


One observer commented: “It 
can be stated without fear of 
contradiction that convertibles 
are being worn low this year— 
and that primrose yellow is the 
season’s outstanding color.” 


Getting the eye from the show’s 
queen, petite brunet Barbara 
Burns, as well as her court and 
other Baltimoreans, were the Buick 
XP -300, a Rolls-Royce Silver 
Wraith (which was cream and 
black, and $15,200), a strawberry 
ice cream-pink DeSoto Fire Dome 


Monroe Producing 
‘Economy’ Power 


Steering Device 


MONROE, Mich.— Monroe Auto 
Equipment Co. has announced de- 
velopment of a new “economical” 
hydraulic power steering device for 
cars, trucks and buses. 


B. D. McIntyre, Monroe presi- 
dent, described the new unit as a 
“direct-acting, booster-type mecha- 
nism that forms a component part 
of the steering linkage system.” 


Monroe reportedly has already 
contracted to furnish the unit to 
one car maker, while at least two 
or three others are said to be “in- 
terested.” 


The unit is operated by a stand- 
ard-type hydraulic pump mounted 
on the car engine. The operating 
valve and power cylinder are con- 
tained in a single unit which, Mon- 
roe says, reduces the number of 
hoses and fittings normally re- 
quired. 


McIntyre said production is under 
way, and deliveries of the new unit 
are expected to start in the latter 
part of March. 








Talmadge in the | 
presidential inauguration parade— | 
and a 1903 Buiek and 1897 Grout | 
steamer. 

* * * 


UFFALO’S Golden Anniversary 
show got off to a flying start | 





U.C. Stocks Piling Up 
Still Faster, NPA Says 


WASHINGTON.—U sed-car 
stocks in the hands of fran- 
chised dealers continued to rise, 
at an accelerated rate, during 
the second 10-day period in Jan- 
uary, NPA reported last week. 
Figures were obtained from re- 
ports of all auto manufacturers, 
according to NPA. 


The NPA report showed that 
dealers had 630,671 used cars on 
hand on Jan. 20, compared with 
606,464 on Jan. 10. Sales during 
the later period were 175,357, 
compared with 149,539, during 
the first 10 days of the month. 


During the first 10 days of 
January, used-car stocks in- 
creased by 8,148 units, according 
to the figures, while in the sec- 
ond 10 days of the month stocks 
were up by 24,207 units. 











with more than 10,000 persons in- 
vading the Masten Ave. Armory on 
the first night, Jan. 31. 

It was one of the best opening- 
night crowds in the 50-year history 
of the dealer organization. 

Old Timers’ Night paid special 
honor to former association di- 
rectors who played important 
roles in earlier Buffalo shows. 

Among those honored were Ed 
Bull, Charles Monroe, Albert Hert- 
zog, Merrill B. Meyer, J. Leroy Jus- 


ETROIT.—A new semi-auto- 

matic transmission device, of 
the engine-fed torque converter 
type, is slated for installation on 
40 percent of Plymouth’s produc- 
tion this year. 

R. C. Somerville, Plymouth 
sales vice - president, announced 
last week that shipments of cars 
equipped with “Hy-Drive” are al- 
ready under way to dealers. How- 
ever, initial volume is so sparse 
that public announcement is 
being delayed until late April or 


New Drive for Plymouth 


Semi-Automatic Transmission Is Planned 
For 40 Percent of Output 





early May. 





Inspecting Tire After Grueling Test— 

Dr. A. N. tknayan, assistant director of tire development for U. S. Rubber, examines 
a bent rim and a tire that remains inflated although driven over concrete blocks. 
Iknayan was responsible for the development of the Lifewall tube. Looking on is Curt 
Muser, merchandising manager of the U. S, Tire division. 


tice, S. Lee Abrams, Stuart Gibson, 
Thomas H. McElvein jr., Ray 
Chamberlain, R. J. Willats, Floyd 
A. Root, Edward B. Marsh, Harry 
D. Elliott, Louis Engel jr. and Carl- 
ton Proctor. 

A major contributing factor to 
the show’s success was the renting 
of nearby Civic Stadium for use 
as a parking lot, observers re- 
ported. 


* * x 


Wrary Syracuse dealers rested 


and rejoiced after their show, 
labeled most successful in the 
association’s 44-year history. Last 
year’s record-setting attendance of 
35,000 went by the boards as more 
than 45,000 guests jammed the ex- 
position. 

“It’s hard to realize that this 
year could be bigger than last,” 
said show chairman Robert J. Pur- 
cell. “We feel that the reason must 
have been that, for the first time 
in many years, all the major car 
companies displayed their cars 
under one roof.” 

As in other cities, the opening- 
day attendance of 8,000 estab- 
lished a new mark, 

“We should have known that 
the show would be a _ record- 
breaker,” said Show Director 
Stuart C. Ballard, “when we had 
to open early on Sunday because 
so many were waiting outside.” 

* * + 
Ege THOUSAND thronged to see 
the Greater St. Louis show on 
its opening day, a Saturday—but 
that was nothing beside the press- 
ing mob that descended on Keil 
Auditorium Sunday, Feb. 1. 

Actual paid attendance for the 
day was 25,295, breaking all exist- 
ing records for the show and also 
for any event ever held in the 
huge indoor arena. 

After a lapse of 12 years, show 
backers—more than 150 St. Louis 

«Continued on Page 48, Col, 1) 


Plymouth’s Hy-Drive is essen- 
tially the same as the semi-auto- 
matic units on other Chrysler Corp. 
cars. It works off a conventional 
three-speed transmission, and re- 
tains the clutch pedal. Once the 
system is engaged, shifting from 


| there on is automatic. 


* * * 


LYMOUTH’S equipped with Hy- 

Drive will require 10 quarts of 
engine oil instead of the traditional 
five quarts. 


Hy-Drive, as an extra cost 
item, will be $38.20 cheaper than 
Ford’s Fordomatic ($184), and 
$32.55 less than Chevrolet’s Pow- 
erglide ($178.35). Both the latter 
are fully automatic units. 
Somerville emphasized that Plym- 

outh’s adoption of Hy-Drive does 
not mean it has forsaken the idea 
of ultimately offering a fully-auto- 
matic transmission. 
* * * 

HE SAID Plymouth dealers had 

been requested to keep the first 
Hy-Drive cars they receive for dis- 
play purposes. 

Robert W. Steere, Plymouth’s 
assistant chief engineer, con- 
ceded that Hy-Drive will result 
in some loss of gasoline economy. 
He said installation of it would 


add about 35 pounds to car 
weight. 

It is common knowledge that 
Plymouth dealers have long felt 


that lack of some kind of auto- 
matic transmission posed a sales 
barrier. 

Powerglide was a feature of 
Chevrolet’s 1950 model introduction, 
while Fordomatic was worked into 
Ford’s 1951 model run. 


Breech’s Son Gets Deal 


BURBANK, Calif.— The Snyder- 
Lynch Ford dealership here has 
been bought by Robert Breech, son 
of Ernest R. Breech, executive vice- 
president of Ford Motor Co. 




















Minutes After Show Doors Opened— 


Jammed thickly into the giant Syracuse War Memorial is this crowd which, only 10 
minutes earlier, was surging against the barriers outside the building. Show official 
opened the doors early to let the eager throng escape the chilly winter winds. 


Blowout-Prevention Tube 


Tested by U. S. Rubber 


By Pete Wemhoff 

Editor, Automotive News 
AYTONA BEACH, Fla.—-A blow- 
out-prevention tube—developed 
at a cost of $750,000—was given a 
series of severe 
tests here last 
week by United 
States Rubber Co. 

engineers. 

The new safety 
feature is called 
Lifewall, w hich, 
company officials 
claim, offers mo- 
torists positive 
blowout  preven- 
tion “for the first 
time in the his- 


ALN. Iknayan 
tory of the automobile.” 


A double layer of nylon cord, 
which is built into the butyl-rubber 
tube, serves as a shield to absorb 


road impact and doubles’ the 
strength of the tire, according to 
A. N. Iknayan, assistant director of 
tire development for U. S. Rubber. 


* * * 


KNAYAN said he has been work- 

ing on the new tube since 1944. 
Steel wires were first used but did 
not have adequate flexing ability. 
When Nylon became available after 
the war, it provided the answer 
because of its great strength and 
flexibility. 

The new Lifewall tube will re- 
tail at $18.45, compared with 
about $4 for an original - equip- 
ment tube, but will last twice the 
life of the average car, or 150,000 
miles, Iknayan declared. Because 
of the tube’s longevity, he said, 
the Lifewall will outlast several 
average tires. 

At a press conference, Iknayan 
also asserted that materials for 
doubling the life of a tire “are in 
the works.” He expects it will take 
another five years, but pointed out 
that it took 20 years to double the 
life of the present car tire. 

* * . 


O PROVE its toughness, the 
company put a U. S. Royal Mas- 
ter tire equipped with a Lifewall 
through its paces on the hard- 





yee aE 


Roughshod Riding— 


Equipped with a Lifewall tube, de- 
veloped by U. S. Rubber, this car was 
driven at a high speed over a five-inch 
spike and heavy concrete blocks in a 
series of severe tests in Daytona Beach, 
Fla. Although the steel rims were twisted, 
there was no loss of air in the tire, the 
company said. 





packed sand beach of this Florida 
city, riding it roughshod at a high 
speed over a five-inch steel spike 
and heavy concrete blocks and even 
driving a car around without tires 
—mounted only on the inner nylon 
shield. 

Even though steel rims were bent 
and twisted and other tire casings 
ruptured, the Lifewall-equipped tire 
did not blow out. 

Present at the special press pre- 
view, besides Iknayan, were these 
other company officials: 

Clifford H. Shirley, advertising 
manager of the U. S. Tire divi- 

sion; Curt Muser, merchandise 
manager, and Clifford Currie, 
manager of sales engineering. 

A nationwide advertising cam- 
paign will start this month in news- 
papers, magazines and the trade 
press. 


GM Board Elects 
Curtice President: 


Monaghan Named 


NEW YORK.—The board of di- 
rectors of General Motors last 
week elected Harlow H. Curtice 
president of the corporation. 

He succeeds C. E. Wilson, whose 
resignation from the board and as 
president of GM became effective 
Jan. 26 upon his confirmation by 
the U. S. Senate as secretary of 
defense. 

Curtice had been acting presi- 
dent of GM since Dec. 1, 1952, and 
prior to that was executive vice- 
president. 

The directors also elected Cur- 
tice chairman of the corporation's 
operations policy committee and 
administration committee. 

Philip J. Monaghan was elected 
a vice-president of GM and a mem- 
ber of the administration commit- 
tee. He succeeds Roger M. Kyes 
as general manager of the GMC 
Truck & Coach division. 

The resignation of Kyes from 
the division post and as a vice- 
president of GM became effective 
when he was confirmed as deputy 
secretary of defense Jan. 30. 


Two Dealers Sue 
For $3,410,288 


Against Hudson 


BALTIMORE.—Two suits claim- 
ing $3,410,288 in triple damages 
have been entered in U. S. District 
Court against Hudson Sales Corp.; 
Hudson Motor Co.; Bankert - Hud- 
son Co., a Baltimore dealership, and 
three individuals. 

The suits, filed by Schwing Motor 
Co. and Belair Road Hudson Co., 
charge conspiracy under the Sher- 
man and Clayton antitrust acts. 

The Schwing suit asks damages 
of $1,257,194, while Belair is seek- 
ing $2,153,094. 

Allegations in both cases were 
that a conspiracy was begun in 
1951 in an attempt to eliminate 
competition and injure the goodwill 
acquired by the two plaintiffs. 

According to the suits, rumors 
were circulated, employes were per- 
suaded to leave, the proper quota 

(See TWO DEALERS, Page 52, Col. 5) 
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By John O. Munn 





I am _ indebted for _ today’s 


maintain our business. Here are 





Raines Resign Posts 
With Virginia Assn. 

RICHMOND, Va. — John E. 
Raine, manager of the Automo- 
tive Trade Assn. of Virginia for 
10 years, resigned last week, as 
did his son, David (Pete) Raine, 
assistant manager. 

Meantime, the latest dealer bul- 
letin from the association pre- 
dicted “startling developments” 
in factory-dealer relations this 
year. Referring to the dealers’ 


By Martin Trepp 


Staff Correspondent 


SEATTLE. An agreement has 
been reached between the Wash- 


| 


| 


Act to Prevent Restrictive Bills . . . 


Wash. Dealers Reach 


Insurance Agreement 





auto insurance will be introduced 
at the current legislative session. 
Such legislation was sought at 
two previous sessions of the Leg- 


column to John J. Verschoor |some of my suggestions: “ever-increasing feeling of frus- |i"gton State Auto Dealers Assn.| islature and was narrowly de- 
(Chevrolet), Mitchell, 8S. Dak. | tration about their nonbankable |@nd the Washington Assn. of In-| feated. Another struggle had been 
John has a warm spot in my |our NADA president, that controls| franchise,” the bulletin asserted: | surance Agents whereby disputes| anticipated by the WSADA this 


heart because, among other 
things, he operates in the state 
where I was born. For eight 
years he has been NADA director 
for that state. 


When he entered the automo- 
bile business as a dealer in 1914, 
his investment was $7000. He re- 
cently bought a dealership for 
one of his sons in Huron, 8. Dak., 
a much smaller town than 
Mitchell, and the investment was 
$100,000. This fact is a graphic 
illustration as to the financial re- 
quirements of dealers in early | 
years as compared with present | 
times. 

Like so many oldtime dealers, 
he is a real part of his com- 
munity, an officer in many local 
undertakings. He really means 
what he says when he invites 
you to enjoy pheasant shooting 
in this great state. 

* . . 
bt can put it down in your 
books that 1953 will be a highly 
competitive year in the automobile 
business. Even as I write this many 
dealers are already discounting. 


We remember that in May, 1950, 
we were on the fringe of satura- | 
tion; trucks were being sold at 
cost, and many makes of cars were 
being seriously discounted. It took 
the Korean situation and a couple 
of strikes to give our industry a 
shot in the arm and a boost in 
sales. However, I do not look for 
any more of these sales stimu- 
lators in the immediate future. 


Certainly none of us want an- 





|keep up our required margin of 


should be removed from new and 
used cars and trucks, and I might 
add that controls on parts, acces- 
sories and services could also be 


| removed at any time without caus- 


ing any inflationary trend in our 
business. While these Administra- 
tion moves would do little to 
change our sales picture, it would 
relieve us of the strain and con- 
fusion of having to operate under 
constantly changing regulations. 


To supplement my contention 
that controls can be removed 
without damage to our economy, 
one need only to look at the sales 
report of the automobile auc- 
tions; the increasing number of 
parts and accessories jobbers who 
sell direct to consumers, at sub- 
stantial discounts; the policy of 
independent service stations and 
garages to do service work much 
below flat rate services. All of 
these factors show beyond ques- 
tion that a removal of controls 
will in no way increase prices, 
but that on the contrary will per- 
mit the law of supply and de- 
mand to take care of the situa- 
tion. 


2. Second, we are not going to 


| 
1. First, I agree with Sax Lloyd, | 


profit by getting back into the old 
rut of overallowances and discount- 
ing. Every dealer will have to get 
his business in order. What we will 
need is more real salesmen, and it 
is up to us to train them. A well- 
trained salesman can create a real 
desire on the part of the customer 
to trade his car for a better used 


between members of the respective 
associations arising from insurance 
handling will be arbitrated. 

The agreement, it was said, 
eliminates the possibility that 
legislation prohibiting the state’s 
automobile dealers from writing 


“There have been minor 
changes in the franchise—mostly 
for the benefit of the factories— 
but the dealer’s status as an 
‘employe’ of his factory has pre- 
vailed in most instances.” 











Omaha Dealers Headed by Townsend— 

New Officers and directors of the Omaha New Car Dealers Assn. flank the out- 
going president, Ralph F. Fournier (third from left), a Chrysler-Plymouth dealer. They 
are (from left) Edward Hulac (Chevrolet), secretary; Richard J. McFayden (Ford), vice- 


president; J. Robert Townsend (Dodge-Plymouth), new president, and Directors J. V. 
Thorndike (Lincoln- Mercury) and Arthur E. Miller (Pontiac). 


Chicago Area Shows Drop 
Of 22 Dealers in Year 





year. 


Lee Moran (Lincoln-Mercury) of 
Seattle, and James Gilchrist (Stu- 
debaker), of Tacoma, represented 
the dealer association in negotia- 
tions, with Les Kauffman (Buick), 
of Spokane, WSADA president, and 
Fred K. Eells, association manager, 
sitting in on some of the meetings. 

“It was decided,” Eells said, “that 
many more serious problems relat- 
ing to insurance existed than a 
legislative battle for the privilege 
of writing it.” 


The agreement reads as follows: 


“Recognizing the principle that 
the public interest is directly af- 
fected by the sale of automobiles, 
their financing and _ insurance 
thereon, the Washington Assn. of 
Insurance Agents and the Wash- 
ington State Auto Dealers Assn. 
by and through their duly em- 
powered officers agree to the fol- 
lowing: 

“1. Both associations will arbi- 
trate disputes between their re- 
spective members arising from 
complaints by purchasers of auto- 
mobiles which are financed and 
insured. 

“2. Arbitration shall be limited 
exclusively to complaints under the 
pertinent provisions of the Insur- 
ance Code of the State of Wash- 
ington and/or the regulations of 
the Federal Trade Commission 
issued May 8, 1951, or changes or 
amendments thereto. 

“3. Complaints in affidavit form 


, [car or a new car, without the! CHICAGO. The Chicago area;make, Kaiser- Frazer, Hudson, é 
other tie ys the eaten deh transaction ending up with the con- | showed a net loss of 22 dealerships| Studebaker and Willys showed a Pgs wcenenl 4 yA eae 
continuation © e orean war, | sumer being the salesman and sell-|last year, according to a bulletin losses. Nash, on the other hand, a 


regardless of what sudden peace 
or a settlement of the various 
trouble spots in the world might 
do to our industry. 

The change in Administration in 
Washington will have little or no 
immediate effect on the future out- 
look, since no one individual can 
wave a magic wand and bring 
about a change in our economic 
situation overnight, unless it be 
Stalin. 

I believe there are many things 
that we dealers can do in our own 
organizations to offset the almost 
certain downtrend in our 1953 
profits. While it is true that all 
good dealers have prospered in the 
last 10 years, much of this prosper- 
ity was purchased with government 
dollars pouring out of Washington 
at a fantastic rate. For years to 
come we will have to pay this 
money back, with interest, in the 
form of various taxes. 

- = o 








ing his car to the dealer. | 


For years we have given little) 
though to the training of salesmen, 
but I predict that every dealer will 
need in 1953 trained salesmen who 
will have high confidence in the} 





| automobile he sells and in the com- 


pany for which he works. He must 
be made to realize that it is up to 
him whether his employer is suc- 
cessful or closes shop. I recommend | 
every dealer furnish his salesmen | 
with Holler’s book, 
Sell.” 


* * * 


It’s the Keystone 


3 SERVICE: Every dealer will 
eZe have to check on his service de- 
partment and seek high efficiency 
in his organization. Service stations | 
and independent garages are tak- | 
ing business away from us and will 
get more unless we can sell our| 
owners on the idea that we are| 
the proper people to service their | 


“Step Out and Burwell Resigns 


Suse Group 





issued last week by the Chicago 
Automobile Trade Assn. 

Total number of dealers as of 
Jan. 1, 1953, was 507, the associa- 
tion said, and 529 were reported 
at the beginning of last year. 
CATA said that 41 dealerships 
went out of business last year, 
and that only 19 new franchises 
were granted. 

In a _breakdown of outlets by | 


gained one outlet during the year. 
The totals of all other makers re- 
mained the same. 

Twelve K-F dealers went out of 
business during the year and were 
not replaced, as well as nine Hud- 
son dealers, and one each of Stude- 


report. 


There now are 316 franchised 
dealers within the city limits of 
Chicago, and 191 dealers outside 
of Chicago but in Cook county. 


In Chicago, CATA said, 29 
dealers went out of business, and 
only 16 were appointed. In the 
suburban areas, 12 dealerships 
dropped out, and only six were 
appointed. 

Beginning the year, CATA said, 
the following outlets were in busi- 
Management| ness; Buick, 35; Cadillac, 14; Chev- 
Committee. He) rolet, 52; Chrysler, 37; Crosley, 3; 
was first chair-| DeSoto, 37; Dodge, 42; Ford, 61; 


‘Post on NADA’s 


SPARTANBURG, S. C. Ernest 
| Burwell, local Chevrolet dealer, has 
announced his resignation from 

NADA’s Business | 





baker and Willys, according to the 


arbitration composed of one repre- 
sentative of each association. If the 
two representatives are unable to 
reach a decision, they shall submit 
the case to the Insurance Commis- 
sioner of the State of Washington 
and the decision of the commis- 
sioner shall be binding upon the 
parties involved. 

“4, Both associations shall en- 
deavor in good faith to bring 
about full compliance with the 
letter and spirit of this agree- 
ment.” 

Eells pointed out that the agree- 
ment does not provide for any- 
thing that auto dealers are not 
now doing under the present laws 
}and regulations, and also that the 
| arbitration committee will only con- 
sider complaints from those _ in- 
sured. 

“This prevents a flood of com- 
|plaints from frustrated agents, 




















Lists S : cars and trucks. This will have to man and founder | Hudson, 22; K-F, 29; Lincoln-Mer- | which is where most of the com- s 
asts Suggestions be backed up with fair and cour- of the group in| cury, 24; Nash, 25; Oldsmobile, 33; | plaints arise,” Eells said. “We feel 
T= problem in the retail field is|teous treatment, which is lacking 1949. | Packard, 19; Plymouth, 116; Pon-/that this is a very satisfactory 
to be able to make sufficient |in so many dealerships today. In a letter to|tiac, 31; Studebaker, 29, and | settlement of a matter which could 
dollars, over and above our over-| 4. Credit: Another thing a dealer NADA President | Willys, 19. | have been very troublesome.” 
head, so as to be able to pay these will have to control more vigor- 3. Ganten Ti) a « 
tax dollars and at the same time|ously than ever is his credit busi- Burwell said he 
ness. Take a tip from _ national felt his future ef- s 
chain stores, which operate success- ; forts should now 
‘fully on a very small margin of! "mest Burwell be devoted to his 
Index profit. Their motto is: “Either the| own immediate business affairs. He 
—— | goods are on the shelf, or the money | asked that his name not be con- zs 
Advertising News 43 || is in the till." We cannot be that/ sidered for reappointment in 1953. 
‘haan lana "4 || drastic, but I am certain that in| Burwell, with Lou Stewart (Chrys- & 
Aue Market Page Ae ore 50 || my 38 years as a retail dealer I|ler-Plymouth), St. Louis, and George 
Kies ‘ws a NE ae Ye 12 | have charged off enough accounts, | Jones (Ford), Corpus Christi, Tex., 
) a a sagen st ieee on |the total amount of which would | comprised the original NADA Busi- 
oming Events .. cena eeeee 16 
Sais Ratsinne . ae | buy several carloads of new Cadil- | ness Management Committee. 
Rsslar Gistheis Covsiel 24 lacs. With sales slowing up, the Together, _they set up a program 
Dealer Doings .. ee 28 |temptation will be to extend credit.|for measuring dealer progress and | e? 
Site ee _.... @ || Zt must be tightly controlled. | profits through quarterly surveys 
aaa a8 5. Used Cars: With a high pro- |conducted among dealers in_ all 
FOB Factory .......... a duction schedule set for 1953, the |makes of cars in all states. It is 
Jordan (Ned) 17 || used-car problem will again be |also the group’s duty to furnish 
Latteintl ee as aan = ee with us. The answer will lie in | reliable data in the conduct of fac- 
gislative News ............... 35 7 : 
tatiana ... ia acs cnet, having well-lighted and well-lo- | tory-dealer relations. 







New Products 
Obituaries .. 


cated used-car lots manned by 
properly trained salesmen. In the 








NADA Parley Service Panel Convenes— 









Canada Spending Puts 


Cars Ahead of Homes 
TORONTO. — Canadians are 
willing to “skimp” on their hous- 


Discussing details of the service planning and direction clinic to be held at the 
| NADA convention in San Francisco Feb. 14-18 are these panel members (from left): 
| Coy Arnsbarger, James Motors (Nash), San Francisco; J. Gordon Reid (Ford), San 
Leandro, Calif.; George S. Daniels (Pontiac), San Francisco, panel moderator; William 
A. Sutton (Dodge-Plymouth), Sacramento, Calif., and Fred J. Fletcher (Buick), San Jose, 
Calif. Daniels said that the clinic will stress hiring, training and direction of service 
department personnel as well as ways and means of attracting customers to the service 
department. The four service clinics are scheduled for Saturday and Sunday to enable 
service personnel to attend without inconvenience. 


new plant we are building, we 
are putting our lot right in the 
foreground on the best corner of 
the layout. Proper handling of 
used cars will determine the suc- | jng so they can have new cars, 
cess or failure of a dealer. according to David Mansur, 
All of us would like to be able| president of Central Mortgage & 

to look into the future and govern| fyousing Corp. 

| (Continued on Page 55, Col, 3) | 


Personnel (Factory), 
Prices, New-Car 

Prices, Used-Car, Averages . 
Production by Makes 
Registrations, Cars, Trucks 
Salesense 
Safety News 
Washington Column 
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AUTOMOTIVE OUR PLATFORM: |. =air and equitable contracts between manufacturer: 
® - and dealers in motor vehicles, parts and accessories. §2. A fair profit to 
. the dealers on every used vehicle accepted in partial payment for a new 
A a car or truck. §3. Every dollar of gasoline tax collected by state or federal 
t oo rents applied to the building and maintenance of highways. 
@ e 14. The elimination of government and bureaucratic controls over this 
R R industry. §5. A return to the precepts of independence and the rewards of 


applied energy and ability, which made America and gave more of her 


NEWS citizens more of the better things of life than anywhere else in the world. 





Dealers Should Activate Plan 
To End Auto Excise Tax 


a other day the National Highway Users Conference 
reported a rising tide of protest against Federal auto- | 
motive excise taxes. 


At the same time, many dealers report a tide of customer 
protest against high car prices. We could argue the question | 
of high car prices all night without getting anywhere. 


But the subject of taxes on cars holds more hope. Of | 
course, a great portion of the taxes are hidden. J. Saxton | 
Lloyd, president of NADA, estimated the tax on a $2,000) 
car at $650. | 

Part of the tax—10 percent on the wholesale price—is | 
a luxury tax imposed on the completed car by the U.S. 
Government. 


That, itself, is a sizable amount—and it is completely | 
without justification. It was imposed back in the pre-World 
War I days when all cars were considered as pleasure cars. 


We’ll concede that it is a pleasure to drive in most of our 
modern cars, but they simply are not pleasure cars in the 
sense of being a luxury. 


From Maine to California, and Canada to Mexico, the 
40,000,000 cars on the road are doing a job. They are 


the workhorses of America. 
Passenger cars make our dynamic way of life possible. 


Lloyd promised some weeks ago that the auto dealers of 
the nation would make it one of the first orders of NADA 
business to relieve autos of their unreasonable burden. 


When NADA convenes next week in San Francisco, deal- 
ers should get that program rolling. 


A luxury tax on the auto is unthinkable, yet it exists. It 
is long past due for oblivion. 


Auto 
Forum 


Autos Killing 110 a Day; 
Let’s Resolve to Do Better. 
(Headline in the Boston Sun- 
pay GLoBe.) 

* + + 
A Warning 

“Too many house publications 
are written to reassure manage- 
ment of its own goodness rather 
than to inform employes of the 
truth.”—Frederick J. Bell, Mc- 
Cormick & Co., Baltimore. 


* * * 


Caveat Emptor? No 

“In the management of busi- 
ness, the sharp light of honest, 
aggressive competition is the 
automatic protective that safe- 
guards the public from extor- 
tion.”—Clarence R. Randall of 
Inland Steel. 


* * * 


There are more than 1,400 
autos and 300 trucks for every 
intercity bus.—(From a Grey- 
hound communication.) 

+ * * 


Got a Remedy? 


“The rain falls on the just 
And on the unjust fella 
But mostly on the just, because 
The unjust has the just’s 
umbrella.” 
—A. G. Hart in “Money, Debt, 
and Economic Activity.” 
* * * 


Never Say, Die 


During the Ferguson-Ford 
court proceedings, Horace 
D’Angelo, a Ferguson executive, 
spent 41 days on the stand. The 
questioning was so long the 
judge asked Ford’s lawyers: 
“Are you proceeding on the 
theory that old witnesses never 
die? This man is growing old 
before my eyes.” — Business 
Week. 


* * + 


“How can we get the fed- 
eral government to build high- 
ways that motorists have paid 
for—double?” — Harvey Camp- 
BELL, in The Detroiter. 

* a * 


Hope So 


“Gasoline sales are up, liquor 
sales are down, statistics re- 
veal. Have people been paying 
more attention to the safety 
slogan, ‘When you drink, don’t 
drive’ ”?—Advertising Age. 


* * + 


Ala Mustache 


Tenor Walter Midgley, who 
swallowed his false mustache 
while singing an aria in London: 

“It was a nice new mustache, 
lighter than a feather. You 
didn’t know it was there.” 

* o * 


Backup Is Vital 


“The backup of air power in 
Korea is surely not enough for 
an enlarged scope of war. 
When you stick your head into 
a hornet’s nest, you must have 
something to back it up.”—Air 
Force Chief of Staff Gen. Hoyt 
Vandenberg. 


* * * 


What's It Look Like 
“Our product is not automo- 
biles, but ‘automobility.’ That’s 
what people want—that’s what 


we must offer.”—W. F. Huf- 
stader, General Motors vice- 
president. 


10 Years Ago... 


The Big Story 


A “leading auto manufacturer” predicts tremendous postwar back- 
log of demand for cars—11,200,000 if war lasts through 1944—but with 
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| —_— Letterbox 


|including some in the AvToMoTIVvE | 
|News, for the resumption of the 
| national automobile shows. 


;come to the retail 


{have special displays and experi- | 


are participating freely because 








© USUALLY A TOUGH HOMBRE, 
THIS GUY HAS BEENA “Am ~* 
STAR AUTO SALESMAN \ 
THIS TIME*(SOFAR) _- 















YOU DIDNT READ THIS 
F THE OLD BOY ROARS 
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GRAND CENTRAL PALACE, NEW YORK CITI, 
SPOOKY WITH GHOSTS OF THE ONCE BIG 
NATIONAL AUTO SHOW, WILL HOVSE THE | 
INTERNATIONAL MOTOR SPORTS SHOW" 
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‘A Dealer Speaks .... .- 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 





National Show sistance from the manufacturers in 
Rete to Nate \the many city shows rather than 


i itation, | ging? ; . : 
I notice a good deal of agita \their participation in one big 


|splurge in New York. More inter- 
est would be generated nationwide 
|by fine exhibits all over the coun- 


In behalf of the dealers like my- ltry, rather than one show in New 
self who live out in the prairies and | York regardless of how fine it 


seldom get to the big cities, I would might be. 


i ask just what good would ad 
a oe Pe oll el as a| Nobody asked me for my opinion, 


whole from national shows. In| but here it is for free. —Davm E 


| Saint Louis, we are presently con-/|Casties, Castles, Wilson Buick, St 


ducting our first show in 12 years. | Louis. 


It is a success beyond our most 
extravagant expectations. This is in 
a large degree due to the assistance 
given to the Saint Louis dealers by 
practically all manufacturers. We 


* * m 


Ford Wallpaper 


On page 2 of your Jan. 12 issue, 
there appears a picture of William 
|Clay Ford with mention of the fact 
that the wallpaper in the back- 
ground would decorate Ford dealer- 
ships. 

h f | Please advise the source and 
they do not have the expense of), Jilability of this wallpaper, as 
the national shows. |we are contemplating remodeling 

For one, I would much prefer to | soon.—J. T. SpearMaN, George Cole- 
see continued and increased aS-|man Motors (Ford), Travelers 
| Rest, S. C. 


mental models that we never had 
before. I believe the manufacturers 





« * * 


Please wire name and address of 
;}company selling Ford wallpaper. 
| Epw. R. Mauer, Box 1137, Dallas. 
Epiror’s Note: “Old Timers” 
wallpaper is manufactured by 
| F. Schumacher Co., 60 West 40th 
St. New York 18, N. Y. 


industry or Government controlling output so as to fill demand || Se 


gradually, avoid creating panic. . 
to throw weight behind Rubber Czar William Jeffers in his running 


battle with Army and Navy to get priority for synthetic rubber pro- 


duction ... 


warm next winter” . 


or fight. 


Interior Secretary Harold Ickes, also petroleum admin- 
istrator, calls for nationwide ban on pleasure driving “to keep people 
. . War production up 14 percent in December 
. .. Detroit delivers billionth dollar worth of war material since Pearl 
Harbor, prepares to deliver $5 billion more in 1943 ... War Manpower 
Commission announces plan to “freeze” all jobs in 31 critical labor 
areas, following order to nonessential laborers to get defense jobs 





. President Roosevelt seen likely || Live Ideas 


I am writing you in the hope you 
may be able to send me or give me 
information on obtaining some real 
new live ideas on advertising head- 
ings, slogans, etc., pertaining pri- 
marily to a first-class used-car sell- 
ing business.—E. H. StTAnser, 
Hughes Motor Sales, Smiths Falls, 
Ont. 


Epitor’s Note: Have our read- 


—From the files of Automotive News. . 
ers any ideas for Mr. Stansef? 
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When things get slow Dusty pulls the old hat trick. 
His newest salesman proves that he’s fast on the up- 
take when the pressure’s on. 


UNIVERSAL CIT 


\ *“‘Boys,”’ I say to Bert and Dewey, 
“‘we’ve got to clear the floor for the 
new factory shipment. Let’s move 
that green sedan today!” 


“Dusty, things were so slow yesterday I couldn’t even 
give it away!” Dewey sounds a little discouraged. Bert starts to buzz in her shell-like ear. 


“Okay, Skipper, today’s the day we clear the decks,” 
Bert sings out with a competitive gleam in his eye. 


Just to needle Dewey into the ball game I sweeten up “t tat 1 called thivty ‘DA’ shone matches end telbed 
the kitty. ““Tell you what. Let’s make this interesting. oa ; 
to a dozen people personally,” says Dewey wearily. 


A brand new $15 hat goes to the one who sells it today.” “Save some of “enn will ctimn te late, How'd ven de 


Both boys take off in different directions. Dewey heads Bert?” 
out with a couple of worked-over prospect lists in his 
pocket. Bert goes over to Edna’s desk and starts to buzz 
in her shell-like ear. 


“‘Why, the green four-door is sold,”’ says Bert. “‘I gave 

my prospect a demonstration. And here’s his contract 

—with $900 down! He’s taking delivery tomorrow.” 

“How are you going to get your prospect?” I ask Bert Dewey’s jaw drops. ‘‘Where’d you dig him up, Bert?” | 
after he’s through banging Edna’s ear. “‘Gonna’ ring any | 
doorbells?”’ “Got him out of the Service Insurance Dealer-Agent’s 

renewal list,” Bert chortles. ‘I thought I saw Edna open- 
ing it up this morning so I whipped over and used it for { 
a prospect list just the way Dusty told us last month. 


“Think I’ll make this an inside job,” grins Bert, “gotta 
save my energy for that new shipment.” 


*“You’re the doctor, Bert.’’ I go into my office a little Just as you said, Dusty, when his car is two years old, 
peeved because Bert’s not out hitting the ball like an insurance renewal prospect is also a new car prospect. ( 
Dewey. And I’ve got another guy who’s hot for a coupe!” 
| After lunch I see Dewey walk in so I go out to check. “T want first crack at that list next month!” screams 

Bert’s looking pleased with himself and just taking off Dewey. 

; 

nie cont, toe. “One hat—coming up, Bert!’’ I promise. I better watch 

“T thought I better shape up on the floor to handle all this Bert Clapper. Some day he’II sell the dealership right 

those prospects,” I needle the boys. out from under me! 


Xl 
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Spokane Contract Details Revealed . . . 


Reuther Says UAW 
Defies Ike’s Order 


By Ed Howard 
Staff Writer 
T WEEK’S end, Walter Reuther, 
UAW-CIO president, was busily 
trying to pump some steam back 
into his drive to break open his 


union’s long-term contracts with 
the auto makers. The drive had 
suffered abrupt deflation when 


President Eisenhower, under pres- 
sure from other labor groups and 
industry, ordered a six-month ex- 
tension of the “old” cost-of-living 
index. 

Details of the contract which 
ended the long strike of Spokane 
mechanics also became available 
during the week, and indicate 
that union claims of a ringing 
“victory” take on a hollow sound 
when amplified. 

Meanwhile, as Congress moved 
out of low gear and started on its 
long journey toward implementing 
Republican campaign promises, 
these prospects—some of them with 
a surprise element — appeared on 
the labor scene: 

* . * 


1 THE plans of President Hisen- 
hower for labor legislation may 
well get lost in a developing battle 
between Senate and House ideas 
of what should be done to achieve 
balance in this troubled field. 

2. Senator Taft—to the un- 
doubted surprise of workers ac- 
customed to the tirades of their 
leaders—may easily prove to be 
labor’s best friend in Congress, 
by preventing enactment of some 


Industry Asks Ike 
To Unify Motor 


Transport Affairs 


WASHINGTON. — The nation’s 
trucking industry has urged Presi- 
dent Eisenhower to lend his support 
to the creation of a Federal Motor 
Transport Commission to handle 
motor transport affairs now as- 
signed to several Government 
agencies. 

The plea, made by the labor-man- 
agement Trucking Industry Na- 
tional Defense Committee, was pre- 
sented at the White House by Dave 
Beck, of Seattle, president of the 
AFL Teamsters; Roy Fruehauf, of 
Detroit, president of Fruehauf 
Trailer Co.; B. M. Seymour, of New 
York City, president of Associated 
Transport, a trucking firm, and 
Arthur D. Condon, attorney, of 
Washington. 

Beck, who heads the trucking 
committee, told the President that 
the new commission would result in 
considerable economies, adding that 
trucking is the only major trans- 
portation industry in the interest 
of which no Federal agency has 
yet been created. 

As immediate objectives for the 
new commission, Beck listed: 

1. Improvement of the banking 
facilities for the trucking industry. 

2. Administration of a Federal re- 
cording statute for liens on trucks 
and trucking equipment similar to 
the existing statute covering air- 
craft equipment. 

3. Uniform law governing maxi- 
mum loads, sizes and weights. 

4. Prompt consideration and de- 
cision on applications for mergers 
and consolidations. 


Germans Studying 


U.S. Auto Market 


DETROIT. — The Western Ger- 
man government has opened a con- 
sulate in Detroit, with Christian 
Feit, commercial adviser, assigned 
to cover the auto industry, among 
other things. 

With the German auto makers 
getting back on their feet, they are 
eying the American market with a 
view of seeking to close the dollar 
gap in trade with the United States. 

So far there has been only a 
trickle of German cars into the 
United States, including a few 
Volkswagens and Porsches. Sports- 
ear fans, it is understood, are show- 
ing especial interest in the Porsche, 
drooling over what they term its 
jewel-like mechanical excellence. 





of the more stringent labor-clip- 
ping bills headed for the hopper. 
3. The prediction of a former 
WSB member that labor will go 
all-out in a 1953 drive for juicier 
fringe benefits was immediately 
borne out with the announcement 
of just such a drive by Walter 
Reuther, in his role as CIO presi- 
dent, and an order from the WSB 
relaxing the rules permitting exten- 
sion of fringe benefits to employes. 
+ + . 


eS: UAW had fought to 
the bitter end against Eisen- 
hower’s extension order. 


The giant auto union fought 
alone, however. Both the AFL and 
railroad brotherhoods asked for 
extension of the old index, to avoid 
upset of current contracts. In this 
stand they were joined by many 
industrial segments, led by auto 
makers. 


Eisenhower’s order for a six- 
month extension of the old index 
will not delay issuance of the new 
index, which will appear as 
scheduled late in February, based 
on figures compiled Jan. 15. 

Retrieving the data which BLS 
surveyors did not collect in Janu- 
ary will prove often difficult, and 
in scattered cases impossible, Bu- 
reau Officials said. However, all 
possible data will be compiled at 
the president’s direction, and will 
be reported with a statement de- 
signed to “make clear the accuracy 
of the figure that we produce,” they 
said. 

Reuther revealed the union’s of- 
ficial stand on the extension order 
in an administrative letter to all 
local unions. It said: 


“Issuance by the BLS of a ques- 
tionable, delayed ‘old index’ figure 
for Jan. 15, 1953, based upon back 
pricing methods and_ educated 
guesswork, will not satisfy the 
terms of our agreements and is, 
therefore, unacceptable to the 
UAW-CIO.” 

He indicated that the union pro- 
posed simply to ignore the Eisen- 
hower order, and continue to seek 
contract adjustments “in only one 
place, at the collective bargaining 
table.” 

* * * 

N ANY event, during the six- 

month interregnum which publi- 


cation of both indices—old and new 
(Continued on Page 10, Col. 1) 
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"53 Styles Draw Throngs to Brussels Show— 


Shiny, sleek new styles in automobiles attracted visitors to the 1953 International Auto Show, held in Brussels, Belgium. 
Numerous firms from various countries exhibited their latest models. 





7 More Conventions 


Set by Dealer Groups 


WASHINGTON. —Seven more 
state and regional dealer associa- 
tions have revealed the dates for 
their 1953 conventions, according 
to NADA. 

Their announcements raise the 


Nuclear Vs. State Power 


Topic of Economic Club 

DETROIT. — Thomas E. Murray, 
of the Atomic Energy Commission, 
will discuss “Nuclear Power vs. 
State Power” at a luncheon of the 
Economic Club of Detroit today 
(Feb. 9) at the Sheraton-Cadillac 
Hotel. 

Next Monday, Arthur B. Homer, 
president of Bethlehem Steel Co., 
will discuss “The Challenge of the 
Big Chance.” 


Used-Car Bulletin from Detroit . . . 


Latest Auction Prices 


(Apteco Auto Auction. Sale every 


Feb. 4 


(Market very good. Sold 66 units 
out of 118 offerings.) 

BUICK—'51 Super 4-dr., $1,580*. °50 
station wagon, $1,100. 

CADILLAC—’49 (62) 4-dr., $1,750*. 

CHEVROLET — ’51 FL Deluxe 2-dr., 
$1,170. '50 SL Deluxe 2-dr., $1,035, 
$980; Bel Air, $1,265; %-ton pickup, 
$750. ‘49 conv., $900; FL Deluxe 
4-dr., $690. ‘48 FL aerosedan, $745. 

CHRYSLER — '50 Windsor 4-dr., $1,- 
210*, $1,070*. °'49 Windsor 4-dr., $1,- 
030*; NY conv., $1,010*. 

DODGE—'51 Coronet club coupe, $1,- 
255*. ‘50 Meadowbrook 4-dr., $950. 
*46 Custom 4-dr., $375. 

FORD—'51 Deluxe (8) 2-dr., $1,060. 
‘50 Custom (6) 2-dr., $800, $750. °49 
Custom (6) 4-dr., $765, $640, $625; 
Custom (8) 2-dr., 2 at $810, $800; 
conv., "48 SD (8) club coupe, 
$480. 

HUDSON—’50 PM 2-dr., $785. 

KAISER—’51 4-dr., $1,060, $875. 

MERCURY—’52 club coupe, $2,100*. '51 
Monterey, $1,560; 4-dr., $1,400. ‘48 
station wagon, $400. ‘47 4-dr., $485. 

NASH—'51 Statesman 4-dr., $1,125. '48 
(600) 4-dr., $425, $405. 

OLDSMOBILE—’53 (98) 4-dr., $3,410*. 
"51 (88) 4-dr., $1,510*, $1,330*. ‘50 
(88) 2-dr., $1,320*, $1,100. ‘49 (88) 
2-dr., $875, 

PACKARD- 
$545, $530. 

PLYMOUTH—’53 Belvedere, $2,210. '52 
station wagon, $1,500. ‘51 Cambridge 
club coupe, $1,130, $1,015. ‘50 De- 
luxe 4-dr., $875. °'48 SD 2-dr., $615. 

PONTIAC—’52 Catalina, $2,300*, $2,- 
270*. ‘51 Chieftain (6) 2-dr., $1,515, 
$1,325. °50 SL (8) 2-dr., $1,070. '49 
Chieftain (8) 2-dr., $1,010, $890. °48 
Chieftain (8) 2-dr., $680. ‘47 Chief- 
tain (8) 2-dr., $500, $480. 

STUDEBAKER 
$1,015. 


$855. 


‘49 4-dr., $800. ‘48 4-dr., 


-'51 Champion 4-dr., 


Wednesday at Melvindale, Mich.) 
Jan, 28 


(Buyers very active. 
out of 100 offerings.) 
BUICK—’48 RM 4-dr., $730. °47 Super 

4-dr., $390. 

CADILLAC—’51 (62) 4-dr., $2,905*. 

CHEVROLET — '51 SL Deluxe 2-dr., 
$1,290. '48 FL 2-dr., $500. 

CHRYSLER—'53 NY 4-dr., $3,300*. ’51 
Windsor 4-dr., $1,550*. 

DODGE—’51 Meadowbrook 4-dr., 
215*. °50 Wayfarer 2-dr., $915. 
Custom 2-dr., $540. 
coupe, $490. 
coupe, $270. 

FORD—’51 Custom (8) club coupe, $1,- 
300*; 2-dr., $1,040. ‘50 conv., $1,- 
000; Custom (8) 2-dr., $980, $950, 
$835, $825, $800; %-ton pickup, $600. 
’49 Custom (6) 2-dr., $660, $552. °47 
SD (8) 2-dr., $475. °46 SD (8) 2-dr., 
$345. ‘41 SD (8) 2-dr., $145. 

HUDSON—’50 PM 2-dr., $785. 
per (6) 2-dr., $410. ‘46 Super (6) 
4-dr., $150. 

KAISER — '51 2-dr., $875. ‘49 4-dr., 
$450. 

LINCOLN—’47 club coupe, $205. 

MERCURY—’51 club coupe, $1,535, $1,- 
500. °49 4-dr.. $755. °47 club coupe, 
$405, $465. 

NASH — '51 2-dr., $1,085, $975. °49 
4-dr., $710. ‘47 4-dr., $350. 

OLDSMOBILE—’'52 (98) 4-dr., $2,000*. 
"50 (88) 4-dr., $1,255, $1,365. ‘°49 
(98) 4-dr., $1,025*. °47 (98) 4-dr., 
$515; (76) 4-dr., $450. 

PACKARD—’51 (200) 4-dr., $1,215. 

PLYMOUTH—'51 Cambridge 4-dr., $1,- 
140. ‘47 Deluxe club coupe, $510. 

PONTIAC — '52 Catalina, $2,310*, $2,- 
240°; Chieftain (8) 2-dr., $1,900*. '51 
Catalina, $1,720*; Chieftain (8) 4-dr., 
$1,635*, $1,500*. ‘50 SL (8) 2-dr., 
$1,225, $1,200. 

STUDEBAKER — '50 Champion 4-dr., 
$740. °48 Champion 4-dr., $390. °46 
%-ton pickup, $220. 

WILLYS—’47 station wagon, $390. 

MISCELLANEOUS — '51 Anglia 2-dr., 
$350. 


Sold 63 units 


$1,- 
"48 
‘47 Custom club 
"46 Deluxe business 


'48 Su- 


*Indicates automatic transmission or overdrive, and (ps), power steering. 


Other Auction reports 


are on Pages 44, 45, 46 





number scheduled so far to 34, plus 
the “bobtailed” session of the 
Northern California Motor Car 
Dealers Assn., which will coincide 
with the NADA convention Feb. 
14-18 in San Francisco. 

Latest to announce their plans 
include: 

March 24, Brooklyn and Long 
Island Automobile Dealers Assn., 
Granada Hotel, Brooklyn. 

May 3-5, North Carolina Auto- 
mobile Dealers Assn., Carolina 
Hotel, Pinehurst, N. C. 

Sept. 13-15, Arkansas Automobile 
Dealers Assn., Marion Hotel, Little 
Rock, Ark. 

Sept. 13-15, Wyoming Automobile 


Bigger Motorama 


Set for Miami 


MIAMI. — When General Motors 
opens its Motorama in Miami 
Wednesday, the show will be about 
three times as large as the initial 
showing in New York’s Waldorf- 
Astoria Hotel. More than 60 cars 
will be on view here as compared 
with 38 in New York. The Dinner 
Key Auditorium will provide 90,000 
square feet of floor space. 

Each of General Motors’ five 


motor car divisions will be allotted 
a floor area ample for 10 cars. 





Eastern Firm Dickers 
For Crosley Rights 


CINCINNATI — An eastern 
firm is interested in taking over 
production rights to the Crosley 
car, it was learned last week. 

Although the name of the firm 
has not yet been divulged, it is 
known that negotiations are un- 
der way. The company has al- 
ready contacted Crosley dealers 
in Chicago, St. Louis and in the 
south and east, and is reported 
well satisfied with dealer re- 
actions, according to sources 
here. 

Asked about these _ reports, 
Lewis Crosley, executive vice- 
president of Crosley Motors, ad- 
mitted that negotiations were 
going on concerning future 
manufacture of the car. 

Queried about a rumor of a 
new 40-horsepower engine, Cros- 
ley denied any knowledge of it. 





Dealers Assn., Irma Hotel, Cody, 


Wyo. 

Sept, 14-15, Automobile 
Assn. of North Dakota, 
son Hotel, Bismarck, N. D. 

Sept. 17-19, New Mexico Automo- 
tive Dealers Assn., La Fonda Hotel, 
Santa Fe, N. M. 

Nov. 30-Dec. 2, Idaho Automobile 
Dealers Assn., Boise Hotel, Boise, 
Id. 


NPA Aide Reports 


Makers’ Supplies 
In Distress State 


WASHINGTON. — George R. 
Davis, director of NPA’s Motor 
Vehicle Division, reported the fol- 
lowing findings last week after a 
four-day tour of six auto plants 
in the Detroit area: 


1. Manufacturers are optimistic 
about 1953 production and sales. 


2. The industry is now operating 
at a rate of 1,400,000 cars for the 
first quarter. 


3. If the Controlled Materials 
Plan is lifted for the second quar- 
ter, production is likely to hit 
1,500,000 cars. 

4. The industry’s inventories are 
in a distress state. They are below 
normal, and some feeder lines have 
been intermittently closed foi lack 
of balanced sets of materials. 

5. The industry has no copper and 
aluminum supply worries, but it is 
clamoring for more sheet and strip 
steel for use in the first quarter. 


Dealers 
Patter- 








Tailors Honor Nash— 


The Jackson medal for design excel- 
lence, which the Custom Tailors & De- 
signers of America has been awarding to 
members of its own industry for 54 years, 
was presented this year to Nash for excel- 
lence in design of the 1953 Nash Airflyte 
models. Joseph C. Notarianni (left), presi- 
dent of the tailoring group, presents the 
medal to George W. Mason, Nash presi- 
dent. Notarianni said that the results 
achieved by Pinin Farina'’s design were 
similar to those sought by tailors. 
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A well balanced stock of genuine Chevrolet precision-built parts . 
that 


Help raise your service efficiency. . . 
and 


Help increase your customer satisfaction . . . 
plus 


Expert help in solving your service problems! 


Your Chevrolet dealer is ready, 
willing and able to give you all 


G 
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| 
of an evaluation by Government 


AUTOMOTIVE WASHINGTON and industry of the data on output 


potential and requirements under 





various assumptions as to the pat- 
- tern, timing and peaking of war- 
tee ut ut ja acit time product demands. 
The report shows that the great- 
| est emphasis in the steel industry’s 
° 9 post-Korea expansion has_ been 
! O Rise 25 % ver 5 |placed on basic steelmaking ca- 
pacity and on the raw materials 
f rents |}and transportation facilities re- 
By William Ullman | quired to back this up. 
Washington Correspondent } . e ‘ 


OMPLETION of the first phase of a study undertaken by! ¢54 Saves $100 Million 

the Government to evaluate -potential capacity of the! Nn irs third year of stewardship 
nation’s steel industry for producing finished steel products I of Government property and 
essential to full mobilization, was announced last week by | records, the General Services Ad- 
NPA and the Defense Production Administration. The report | cana an See udtien askiremn 
a ak aa by “the | 22 succeeding phases of the study| many additional economies from 
ry’s ingo 

25 


efficient property and records man- 
end of this year will be The second |agements, and supported the de- 
percent higher than in 1950, and 38 


part of the sur- |fense of the nation with the 
percent above the production peak vey will involve | procurement of vital materials. 
|of World War II. 


” . a compilation This stewardship record is con- 
: ‘ ” by DPA of dat tained in the agency’s report for 
1906 Model Still Chuggin’'— The report estimates the indus y of data 
try will have an ingot capacity of 


on military and | 1952 which Administrator Jess Lar- 

This 1906 Buick, in everyday use by Charles Greiner (left), Daytona Beach, Fla., is 124,098,000 tons annually as of Jan. other require- son made public after it had been 
part of the display of venerable automobiles which will be seen during the celebration|; 1954, or at the completion of ments for eight | Submitted to Congress. The agency 
of the Golden Anniversary of Speed this week at Daytona. Perched atop the old car| planned expansion. 





are completed. 





































critical products | was set up in July, 1949, on recom- 
under full mo- | Mmendation of the Hoover Commis- 


are speed queens Betty Winker and Charlovise Delk. Looking on at right is Bill! The report emphasizes that the | bilization. | sion. 
France, president of the National Assn. for Stock Car Auto Racing, sanctioning body | adequacy of this expanded capacity Ad The third sec-| . a ” 
for Speed Week, Feb. 9-15. cannot be fully evaluated until the| wiutiam Uiman tion will consist! Stainless-Steel Outlook 











— A TASK group to study relaxation 


or revocation of controls over 
| Stainless steel has been asked of 


|NPA by the industry’s advisory 
committee. 

Members of the committee said 
that while the industry under- 
| Stands that some form of pro- 
| tection is needed to assure ade- 
quate supplies of stainless steel 
| for military and atomic energy 
applications, special study should 
be given to civilian demands, 
particularly with respect to 
nickel-bearing stainless steel. 

The suggestion was made by the 
|industry that an effort be made to 
|produce a new type of stainless 
steel containing an alloy of chro- 
mium and manganese with a very 
low percentage of nickel. Consider- 
ation is being given to this new 
alloy by NPA, a spokesman said. 

* = * 





Tool Center Moves 


PA’s machine tool inventory 
center has been moved from 
|the old Postoffice Bldg., on Penn- 
sylvania Ave., to the new GAO 
Bldg. 

The center, known as the Pro- 
| duction Equipment Central Inven- 
tory Group (PECIG), is located in 
NPA’s metalworking equipment di- 
vision. 

The move was made, NPA ex- 
plained, as an economy measure. 

PECIG inventories Government- 
owned machine tools, and leases 
such equipment to defense and de- 
fense-supporting contractors hard- 
pressed to complete their produc- 


tion schedules. 
* * 


Slowdown Headaches 


* HIS weekly report from Wash- 
ington to his California con- 
stituency, Republican Congressman 
Oakley Hunter, former newspaper- 
man, included this interesting item: 

“Among the first reports to reach 
Secretary of Commerce Sinclair 
Weeks were the NPA and DPA 
recommendations that the present 
Controlled Materials Plan be 
shelved on July 1, and replaced 
with a ‘little CMP’ which would 
open-end steel, copper and alumi- 
num, and allow for priority for 
military, atomic and other pro- 
grams. 

“The military stretchout is 
bringing headaches to smaller 
firms which have already de- 
livered items on subcontracts, but 
now find difficulties in getting 
paid because companies’ with 
prime contracts have had delivery 
schedules revised. The trend to 
lease, instead of buy, more ex- 
pensive capital equipment is 
gaining momentum, and manu- 
facturers are working out plans 
to lease their equipment through 
a subsidiary of C.LT. Financial 

Corp. 

“The automotive industry is com- 
plaining that 750 fulltime employes 
are required, at an annual cost of 
$5 million, to fill out the Govern- 
ment red tape forms necessary to 
keep the plants in operation.” 








Tried, and proved for over 
40 years, the performance 
of McQuay- Norris piston 
rings is assured...and they 
are specifically engineered 
to meet every requirement, 
no matter how exacting. 






Va. Firm in New Home 


Craig Motor Sales Co. New 
Castle, Va., has moved into new 
quarters. The new showroom was 
built on the site of a store building 
destroyed by fire in the summer of 
1951, 













’ MQUAY-NORRIS MANUFACTURING CO. 


ST. LOUIS 10. MO. 
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Garett Saye: 


__ SELL A BRAKE JOB 
IN 20 SECONDS 


CATCH YOUR CUSTOMERS WHEN THEY 
DRIVE IN...IT ONLY TAKES A FEW SEC- 








ONDS TO CLIP ON THE PEDAL CHECKER 


/ ... EASIER THAN CHECKING THE OIL! 






















BARRETT EQUIPMENT CO. 
‘She Worlds Finest Grake Serice Eguipment 
21st and Cass « St. Louis 6, Mo., U.S.A. 






hes Checked 
et You 000 Miles! 





Sen 5 
sh 


sf ries 


Brake Service, like Lubrication, Must 
Become a Regular Motoring Habit! 


t For a limited time the revolutionary 
Qt Barrett Pedal Checker ($1.00 value) is 
¥ E offered to you absolutely free as a contri- 
« bution to driving safety. 





: FILL OUT AND MAIL COUPON TODAY 


BARRETT EQUIPMENT CO. «© 21st & CASS « ST. LOUIS 6, MO. 


Send without obligation one of the 
new Barrett Brake Pedal Checkers: 


Name of Company.. 
Address... elect 
ee ; State... 


Number of mechanics in shop... beh piticg eaten piachbhaed 


leo 










inatntinnmanennnnmnenms momen 
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teckone Conneent Details Revealed soe 
Reuther Says VAW 
Defies Ike’s Order 


(Continued from Page 6) 


may provide, the industry hopes 
that negotiation may produce a 
solution satisfactory in most re- 
spects to both sides. 

The Spokane agreement, as 
finally disclosed by dealer sources, 
showed that striking workers would 
be a long time in regaining what 
they lost during their strike of 
more than three months. 

Negotiators were still laboring 
over the near-final draft of the 
contract last week, but major 
provisions described by a dealer 
spokesman included the follow- 
ing: 

A fully open shop. 

A minimum guarantee of $235 a 
month to al] commission workers. 
The union, the AFL International 
Assn. of Machinists, had asked a 
guarantee of $300 a month. The 
original dealer offer was $220. 

No increase in hourly wages 





|that had been offered a year ago. 
* * + 


BASIC 40-hour week, with pro- 

vision for shop employes to 
work up to 45 hours at straight 
time before drawing time-and-a- 
half for overtime. 

Six paid holidays, which at least 
half of the dealers were already 
giving. The demand was for eight. 

Strikers to be offered jobs in Spo- 
kane dealers’ shops within 90 days, 
according to seniority, 
necessarily in the shops they were 
working in when the strike began. 
| All workers who crossed picket 
| lines to be retained, including those 
who started work after the strike 
began. 

Four hours’ minimum call-in pay. 

One week paid vacation for 
first two years, two weeks after 
that. 





but not} 


Establishment of a grievance | 


| committee—but with provision that 


|}any employer may discharge an 
| incompetent employe. Employer to 
| be sole judge of competency. 

It was estimated that strikers, 
|lost up to $1,600 apiece during the 


| walkout. 
* * * 


I ABOR demands during the early 
|44 part of this year will undoubt- 
| edly be confronted with some of 
| the recent figures from the Bureau 
of Labor Statistics. 
| Among the latest are those show- 
| ing that labor has gained 5 percent 
in the past two years in its race 
| to keep up with rising living costs. 
| Living expenses have risen 7 per-| 
|cent in that period, BLS says, but| 
wages have gone up 12 percent in| 
the same time. 

The prospect that Mr. Eisen- 
hower’s labor program might get 
lost in the Congressional shuffle | 
materialized when Sen. Taft intro- | 
duced five bills for modification 
of the Taft-Hartley Act—and 

Chairman McConnell of the 
| House Labor Committee promptly 
let it be known that he was in 
favor of junking the whole T-H 
structure and starting from 
scratch. 

Taft’s proposed amendments were 


| 








Welcome to San Francisco... 





3,500,000 MOTOR VEHICLES HAVE BEEN FINANCED tHe /imquan WAY 





N.A.D.A. 


Bank of America 


ASSOCIATION 


NATIONAL 
California’s Statewide Bank 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


TRUST anbD 
SAVINGS 


| seeking to get 
| membership which he contends it| 





| moved without seeking or using 
__-—_ | presidential advice. 
| * * * 
| JN CLEVELAND, former WSB 
|~ member Richard P. Doherty pre- 
|dicted that fringe benefits, which 
j}equalled 18.5 percent of _ total 
American payroll costs in 1951, 
would be the big union objective 
| this year, even at the expense of 
| wage increases. 

Hardly had he spoken when the 
| WSB announced that health and 
welfare plans and pension or profit- 
sharing plans approved for one 
“What will the new '54s be like? | group of employes might be ex- 

tended to all other employes of 
| any given employer without further 


all of the mild variety, containing 
little that is now controversial. | WSB approval. 
E WOULD increase the NLRB| Doherty warned the National In- 
from five to seven members— | dustrial Relations Conference: 
“balance” in its | “There is grave danger that a 
, runaway expansion in fringe 
does not now display. | benefits will get under way in 


Rep. McConnell and others in 
the House would like to make 1953 and do considerable damage 
to our economic system.” 


unions subject again to anti-trust 
laws, and among other things | Reuther, in New York, pledged 
would ban industry-wide bargain- | that the CIO would “continue to 
ing. . press forward for improvement of 
ar Guat a SS en | te health and social security pro- 

visions in its contracts, in the 


labor program” is the fact tha ‘ 
both rate and McConnell passa knowledge that gains made on the 

Seascale CC industrial front through collective 
bargaining in this vital area will 
benefit all citizens who need pro- 
tection from the hazards of illness, 
unemployment and old age.” 

In Detroit the same day, one of 
the men who helped draft the Taft- 
Hartley law told Detroit Economic 
Club members, including many 
auto men, that anti-trust laws 
should be altered to apply to such 
labor practices as industry-wide 
bargaining. 

Brooklyn lawyer Theodore R. 

Iserman charged that labor 
| unions now “restrict output, fix 
prices, limit markets, stifle com- 
petition between employers—all 
things that our anti-trust laws 
forbid. 

“The effect upon the public is the 
|same whether restraints of trade 
|/result from conspiracies of em- 
ployers, conspiracies of unions and 
employers, or acts of unions alone,” 
Iserman said. 


‘Output Rise Set 
By Nash for 
46,000 in 1953 


DALLAS.—Nash expects to build 
200,000 cars this year as compared 
with 154,101 in 1952, according to 








G. W. Mason 


|George W. Mason, president of 
Nash-Kelvinator, and H. Clay Doss, 
Nash general sales manager. 
At a meeting with dealers here, 
| they expressed confidence that 
| Nash would have a market for 
more cars this year than it could 
build. 

The 1952 production and sales, 
they said, lifted Nash’s percentage 


H. C. Doss 


share in the total automobile 
| market to 3.87, compared with 2.77 
in 1951. 


Nash looks for a loosening of 
steel supplies in the second quarter, 
Mason said, adding that the com- 
pany is still depending in a large 
measure on conversion steel sup- 
plies, a situation expected to con- 
tinue through the first quarter. 

Both Mason and Doss said that 
Nash would continue to pursue its 
postwar “selected dealer” program 
—that is, placing and developing 
sound dealerships strategically 
within logical market areas. This 
program is recast from year to 
year according to the performance 
of the individual zone and dealer, 
it was explained. 

The executives commended the 
Dallas zone for achieving a 22 

percent sales increase during the 
first 10 months of 1952. 

On their five-day tour of Texas, 
the two officials were accompanied 
by Robert M. Hendrixson, Dallas 
zone manager. 
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power pressure to bring your car to a stop. With the 
CC eee me ee ee ee ee a 
as the accelerator, an easy ankle movement, much like 
working the accelerator is all the physical effort re- 
quired for braking. And by merely pivoting the foot 
TM MP bet ie] | et) le - 
made in far less time 


Koaikt- ¢ MORE DRIVING COMFORT, LESS 


FATIGUE AND GREATER SAFETY 


» 


WARY 
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The Greatest Improvement in Braking 
Since Four Wheel Brakes 


One of the most popular new car features offered the public in years is the perform- 
ance proven low pedal power brake engineered and manufactured by Bendix, the 
industry’s leader in all types of braking. 


The Bendix* low pedal power brake represents an entirely new conception of power 
braking designed specifically to meet the braking requirements of the industry’s 
latest and finest vehicles. 


This great advancement in braking is unique in many ways. It is, for example, the 
only low pedal power brake that has met the tests of millions of miles under all 
operating conditions. It has already won the overwhelming preference in its field 
with car manufacturers. And this low pedal power brake is the product of Bendix, 
the world’s largest producer of power brakes and the originator of practically every 
important braking development since the earliest days of the automotive industry. 


Passenger car manufacturers contemplating power braking should investigate the 
advantages of the Bendix low pedal power brake. 


*REG. U.S. PAT. OFF. 
BENDIX £1925 SOUTH BEND 


AVIATION CORPORATION 


Tle 


Export Sales: Bendix International Division, 72 Fifth 
Ave., New York 11, N. Y. ¢ Canadian Sales: Bendix- 
Eclipse of Canada, Lid., Windsor, Ontario, Canada 
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With the Staff... 
ALONG DETROIT'S AUTO ROW 


That Percentage Bugaboo 


Will 1953, and its expected return 
of unfettered competitive selling, 
bring with it increased factory 
pressure on dealers to fulfill de- 
manding “percentage of price-class” 
quotas? 

A representative cross-section of 
dealers in Detroit’s northern sub- 
urbs seems to think so—in fact, 
is sure of it. 


Says one dealer (in a popular Big 
Three medium-priced car): 

“The pressure so far is not like 
it was before the war in our line, 
but we have had several hints 
that percentage of price-class is 
going to be a bigger factor in 
factory thinking this year than 
any year since the war.” 
Another (selling the product of 
one of the larger independents) 
agrees, and adds: 

“Last year we had to start to sell 
again for the first time since the 





| 


but we still had no trouble} 


war, | 


year, because things may not be so 


|moving all we were allotted. This | rosy in the last half. 





one 
e 
Cate, 


year, we have been given to under- | 
stand that we are going to have 
more cars to sell, and that we'll be 
expected to step up our percentage 
figure over last year. 

“That’s likely to be a large 
order, especially since we’ve got 
eight price-class competitors 
(within a few blocks), and one of 
them is shooting for a 50 percent 
increase—with plenty of “down- 
town” pressure to see that he 
makes it.” 

A third dealer, in a nearby area, 
had this to say: 

“Our people have let us know 
that we are going to have to sell 
more units in both lines this year 
(he handles one of the low-priced 
makes, plus a medium-priced line). 
My salesmen are shooting the 





works during the first half of this 


WHEN YOU SELL THE 


CARTER | 
LIFELINE 


“Right now, however, 
have any complaints.” 
* * * 


Service Push On 


A big push for service volume 
is on at Uptown Hudson Co., re- 
ports Ed Adams, sales manager. 

Besides plugging the service 
department in local newspaper 
ads, the dealership has designated 
one of its women employes to do 
nothing but telephone prospects 
all day. 

“At the same time, she invites 
everyone she calls to drop in and 
have a look at the new car,” 
Adams says. 

* * * 


U. C. Strategy 
How and how not to merchandise 
used cars, when the slump season 
sets in, is illustrated by two Detroit 
new-car dealers, located on the 


Pump « Filter « Carbureter 
Why settle for just a part. of the business 


CARTER can pull into your shop. You'll multiply 
your sales and profit by stocking and selling 


the complete CARTER LIFELINE. 


Remember CARTER products are nationally 
advertised in Life, Look, Saturday Evening Post, 


Country Gentleman and Popular Science. 


And for quick efficient Carbureter service 
work — Do It Right — with the 
Carter Repair Parts Package. 


Your nearby CARTER 
distributor or jobber will be 
glad to help you fill in your complete 


stock of CARTER Power Center Products. 


CARTER CARBURETOR CORPORATION - 






St 


Division of American Car and Foundry Company 


we don’t | 
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Blueprint for Seattle Community Relations— 


Fine points of community relations are discussed by J. T. Cavnar (seated), chairman 
of Ford's new Seattle community relations committee, with members of the group. 
Standing (from left) are R. B. Brandenburg, manager of Ford's Seattle parts depot; 


Gordon, the Ford division's western public 
of the Seattle district. 


same street several blocks from 
one another. 


Asked how used-car sales have 


| been in the past several weeks and 
'what 


is being done to promote 








. Louis 7, Missouri 





|C. L. Helquist, sales manager of the Seattle Lincoln-Mercury district, and Ralph S. 


relations manager. Cavnar is sales manager 


them, one dealer, with a good-sized 
lot, bemoaned: 


“Terrible! Our sales have vir- 
tually stagnated, and we’ve barely 
managed to move out a few used 
cars in the last month or so. It’s 
a seasonal drop and we haven’t 
wasted too much energy trying 
to sell somebody a used car now, 
especially with all the new 
models dominating the car 
scene.” 


Said the second dealer cheer- 
fully: 

“Can’t complain at all! Our 
used-car sales have been poppin’ 
in the last couple of months, The 
dealers who don’t move their cars 
don’t know how! Sales don’t come 
to you—you have to go out and 
get them.” 

| The used-car sales manager of 
|the latter dealership reports that 
he has been averaging “about 50 


sales a week.” 
* * * 


You Can’t Win 


Effect of the “horsepower race” 
on the buying public would be hard 
to gauge from these reactions over- 
heard on dealership floors in De- 
troit. 


“No, this one has too much 
| power.” (The dealership lies in a 
| district where two-car families are 
| almost the rule, not the exception.) 

“I want it for my wife and 
daughter, and . . . they drive fast 
enough now.” (P.S.—It didn’t do 
any good in this case to explain 
that you didn’t have to drive 100 
miles an hour just because the 
car would go that fast. But the 
customer was in the closing room 
when we left, ready to take a 
less powerful, and cheaper car.) 

Not long after that, in another 
dealership, this was heard: 

“When are you fellows going to 
pep these things up?” (This one 
was safely past 100 horsepower.) 

* cal + 





| 
Running Out of Gas? 

Observes Garry Thompson, as- 
sistant manager of Gib Bergstrom 
(Ford): 

“Many young men have been 
assuming important jobs at dealer- 
ships in the past few years, and 
it is not surprising to see a 28-year- 
old sales manager anymore.” 

What’s happening to the old- 
timers? 

“They’re running out of gas,” 


comments Thompson. 
* * * 





No Cleanup 


Mike Husak, partner in Husak 
Brothers Motors (Studebaker), 
says that as far as he knows 
there was no cleanup problem on 
52 Studebakers in the Detroit 
area, He said he only had one 
car—a Champion sedan—to sell, 
and that he knew of other deal- 
ers in the city who were in com- 
parable shape. 

me 


* * 
Awaiting Jet 

Jim Sarb, president of Sarb Mo- 
tors, says the new Hudson Jet 
can’t come too soon to suit him. 
Already, he declared, several po- 
tential customers have called end 
asked him if he could deliver the 
new model yet. 

Sarb predicts that public interest 
would be high on the car when it 
appears. He said he has received 
more than a hundred calls in the 
last two weeks about them, and 
several have indicated that they 
are ready to buy. 
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Chicago Tribune 





newsprint color 




























for consumers and dealers... 
Full pages in Chicago Tribune newsprint color 
get a response from dealers as well as consumers 
which no other promotion in this market can 
match. They hit with the impact that gets im- 
mediate interest and enthusiasm. They deliver the 
market penetration that assures volume sales. 
Thru no other medium can you make such a 
dramatic presentation of a single model or an 
entire line. Chicago Tribune newsprint pages 
give promotion distinction and step up com- 
petitive standing. They sell more when selling is 
good. They sell more when selling is tough. 
Your dealers know the selling power of 
Tribune newsprint color. They have seen it sell 
for other organizations. They would like to see 
it bring customers to their show rooms. 
People in Chicago like color. Cars in color 
outsell those in black. To cash in on this inter- 
est, to give your dealers something new and 
different, power your Chicago sales drive with 
pages in Chicago Tribune newsprint color. 
For full details, get in touch with W. E. Bates, 
Penobscot Building, Detroit, WOodward 2-8422. 


CHICAGO TRIBUNE 





When dealers and the public want to sell 


cars, they prefer the Tribune. They placed 





more automotive want ads in 


the Tribune in 1952 than in all other Chicago newspapers combined, 


XUI 
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White Motor Pays Tribute to Veteran Aides— 


J. N. Bauman (left), sales vice-president of White Motor Co., Cleveland, presents 
watches to Mathew and William Russell, 40-year employes, at the company's 1953 pin 
award dinner. The brothers were among 619 employes, with a total of 10,460 years’ 
service, who were honored by the firm. 


Armstrong Buys Pa. Deal 


Bailey Studebaker Co., 518 Lin-|tive and in the auto business for 
coln Ave., Bellevue, Pa., has been! more than 12 years. William Bailey, 
purchased by William L. Armstrong,|son of the former owner, remains 
former Kaiser-Frazer representa-|as office manager. 


[Fon Factory 


Plastic Body Offers 
New Styling Tool 
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goes car bodies are still impractical for volume pro- 


duction but new, 


materials have given the styling engineer a time advantage 
that may have important repercussions in the years ahead. 
Here are some potential advantages of plastic dies and 


plastic bodies—in addition to 
faster, and perhaps cheaper, 
tooling: 

Greater secrecy in making styl- 
ing changes; increased possibilities 
for testing public reaction to a new 
style; greater daring in styling; 
important gains in the battle 
against corrosion, and the possi- 
bility of long-range changes in the 
present assembly plant setup. 

Several of these advantages 
were clearly indicated by the four 
plastic models General Motors re- 
cently exhibited in New York 
City. 

The impact of the plastic cars 


on the public was not lost on GM 

competitors who went to New York 

in force to see for themselves and 

to gage public response at the show. 
* + + 


For Millions to See 


Cc IS also significant that the GM 
exhibit will be taken on tour and 
be seen by millions. 

Perhaps the most important fact 
about GM’s so-called dream cars 
will be entirely overlooked by visi- 
tors to the show—one of the swank- 
|iest of the plastic cars was built 
lin less than six weeks. This is an 
|unheard-of accomplishment that 








Installation of an 11-inch converter and 10-inch 
disconnect clutch. Combined with the customer’s oil 
pump, relief valve, housings and reservoir, it is suit- 


able for many applications. Converter is direct air- 
cooled, but where service is severe a supplemental oil 
cooler is easily added. Also available without clutch. 


» high starting torque 


> smooth, flexible 


power flow 


» FOR AUTOMOTIVE e INDUSTRIAL e MILITARY APPLICATIONS 


This Long Torque Converter and Long Clutch combination gives 


high starting torque, smooth application of power and fluid 


coupling characteristics at running speeds. Long Torque Con- 


verters are available in 11- and 12-inch sizes with ratios of 


2.1 to 1 and efficiencies above 90%. Simplified manufacture 


means lower cost. Simplified design means trouble-free operation. 


LONG MANUFACTURING DIVISION, BORG -WARNER CORP. 
DETROIT 12 and WINDSOR, ONTARIO 


20 Years of Quality Manufacture 
for the Automotive Industry 


TORQUE 
CL 


OIL 





CONVERTERS 
UTCHES 
RADIATORS 


COOLERS 





| would not have been possible with- 
| out plastics. 


Equally important, the cars 
were built with little previous 
knowledge of plastic materials. 
Very little equipment was avail- 
able that would normally be used, 
even for the production of experi- 
mental cars. GM’s entire experi- 
ence with the present plastic ma- 
terials goes back less than a year. 


The body materials had to be 
built up, layer on layer. No large 


rugged plastic-bonded engineering | ovens were available, so the bodies 


were air-dried. Uneven heating and 
cooling of the bodies created spe- 
cial problems in surface finish and 
warpage that will undoubtedly be 
avoided in future models. 

* s e 


Technical Pioneering 


to technique for building plas- 

tic bodies is interesting and 
entirely new to engineers. After 
completion of the clay model, a 
plaster model was made. The sur- 
face finish of the first plaster was 
too rough. A heavy coating of paint 
was therefore applied and a second 
plaster made. This served as a mold 
for the plastic body. 


Built-up or pre-formed sheets of 
the plastic sandwich material were 
not available, so each layer was 
built up separately. After a so- 
called blanket is laid down, a layer 
of fiber glass is applied. Then 
comes another blanket, followed by 
plastiglass and still a third blanket. 

It is necessary, of course, to 
impregnate the “sandwich” with 
resin, This also created some spe- 
cial problems, particularly in the 
absence of adequate equipment. 

The plastic-bonded material in 
the GM cars is about a quarter 
of an inch thick, but the cars 
were deliberately made stiffer than 
might be necessary on a production 
car. 

GM has announced that it will 
probably build several hundred cars 
with plastic bodies this year. There 
is still no indication, however, that 
plastic bodies will replace steel for 
any production runs. 

* * 


Foreman’s Safety Role 
Depicted in 2 Films 


CHICAGO. — The foreman’s key 
position in plant safety is the 
theme of two films released by the 


| National Safety Council. 


“Pick Your Safety Target,” color 
cartoon, features a foreman beset 
with an accident-ridden depart- 
ment. The film sets forth a pro- 
gram for detecting accident causes 
and taking corrective action. 


The second film, “A Gray Day for 
O’Grady,” employs a series of com- 
edy situations to dramatize the 
high cost of accidents. 


The council announced that its 
Safety Training Institute would 
open in Chicago, Feb. 16, with a 
five-day course of “Industrial 
Safety.” 

An advanced course in “Safety 
Management Techniques” will be 
given Apr. 13-17. The basic course 
will be repeated March 9-13, May 
11-15, June 8-12, Nov. 9-13 and Dec. 
7-11. 

For information, write the Na- 
tional Safety Council, 425 N. Michi- 
gan Ave., Chicago 11. 

x * . 


Executive Pay Plans 


Listed in Survey 


NEW YORK.—How to pay, hold 
and satisfy good executives is dis- 
cussed in a research study titled, 
“Executive Pay Plans: 1953,” pub- 
lished by Business Reports, Inc., 
225 W. 34th St.. New York 1. 

Authored by William J. Casey 
and J. K. Lasser, the 160-page sur- 
vey details new techniques devel- 
oped by major companies to reward 
executives through stock options, 
deferred pay and pension arrange- 
ments, family maintenance, insur- 
ance and other benefits. 

The study discusses how execu- 
tives can be aided to build capital 
and estate, receive incentives to 
stay and perform on the job, and 
other economic plans. 





Turning On the Heat 


CLEVELAND. — Ernest Dell, 
salesman at B. W. Blaushild 
Motors, Inc. (Dodge-Plymouth), 
plans to patent a cigaret lighter 
augmented by a sliding narrow 
steel blade designed to thaw out 
frozen car locks. 
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HE magazine picture is changing. So are the needs 

of advertisers. Therefore the Crowell-Collier Pub- 
lishing Company believes all advertisers will want to know 
what has been happening to the American Magazine. 


* * * 


Sound, Steady Circulation Growth 


Despite increases in both newsstand and subscription prices 
early in 1952, The American Magazine continues its four- 
year record of steady circulation growth. It now appears that 
circulation of the January 1953 issue will exceed 2,700,000 
copies—and reach an all-time, single-issue high—a quarter of 
a million more than the current 2,450,000 rate base! 

What better proof of enthusiastic reader acceptance can 
you find? A magazine can be successful over a period of years 
only if it performs a needed service for its millions of readers. 
Conversely, the American people are quick to reject any 
magazine which fails to satisfy those needs. 


Powered By A Sound Editorial Policy 


The American Magazine’s steady circulation growth reflects 
no shot-in-the-arm promotion stunts but only the natural 
response of the public to the wholesome, inspiring character 
of this unique family magazine. The American Magazine 
will constantly seek to improve the present level of excellence 
in its articles, fiction and features. Editorially, The American 
Magazine will always be planned for decent, substantial 
people and the enjoyment and enrichment of life for the 
American family. 


MAGAZINE 


Present Advertising Rates 
Guaranteed Until 1954 


Although present circulation now gives advertisers monthly 
bonuses as high as 250,000 extra copies, space contracts made 
now will receive current rate protection until next January 


1, 1954. 
* * * 


Coming Soon—More Surprises for Advertisers 
in Largest Readership Study Ever Made 


A new, nation-wide study of many magazine characteristics 
never before measured will soon be released. Far and away 
the largest ever made, it will reveal spectacular and un- 
deniable facts about The American Magazine in comparison 
with other family magazines—facts on total audience, total 
reading time, total number of readings—facts on the effect 
of television on reading time—and many other significant 
forms of data. 

Soon to be presented to advertising agencies and their 
accounts, this survey will prove beyond doubt that the best 
formula for outstanding advertising value in any magazine 
is the combination of sound editorial policy with sound, 
honest circulation development methods. 


CLARENCE E. Stoucu 
President 


THE CROWELL-COLLIER PUBLISHING COMPANY, 640 FIFTH AVENUE, NEW YORK 19, N. Y., PUBLISHERS OF THE AMERICAN MAGAZINE, COLLIER’S AND WOMAN’S HOME COMPANION 





Moves Ahead 





XU) 














AUTOMOTIVE NEWS, FEBRUARY 9. 1953 





—Coming Events== 





Dealer Conventions 


Feb. 14-18 — National Automobile Dealers 
Convention, Civic Auditorium, San Fran 

Feb. 14-18—''Bob-tailed"’ session of North- 
ern California Motor Car Dealers Assn., 
San Francisco. 

March 9-10—Louisiana Automobile Dealers 


Assn., Jung Hotel, New Orleans. 
March 23-24—lowa Automobile Dealers 
Assn., Hotel Fort Des Moines, Des 


Moines, 

March 24—Brooklyn and Long Island Au- 
tomobile Dealers Assn., Granada Hotel, 
Brooklyn. 

March 25—Rhode Island Automobile Deal- 
ers Assn., Sheraton- Biltmore Hotel, 
Providence. 

May 3-5—North Carolina Automobile 
Dealers Assn., Carolina Hotel, Pinehurst, 
N. C. 

May 4-5— Missouri Automobile Dealers 
Assn., Chase Hotel, St. Louis. 

May 12 — Automobile Merchants Assn. of 
New York, Inc., Waldorf-Astoria Hotel, 
New York. 

May 12-13 — Massachusetts State Automo- 
bile Dealers Assn., Inc., Hotel Statler, 


Boston. 
May 14-15— Illinois Automotive Trade 
Assn. and Chicago Automobile Trade 


Assn. (jointly), Palmer House, Chicago. 

May 21-23 — Washington State Auto Deal- 
ers Assn., Davenport Hotel, Spokane, 
Wash. 

June 25-27—Michigan Automobile Dealers 
Assn., Grand Hotel, Mackinac Island, 
Mich, 

Aug. 23-26—Automobile Dealers Assn. of 
West Virginia, Greenbrier Hotel, White 
Sulphur Springs, W. Va. 

Sept. 10-12— Maine Automobile Dealers 
Assn., Samoset Hotel, Rockland, Me. 
Sept. 13-14—Colorado Automobile Dealers 
Assn., Broadmoor Hotel, Colorado 

Springs, Colo. 

Sept. 13-15—Arkansas Automobile Dealers 
Assn., Marion Hotel, Little Rock, Ark. 
Sept. 13-15— New York State Automobile 
Dealers Assn., Saranac Inn., Saranac 

Lake, N. Y. 

Sept. 13-15—Wyoming Automobile Dealers 
Assn., Irma Hotel, Cody, Wyo. 

Sept. 14-15—Automobile Dealers Assn. of 


North Dakota, Patterson Hotel, Bis 
marck, N. D. 
Sept. 17-19?—New Mexico Automotive 


Dealers Assn., Fonda Hotel, Santa Fe, 
N. M. 


Sept. 20-22—Kentucky Automobile Dealers 
Assn., Inc., Phoenix Hotel, Lexington, 
Ky. 

Sept. 21-22—Wisconsin Automotive Trades 
Assn., Hotel Schroeder, Milwaukee. 
Sept. 21-22—Minnesota Automobile Deal- 

ers Assn., St. Paul Hotel, St, Paul. 

Sept. 24-25—New Jersey Automotive Trade 
Assn., Hotel Traymore, Atlantic City, 
N. J. 

Sept. 27-28 — Georgia Automobile Dealers 
Assn., Biltmore Hotel, Atlanta, Ga. 

Oct. 3-5— Arizona Automobile Dealers 
Assn., Hotel Westward Ho, Phoenix. 

Oct. 4-6—National Used Car Dealers Assn. 
convention, Hotel Statler, Detroit. 

Oct. 4-6—Texas Automotive Dealers Assn., 
Texas Hotel, Fort Worth, 


Oct, 9-10—Pennsylvania Automotive Assn., 





Ritson to Direct 
Sales Research 
For Borg-Warner 


CHICAGO.—Appointment of Ray 
P. Johnson as director of sales re- 
search and Alonzo B. Kight as ad- 
ministrative assistant to the presi- 
dent has been announced by Roy 
president of Borg- 


C. Ingersoll, 
Warner Corp. 


Johnson 


torney for Borg-Warner. 


Johnson joined Borg-Warner in 
1929 and prior to his new appoint- 
ment was administrative assistant 


to the president. 


Kight joined the Borg-Warner 


patent department in 1948. 


D. Morris Pratt has been elected 
vice-president of Marbon Corp., a 
subsidiary of Borg-Warner Corp., 
according to George P. F. Smith, 
Since 1946 he has been 
sales manager, a position which he 


president. 


will continue to hold. 


Pekin Wood to Produce 
Heater, Defroster Parts 


is also a director of 
Borg-Warner and vice-president of 
Borg-Warner International Corp. 
Kight previously was a patent at- 





| 


HELENA, Ark.—Manufacture of | 


parts for automobile heaters and 
defrosters at Pekin Wood Products 
Co., of Helena, Ark., a subsidiary of 


Chrysler Corp., will begin next fall | 


under a production changeover plan 


now under way. 


Vice-President John H. Stucker 
said that installation of machinery 


and equipment for the changeover | 


will be completed by spring, and an 
employe training program will be- 
gin in June. The Pekin plant for- 
merly was used for production of 


station wagon parts. 


William Penn Hotel, Pittsburgh. 


Oct. 13-16 — Federation of Automobile 
Dealer Assn of Canada, Royal York 
Hotel, Toronto, Ontario. 

Oct. 18-20 — Tennessee Automotive Assn., 
Buena Vista Hotel, Biloxi, Miss. 

Oct. 25-27 — Automobile Dealers Assn. of 
Alabama, Inc., Buena Vista Hotel, 
Biloxi, Miss. 

Oct. 25-27 — Florida Automobile Dealers 
Assn., Sheraton Beach Hotel, Daytona 
Beach. 

Nov. 9-11 — Ohio Automobile Dealers 


Assn., Hotel Commodore Perry, Toledo. 


Nov. 9-11 — Automotive Trade Assn. of 
Virginia, John Marshall Hotel, Rich- 
mond. 


Nov. 18-19 — Oklahoma Automobile Deal- 
ers Assn., Mayo Hotel, Tulsa. 
Nov. 30- Dec. 2—Idaho Automobile Deal 
ers Assn., Boise Hotel, Boise, Id. 
Dec. 3— Utah Automobile Dealers Assn., 
Newhouse Hotel, Salt Lake City. 
* * + 


Dealer Auto Shows 
Feb. 7-13—Milwaukee County Auto Deal- 
ers' Assn., Auditorium Bldg., Milwaukee. 
Feb. 12-15 — Jamestown Automobile Deal- 
ers Assn., State Armory, Jamestown, 


N. Y. 
Feb. 18-22—Fort Wayne Auto Trade Assn., 
War Memorial Coliseum, Fort Wayne, 


Ind. 
Feb. 20-22 — Burlingame and San Mateo 
dealers, Fiesta Bldg., San Mateo, Calif. 
Feb. 21-28—Central California Auto Show, 
Fresno Motor Car Dealers Assn., Fresno, 
Calif. 








Greeting Ford Dealer Sales Students— 


Frank J. McGinnis (third from right), manager of advertising, sales promotion and 
| training of the Ford division, welcomes students to the first 1953 class of the Ford 
merchandising school, now being held at the late Henry Ford's residence-laboratory, 
Fair Lane, in Dearborn, Mich. Sixty students enrolled to study dealership operation 
and merchandising techniques. From left are William L. Bishop, Westside Ford, Inc., 
Seattle; Richard H. Mottweiler, Roy Perry dealership, Lewisville, Tex.; Clifford Anderson, 
Al Stuebing, Hollywood, Colif.; McGinnis; A. O. Kreigsman, Eustis Motor Co., Eustis, | 


Fla., and John F. Heflin. school manager. 


Feb, 21-March I|—Washington Automotive 
Trade Assn., Washington, D 

Feb, 23-28 — Binghamton Junior Chamber 
of Commerce and Automobile Dealers 
Council, Binghamton C. of C., West End 
Armory, Binghamton, N. Y. 

Feb. 28-March 7—Johnstown 
Dealers Assn., Cambria 
Memorial, Johnstown, Pa. 


Automobile 
County War 


Feb. 28-March 7—Motor Car Dealers of 








March 14-22—Chicago Automobile Show, 
International Amphitheater, Chicago. 
March 21-29—Motor Car Dealers Assn. of 

San Francisco, San Francisco. 





April 6-11 — Sioux City Automobile Deal- 
ers Assn Municipal Auditorium, Sioux 

Apr. 6-11 — Denver Automobile Dealers 
Assn,, Denver Auditorium-Arena Bldgs., 
Denver. 

Apr. 22-26 ng Beach Junior Chamber 
of Cor ,. World Auto Show, Long 
Beach Municipa Auditorium Long 
Bea r 


* * * 


Aftermarket Shows 


March 9-10—Canadian Automotive Whole- 
salers & Mfars. Assn., King Edward 
Hotel, Toronto 
March 26-29—Southwest Automotive Show 
Automobile Bidg., Fair Park, Dallas. 
* * » 


General 


Feb. 26-March I—Pacific Automotive Show 
Civic Auditorium, San Francisco. 
March 9-10 — National Truck Leasing Sys ; 
tem, spring conference, Ambassador { 
Hotel, Los Angeles. 
April 4-9—''Easter Parade of Stars'' Au- 
tomobile Show, Waldorf-Astoria Hotel, ‘ 
sinacait — New York. 
April 4-12—International Motor Sports 
Show, Grand Central Palace, New York 


City. 
April 21-24—Middle Atlantic Regional Au- 


Greater Kansas City, Kansas City, Mo. 
March 2-7—Schenectady Automobile Deal- 
ers Assn., Schenectady, N. Y. 


March 7-14—Pittsburgh Automobile Deal- | tomotive Show, Commercial Museum, 
ers Assn.. Hunt Armory, Pittsburgh. | Philadelphia. 

March 7-15—Seattle Automobile Dealers | April 22-May 3— International Motor 
Assn., Seattle Armory, Seattle. | Show, Turin, Italy. 

March 12-19—Oakland Automobile Dealers May 22-24 — Southeast Automotive Show, 
Assn., Oakland, Calif. Miami, Fla. 

March 14-21—Rochester Automobile Deal Nov. 9-12—American Petroleum Institute 


ers Assn., Rochester, N. Y. meeting, Conrad Hilton Hotel, Chicago. - 





How to turn ‘Cuspe 

































cy 





Look around at your floor traffic. Falls into familiar 
types, doesn’t it? These two men here, for instance: 


One you know to be a good prospect, making his 
choice of model and color, all ready to buy. The 
other you suspect to be just looking, just wishing 
he could buy. 


But the chances are he could buy—and would 
buy—if you’d tell him how. Yes, you can turn 
the suspect into a prospect with the GMAC Thrift- 








Cornerstone 
for a 
Successful 
Future 


The GMAC Thrift-Guard Plan 
available only through General Motors Dealers: 


CHEVROLET * PONTIAC © OLDSMOBILE © BUICK « 






CADILLAC 
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tributor had sold more cars than 
any other at or above our price 
| ... except Cadillac. 


tion,—without my knowledge,— — 
gave the _ incident front-page ro 


position in its latest issue. a) Nv WATS OFF To CADILLAC! 


Then I decided to tell the inside | 








: G , “I did the natural thing. I wrote 
story, as it should be told. Here Ae More JORDAN cars jan ad for the Chicago Tribune, 
are the facts, with some happy were sold in Chicago -ontaini ; , 

_u 3 - containing about the same facts 
reminiscences of some of the lads last year than any at and number of words as the above 
=e made automobile advertising = orabove the JonDAN |paragraph. It was headed ‘Hats 
{following quotation is taken from = Cadifne-andlitake || “Lo ‘and be 
s take = i “L, d bel . . . they've 
— be a, a of my little book, 4 eee ao twas tains Geoal that one fe 
“The Inside Story of Adam and SS . F 

re,” ished it 5 : Genk / | we goers. 
a published in 1945 and used 0,.dan | “What was so wonderful about 
y the Ladies Home Journal as a ' a >me 
" siaial these ce Ej / that . . . a simple statement of 
Tas ehh oon eae. hUS els ead ge nt aoe / fact? 
great headline which lived in 5 5 " Bete eles | “PU tell you . . . the industry 
the minds of older advertising men Price Cut Started It | was amazed that I should men- 
for more than a generation, and ATS off, Mr. Sloan .. . About} | tion a competitor. 
would perhaps have been buried December, 1918, after the close “Competitor?—My God ...1I 


had arrived. If I, the little guy 
from the tail end of the industry, 
| was called a competitor of Cadil- 
| lac, sure as shootin’ I'd gone a 


with their adolescent memories had | of World War I, when some people 
not a younger advertising man dis-/| felt about our economic future as 
covered that he must have thought some people do now, Cadillac an-| 
of it himself and gave it top posi-| nounced a price cut of $300. Pass- | 





tion in a full-page “smash” which ing through the Hollenden lobby | NOTHING'S EVER REALLY NEW—These two ods von o | Rell of a long way from that lum- 
ran in 40 newspapers across the|in Cleveland, Fred Caley, manager | Coe eect 30 vanes oper. At lef iv 0 big od or wil: | ber camp in northern Wiscons.n 
Crhitesih san. tn: 40 fapath lath -wesk in Eweh'S Thorbe 


country. of the Cleveland Automobile Show, it told how Aero Willys ranked second to Caditloc in. | Where I was born. 


In deference to my old friend hailed me: “Say, Ned, did you see | | Motor Trend analysis of ovtos, After considerable researct | “In that great car, the Cadillac, 
Ward Canaday, chairman of the | that Cadillac price cut?” , pera ines ane aa ‘sauna & does ‘Ce still breathes the spirit of 
board of one of our eminent “Yes, its too bad. No one knew) © leveland, was the Jordan ogenty in 1923 | Henry M. Leland... more 


manufacturers, I had decided to | that good women had a price until | : a. og , . credit to Alfred P. Sloan jr., a 
ignore the telegrams and long- | she cut it. There won't be enough mings ever reatly new,” sald Advertising Age in comporing these two ods | man with identical ideals. I know 











distance calls which poured in automobiles in the world to go| which ran 30 years apart. alicia . —— | nothing about Mr. Leland’s busi- 
from the oldtimers, calling my (around by the first warm day in| dealers began inviting me to ‘speak | “At the time of the Chicago | ness acumen, but if one of his 
attention to the matter ... until spring.” | at motor-car dealers’ conventions | show the registrations for Cook | steering knuckles ever broke I 
a well- known advertising publica- “Was I surprised when Cadillac! all over the country. County, Il, showed that our dis- | never heard of it. 








ws Prospect ! 


Guard Plan. It helps you sell because it helps - 
people buy. , 


oe aa “What made General Motors 
| what it is? 

“Mr. Sloan’s life recreation has 
been WORK, WORK, WORK. He 
taught others its fascination.” 

* * * 


Storeroom of Ideas 


t HAVE held a few jobs in my 
life where some other fellow was 
meeting the payroll. I have to be- 
lieve—with all my heart in the 
product he’ is building . . . Over 
the years someone is always sug- 
|gesting that I might produce an- 
| other “Somewhere west of Lara- 
| mie” ... “Hats Off to Cadillac”... 
lor one of the ideas which are well 
remembered by old advertising 
|men ... But I’m sure you never 
|heard of “The Golden Girl’—who 
stood wistfully on the top of the 
|mountain, dreaming how she and 
her “he-man” would feel as they 
|gunned the grade over the hill to- 
| ward happiness and “Snuggle Inn”. 


Maybe it was the W.C.T.U. that 
put the forbidding finger on that 

| one. Of course, that was before 
| the boys and girls lolled down 
Broadway kissing each other... 


It was Becky Scharps of “B.B.D. 
|and O,” who first called my atten- 
'tion to the abduction of the head- 
line “Hats Off to Cadillac.” 


Becky was most considerate of 
the young man who used that 
|headline . . . “Just like the fellow 
who discovered an idea trickling 
|through his mind and was sure he 
| had thought of it first,’—Becky 
isaid. “Why not write Ward Cana- 
day? He’s an oldtimer.” 

“Becky, aren’t we all?”, said I.— 
“I wonder whether the statute of 
limitations would apply now to the 
Ten Commandments? ... But sup- 
pose we forget it. I’m goin’ out 
and give my wheelchair a shot of 
| Alemite.” 














You see,. they save 4 ways when they choose the 
GMAC Plan: They save valuable time. They save 
trouble. They save expense. They save worry. 


And you gain 4 ways: Control of the whole 
transaction. Gross from time contracts. Extra busi- 
ness from satisfied customers. Repeat sales from 


GMAC service. 


GENERAL MOTORS 
ACCEPTANCE 
CORPORATION 


* * >» 


A Look Back 
P S. HOW many guys are still 
* alive who remember that time 
Becky was covering the automo- 
bile front for the New York Sun. 
|Ralph Keller, now president of 
|Zimmer, Keller & Calvert (Detroit 
advertising agency), and Ward 
i'Canaday (I think) were fielding 
M the balls for Ted MacManus and 
4 Martin Kelly in Toledo. 
, : Babe Meigs, now distinguished 
SN | in the Hearst organization was 
| selling catalogs for Rogers & Co., 





‘ 


Chicago. Zimmer, Ralph’s part- 


XX ee ner, was hustling for the Chicago 
Ps ik ? Journal. 


Alfred Reeves had become gen- 
|eral manager of the National Auto- 
|mobile Chamber of Commerce .. . 
—(Oh, excuse me. . . James,—will 
you answer that phone? If it’s 
that girl from ‘somewhere west of 
Laramie,’ tell her I’ve just left for 
Bellevue Hospital for a checkup 

. Thank you very much, James.” 


Taylor Gets Buffalo Deal 


Tom Taylor Pontiac, Inc., has 
taken over the physical assets of 
Taggert-Schutz Pontiac, Inc., 1294 
Seneca St., Buffalo. G. Thomas 
Taylor is president and general 
manager. Vice-president is Wood- 
row W. Woody; secretary-treas- 
urer, Mrs. Florence M. Taylor, 
and assistant secretary, John 
| Cook. All are of Detroit. 

















No traffic can be 
a problem. too 





F you were selling gas or oil or hamburgers, you’d Of all the leading weekly magazines, Collier’s has the 
be sure to set up shop where the traffic flow is largest percentage of its circulation concentrated in 
heaviest. this motor-minded 3 to 10 thousand dollar bracket. 
Since you're selling or manufacturing automobiles. Here are the latest figures: 
y 5 5 


isn’t it even more important that you hang your 


sign where a lot of drivers can see it? Percentage of Circulation, 


$3,000 to $10,000 Group 


What’s the best way of flagging down new-car 


buyers? Well. it’s a fact that 66% of all cars are pur- ( Weeklies) s 
chased by folks who earn from $3,000 to $10,000 Collier's. . 2... 1... . 72 i 
a year. This chart tells the story: Life 2. 2 6 6 ee eo ee ee ee 
, The Saturday Evening Post. . . . . . 68% 

AUTOMOBILE SALES BY INCOME GROUPS ( Biweekly) 
MOR 1. tw te 8 ‘ : . 69% 





Source: Stewart, Dougall Qualitative Survey 


This year Collier’s readers will buy over 800 million 
dollars’ worth of cars. And they'll spend millions for 
repairs and service. too. 


$10,000 If the cars you sell are advertised in Collier’s. you’re 
AND OVER right where your best prospects can see you. 


INCOME GROUPS 











Collier’s Makes Things 
Happen, Too —in the 
Car Service Field 


Collier’s is Read — 
Not Just Looked At! 






COC TERRES | 
“ jn the snow/ 
| 





A brand-new survey —the biggest of its kind ever 






Three times a year—spring, summer made—shows conclusively that readers spend more 


and fall—Collier’s publishes a two- 
“Preventive Serv- 


time per page on Collier’s, including the adver- 


SS 






page feature on tising pages, than on any other book in its field. 


ice,” stressing the importance of 
keeping cars in shape for top per- 
formance. Result: Collier’s readers 
are repair-minded, spent millions of 
dollars last year for parts and accessories alone. 






Here’s a selling plus which advertisers get only in 






Collier’s. For details, write to Collier’s now. Ask for 
THE THIRD DIMENSION SURVEY. Address: 
Collier's, 640 Fifth Avenue, New York 19, N. Y. 












The next such “Preventive Service” spread will 
appear in the March 28th issue. 





Colliers 


National Coverage ee iy 
at Rational Cost e— eer & 


MAKES THINGS HAPPEN 





The Crowell-Collier Publishing Company, Detroit Office: General Motors Building, Detroit 2, Michigan 
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1952 Vehicle Exports 
Show Sharp Drop 


DETROIT. — Exports of motor 
vehicles from U. S. plants to foreign 
countries, including Canada, during 
1952 totaled 329,572 vehicles — 167,- 
048 cars and 162,524 commercial 
units, the Automobile Manufac- 
turers Assn. reports. 

Exports during 1951 included 
246,965 cars and 223,584 commer- 
cial units. 

Exports accounted for only 6 per- 
cent of total 1952 production, while 
about 7 percent of output was 
shipped abroad during 1951. Pre- 
war exports averaged about 10 
percent of production. 

Passenger-car exports in 1952 


All in the Family 


P. W. Griffiths has sold his inter- 
est in Griffiths Buick Co., Marietta, 
O., to his brother, J. L. Griffiths. 
He retains his interest in Griffiths 
Bros., Inc. (Chrysler-Plymouth). 


CURTIS FULL HYDRAULIC, 
TWO-POST SHOP LIFT 


—for Passenger Cars and 


Light Trucks 


ALSO, Single post rotating lifts for 
passenger cars and light trucks. 


tion, as against 4.9 percent in 1951. | 
Last year’s exports of commercial | 
units were at a rate of 13.3 percent | 
of production, as compared with | 


| 15.7 percent the year before. 
Exports of both cars and trucks | 
| were at a sharply higher rate dur- 
ing the early months of 1952 than 
|in later months. 

For example, factory sales of 
passenger cars during April 
totaled 415,357, and 18,964 were 
shipped to foreign markets, How- 
ever, in December when factory 
car sales totaled 418,977, only 12,- 
826 cars were shipped abroad. 

The same was true for trucks. 
Factory sales of trucks in January 
and February averaged more than 
101,000 units per month, while ex- 
ports averaged upward of 16,000 
units. 





During December, when factory | 
truck sales totaled nearly 116,000 | 


9, 1953 


represented 3.9 percent of produc- | j 


Cincinnati Welcomes New Pontiac Dealer— 
H. E. Milliken (second from right), Pontiac's Cincinnati zone manager, shakes hands 
with Bernard J. Dwyer, who recently took over the facilities of Valley Pontiac Co., 


Lockland, O. Looking on are L. D. Bombar (left), regional manager, and C. L. Bates, | 


assistant zone manager. 


units, only 12,166 trucks were sent'there is strong demand for Amer- 
to foreign markets. ican-made motor vehicles overseas. 

Most auto industry foreign mar-| But a lack of dollars, they say, is 
ket appraisers are agreed that/ even more apparent. 


@ PLENTY OF AIR 
LOTS OF PRESSURE 
@ AUTOMATIC! 


78 Cubic Feet Capacity 


Delivered to You Ready to Run! 


Gust: @ Oil motor bearing 
@ Put oil in crank case 
@ Connect to your current 


@ ee EES 15 1). ar compressor 


TWO-STAGE, AIR-COOLED 


Delivers more air per horsepower, assuring saving in power bill. 


INTERCOOLER 


Four section, finned, providing unusually effective cooling between stages; located in 
cyclone of air from flywheel. 


SELF-OILING 


Simple, positive centro ring method; provides pressure lubrication of connecting rod 
and piston pin bearings. 


TIMKEN MAIN BEARINGS 


Tapered rollers; easy external adjustment without dismantling compressor. 


VALVES 


Readily removable as assembled units without removing cylinder head or breaking 


pipe connections or gasket joint. 


AUTOMATIC START AND STOP CONTROL 


Motor protected by dependable vacuum type starting unloader. 


AIR TANK 


120-gallon, 200-pound pressure, built to ASME standards; automatic electric weld. 


PRECISION WORKMANSHIP 


Backed by almost a century of manufacturing experience — to assure you 
dependable, trouble-free service. 


HYDRAULIC CAR WASHER 


(300 Pounds Pressure) 


—for better and faster car washing. 
More cars washed each day 
mean more profit for you. 


CURTIS PNEUMATIC MACHINERY DIVISION 


of Curtis Manufacturing Company 


1976 Kienlen Avenue e@ St. 


Lovis 20, Mo. 


CURTIS PNEUMATIC MACHINERY DIVISION 
of Curtis Manufacturing Company 
1976 Kienlen Avenue, St. Louis 20, Missouri 


| am interested in items checked: 
(-] AIR COMPRESSORS [(] AUTO LIFTS (Single Post) 
[-] POWER CAR WASHERS 


{-] Two Post 


| received, 
| creased to $975. 





Buffalo Buyers 
Accuse Lots of 
Phony Terms 


| BUFFALO.—Some used-car deal- 
|ers in the area are reported to be 
misrepresenting the terms of auto 
sales contracts at the time of sale 
the Buffalo Better Business Bureau 
said here last week. 

The bureau reported that it has 
received several complaints from 
buyers that monthly payments were 
considerably higher than had been 
quoted by the salesmen, or that the 
balance to be paid off had been 
increased when the sales contract 
was received. 

In a current bulletin, the bureau 
said that the customers admitted 
that they had signed a blank con- 
tract after discussing the terms of 
the sale. 
| But the practice of dealers and 
| finance companies taking signa- 
tures on blank contracts is in viola- 
tion of Trade Practice Rules 
|relating to the retail installment 
|sales and financing of motor ve- 
| hicles, the bureau warned. 

In two cases, it was reported, the 
customer had been quoted monthly 
payments of $45 a month, but when 
the contract was received, it called 
for $75 or $80 a month. In another 
case, the price of a car was quoted 
at $795, but when the contract was 
the price had been in- 





| 


The bureau warned car buyers to 
make certain that they patronize a 


|reputable dealer, read and under- 
|stand the terms of the contract 





|before signing it, and insist that 
the contract be filled in completely 
| before signing. In all cases, it was 
|pointed out, the customer should 
receive a copy of the completed 
contract. 


Indiana Lesson 
Industries Spark Campaign 


For School Funds 


COLUMBUS, Ind.—How commu- 
nity cooperation can make a city 
independent of government help 
was shown here recently with the 
amazing progress of a school im- 
| provement plan. 

Columbus has been growing so 
rapidly that school facilities have 
not been able to keep pace through 
the normal processes of taxation 
/even though some $5 million was 
|appropriated by the City. 
| Leading industries of the com- 
|munity proposed to speed up the 
building program by financing most 
|of the cost of a grade-school build- 
ling if private citizens would make 
| up the difference. Within a month, 
$376,000 had been subscribed in con- 
| tributions ranging from 25 cents 
|given by a kindergarten child to a 
| $100,000 check from a local industry. 

To help build a new high school, 
|the city’s industrial leaders again 
got together. They proposed a 
$750,000 fund, with $425,000 to come 
| from business interests and the rest 
| from individuals. 
| Under the leadership of Glenn W. 
Thompson, president of Arvin In- 
dustries, Inc., and representatives 
of Hamilton Mfg. Corp., Cummins 
Engine Co., Reeves Pulley Co. 
Golden Foundry Co. and other local 
businesses, a drive last December 
brought in $972,000—or $222,000 
more than the target. 


Minneapolis Firm Buys 
Western Tire’s Business 

CHICAGO. — Ira H. Handelman, 
president of Western Tire Auto 
Stores, Inc., has announced that the 
firm owned by him and his family 
has been purchased by Associates, 
Inc., a Minneapolis investment 
group. 

The price was reported to be 
“slightly in excess of $3 million.” 

Handelman will retain all real 
estate owned by Western Tire and 
lease it to the new firm, an affili- 
ate of Founders, Inc., Minneapolis, 
which controls Gamble-Skogmo, 
Inc., also of Minneapolis. 

Western Tire operates 46 retail 
outlets, mostly in the Chicago area, 
where Gamble-Skogmo has no re- 
tail stores, and services 49 affiliated 
stores in the midwest. Gamble- 
Skogmo sells auto supplies and oth- 
er merchandise through 486 stores. 


Williamson’s Ransacked 

Thieves ransacked Williamsor 
Motor Co., of Augusta, Ga., and 
got away with $550 in cash. 





, 
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horsepower 


y Biggest in the world are Boulder . . . Shasta .. . Hungry 
U/l Horse ... Grand Coulee ... Ross... and other great 


American water-impounding structures. 


Their demands for construction horsepower were stupendous. 
And adequately met by the automotive industry's 

designing and manufacturing genius. In all kinds of motive 
power units used for these immense dam-building jobs, 
Spicer Universal Joints, Clutches and Transmissions helped to 
complete time schedules that were hungry for horsepower. 


Spice.—Handard of the Indushy 


SPICER MANUFACTURING DIVISION of Dana Corporation 
TOLEDO 1, OHIO 


49 YEARS OF 


RNS a 


SERVICE 


MANUFACTURING 
We Endorse the Junior Achievement Program 


TRANSMISSIONS « UNIVERSAL JOINTS « BROWN-LIPE AND AUBURN CLUTCHES « FORGINGS « PASSENGER 
CAR AXLES « STAMPINGS «© SPICER "BROWN-LIPE” GEAR BOXES « PARISH FRAMES « TORQUE CONVERTERS 
e POWER TAKE-OFFS « POWER TAKE-OFF JOINTS «+ RAIL CAR DRIVES « RAILWAY GENERATOR DRIVES 
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Lawsuits Affecting Dealers ... 
Court Decisions 


By Leo T. Parker 
Attorney at Law | 
CCORDING to a late higher-| 
court decision, a dealer is liable | 
in heavy damages for misrepre- | 
senting the model of an automobile. | 
In Ader v. Zimmer, 71 S. E. (2d) 
270, it was shown that a dealer sold | 
an automobile representing it to be| 
a 1949 model. Later the purchaser 
discovered that it was a 1948 model. 
He sued the dealer. 
The higher court held the dealer 
liable to the purchaser for $1,000 
damages. 


* = * 


Verbal Sale Is Valid 

ONSIDERABLE discussion has 

arisen from time to time over 

the legal question: Is a verbal con- 
ditional contract of sale valid? 

The answer is yes. 

In Trussell v. Vand, 72 S. E. 
(2d) 319, it was disclosed that 


Chrysler Builds 


Special Trailer for 
Toting Plane Hulls 


EVANSVILLE, Ind.—Land-borne 
strength for America’s growing air 
armada is rolling every work day 
along highways a third of the way 
across the United States. 


Grumman Albatross airplane 
hulls, built in the Plymouth plant 
here, are trucked 984 miles overland 
to Grumman Aircraft Engineering 
Corp., Bethpage, Long Island, N. Y. 

Low-bed trailers were specially 
constructed to carry the 60-foot- 
long hulls through low-ceilinged 
tunnels and over narrow bridges in 
their six-state journey. Chrysler 
engineers designed the trailers to 
reduce the load height and distrib- 
ute the weight evenly to avoid dam- 
age to roads. 

To keep from interfering with 
ordinary traffic, the drivers travel 
only during daylight, and stop for 
meals during the normal high peak 
traffic if they are going through a 
city. 

Through New York and out to 
Long Island, the hull travels a 
myriad of roads and back streets, 
a route chosen to cause a minimum 
of interference with traffic. 

The first trip with a hull took 
four days to complete because the 
hull’s cockpit was too high to clear 
turnpike tunnels and the truck and 
trailer were forced to detour over 
the mountains. Since that time, 
trailer adjustments have been made 
and deliveries to Grumman are 
made in two-and-a-half days after 
leaving Evansville. 

In only one place along the 984- 
mile route are police officers needed 
to direct traffic while the Grum- 
man hull goes on its way. Going 
through Hamburg, Pa., the special- 
ly-constructed low trailer barely 
clears a railroad grade. 


Canada Eyes Tax Cut 


OTTAWA. —It is rumored here 
that the 15 percent excise tax on 
automobiles may be reduced or 
eliminated by the Federal Govern- 
ment in the coming annual budget. 





, the owner of an automobile sold 


it under a verbal contract which 
provided that the purchaser 
would pay $50 per month until 
the contract price was fully paid. 

The purchaser defaulted in mak- 
ing the agreed payments and the 
seller filed suit to recover posses- 
sion of the auto. 


The higher court held that the| 


seller could take possession of the 


|car notwithstanding a State law 


which provides that “every condi- 
tional contract of sale must be in 
writing.” This court held that the 


| State law was not effective as be- 
|tween a buyer and seller. 


The court said that the law would 
be applicable only if the purchaser 
resold the auto to a third person. 

* * * 


‘Accommodation Passenger’ 


-.”. higher courts consist- 
ently hold that a dealership 
employe is not entitled to damages 
for injuries received in an auto 
accident if he was an “accommoda- 
tion passenger.” 

For illustration, in Schmalz] v. 
Derby Co., 94 N. E. (2d) 86, testi- 
mony showed that a dealer di- 
rected an employe to take a cus- 
tomer’s auto for service to the 
garage. Another employe, named 
Schmalzl, was a passenger in the 
car. During the trip, it collided 
with another auto, seriously in- 
juring Schmalzl. Schmalz] sued 
the dealer for damages. 

The higher court held the dealer 
not liable because the testimony 
showed that for about two years 
previously Schmalz] had been rid- 
ing in the dealer’s automobiles as 
an “accommodation passenger.” 

Hence, the law is well established 
that one who rides regularly in a 
dealer’s automobile for mere ac- 
commodation cannot expect to re- 
cover damages for injuries. 

* * * 


Saved by Written Contract 


bbe importance of sellers of au- 
tomobiles signing written con- 
tracts spelling out the complete 
rights and liabilities of the parties 
is emphasized by the outcome of 
the case of Roberts, Inc., v. Simon, 
92 N. E. (2d) 570. 

Testimony showed that a pur- 
chaser bought from a dealer an 
auto which the dealer did not 
then own. The contract clearly 
stated that the dealer did not 
own the machine, and could not 
deliver it to the purchaser unless 
he acquired legal title to it. 

The dealer did not get title and, 
therefore, could not make delivery. 


Air Delivery 
Auto Parts 7th on United’s 


List of Cargoes 


CHICAGO.—Automobile parts and 
accessories ranked seventh among 
the 10 chief types of air freight in 
total weights flown by United Air 
Lines last year, according to E, L 
Dare, cargo sales manager. 

“Auto parts and accessories are 
not newcomers to United’s top 10,” 
Dare said. “These items have been 
in the upper tonnage bracket year 
after year.” 











ae 


Ticklish Job Getting Hull Through Toll— 


At first glance, it appears that the Chrysler-built air rescue plane hull will not be 
able to clear the toll gate at the Irwin interchange to the Pennsylvania Turnpike. 
However, Driver Edward Lecates just edges his cargo under the 13-foot, six-inch 
marker, A load higher than the marker will not clear the seven tunnels along the 
984-mile route from Chrysler's Evansville (ind.) plant to Bethpage, Long Island, N. Y. 


Nevertheless, the purchaser brought 
| suit against the dealer. 


The higher court held the seller 
not liable and said that a written 
contract spoke for itself. The court 
explained that if the contract had 
been verbal, the seller could not 
have won a favorable verdict un- 
less he had introduced disinterested 
witnesses to prove the exact con- 
tents of the verbal agreement. 


Pa. Gas Tax Hike 
Is Sought; Auto 


Groups Acquiesce 


| HARRISBURG, Pa.— (UTPS) — 
Indications are that an increase in 
Pennsylvania’s gasoline tax will be 
sought by Gov. John S. Fine to 
meet increasing construction costs 
and demands for highway improve- 
ments. 

The present State tax is five cents 
a gallon. There is also a two-cent 
Federal tax which State officials 
are trying to have repealed so the 
State can collect the funds now go- 
ing to Washington. 

Among the organizations expected 
to offer no opposition to a gas tax 
increase are the Pennsylvania Au- 
tomotive Assn., which represents 
the State’s new-car dealers, and the 
Pennsylvania Motor Federation, an 
American Automobile Assn. affiliate. 

Claude S. Klugh, of Harrisburg, 
general manager of PAA, has said 
that “it is decidedly unwise for us 
to oppose the imposition of addi- 
tional levies for road building if 
the State Highway Department 
needs the money.” 

A similar position was indicated 
by PMF clubs in a statement from 
R. B. Maxwell, secretary-manager, 
who said “the PMF will keep a 
close watch on motor license fund 
expenditures to ascertain that any 
increase which might be proposed 
is justified.” 

Both groups, however, have vig- 
orously fought a proposed “use” tax 
on automobiles, trucks and buses 
to help raise funds for general pur- 
poses. A “use” tax was suggested 
at the rate of $10 for passenger 
cars and an average of $25 for 
trucks and buses. 

The Pennsylvania Home Rule 
Assn. and the Pennsylvania Bus 
Assn. have expressed opposition to 
any increase in the gas tax. 


Ford Aide Sees 
‘Oldtime’ Sales 
Battles Ahead 


LIMA, O.—The nation’s salesmen 
are rolling up their sleeves in an- 
ticipation of real, oldtime selling 
battles this year, R. R. Anfin told 
members of the Lima Rotary Club 
last week. 


Anfin, Detroit district sales man- 
ager for the Ford division, said 
that the economic spotlight, which 
has been focused upon “purchasing, 
procurement and production” for 
the past decade, is shifting to sales. 
“This is the salesmen’s year,” he 
declared. 


Pointing to the many postpone- 









ments of “no-holds-barred” com- 
petitive selling, resulting from 
“cold” and “hot” wars, material 


shortages, Government restrictions 
on civilian production and pent-up 
customer demand, Anfin forecast 
a “tremendous year for all business 
and for the American sales force.” 


Anfin scoffed at predictions that 
a slight recession will occur after 
mid-year, when defense spending is 
expected to taper off. 


“Any slack in defense spending 
will be taken up by aggressive 
action of intelligent, alert business- 
men,” he asserted. “Living stand- 
ards in the U. S. can be increased 
by the creation of buying desires 
through shrewd advertising and the 
legions of salesmen in this coun- 
try.” 

Anfin said that Ford Motor Co. 
is continuing to perform the dual 
job of producing war goods and 
civilian products. Present defense 
contracts for the company total 
more than $1% billion, he said. 


Pitts K F Launched 


Pitts Kaiser- Frazer Motor Co., 
Inc., Hickory, N. C., has been or- 
ganized with capital stock of 1,000 
shares to engage in new and used- 
auto sales. Principals are Luther 
W. Pitts, A. C. Icard and Charles 
W. Pitts, all of Hickory. 
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° 9 of payments to almost 15,000 execu- 
Executives Pay ee in 1,850 companies. 

Cc . | Generally, salary increases in all 
Up 5 To Labor Ss |industries studied ranged from 4 
| to 10 percent. But bonus payments, 


1952 Gain 9% | in most cases contingent on profits, 


| were higher in some industries and 

NEW YORK. — Compensation of | lower in others. 
top executives on the average in-| The most consistent increase was 
creased approximately 5 percent in | shown in contributions to retire- 
the 1951-52 fiscal year compared to ment funds. Overall increase was 
the previous year, according to the about 15 percent. In some indus- 
third annual report of the executive | 


|tries, because of the adoption of 
new plans, the increase ran as high 
compensation service of the Amer- 
ican Management Assn. 


as 30 percent. 
In contrast, gross average weekly 


About half of the middle man- 

agement executives covered in the 
earnings of production workers in 
manufacturing industries for the 


survey received between $7,500 and 

$15,500 annually. Another 25 percent 

ived between $15,000 and $18,- 

calendar year 1951 were more than ron : 7 ’ 

9 percent above 1950. This figure, 000, and 10 percent were paid more 
taken from Bureau of Labor Sta- 
tistics reports, does not include 


than $18,000. About 15 percent were 
“fringe” benefits. The AMA figure, 


below the $7,500 level. 
on the other hand, is for total com- 
pensation, including salaries, bonus 
payments and contributions to re- 
tirement funds. 


Middle management people 
earned an average of $12,000 ac- 
cording to AMA. 

The top management report, 
whose circulation is restricted to 
executives who are members of the 
association, is based on an analysis 


Rolls-Royce Sales Aide 


Takes Up U. S. Post 


NEW YORK. — The new U.S. 
sales and service representative for 
Britain’s Rolls-Royce, Roger Cra’- 
ster, has arrived in this country. i 

He will visit all Rolls-Royce dis- | 
tributors and work with the auto- 
motive division of Hambro Trading | 
Co., sole concessionaire in the U.S. 
for Rolls-Royce and Bentley cars. 








@ Welded to inside spots, where it is 
difficult or impossible for hands or tools 
to reach, MIDLAND WELDING NUTS 
hold fast while bolts are turned into 
them. 


This method speeds up the assembly of 
metal stampings, and helps spread the 
use of manpower. Midland Welding 
Nuts enable one man to do the work 
formerly requiring two, while one 
worker held old style nuts from turning. 

















COMPRESSOR 
TANK MOUNT 







Investigate the need for Midland Weld- 
ing Nuts in your plant. Write or phone 
for complete information. 


MIDLAND 


STEEL PRODUCTS COMPANY 


6660 Mt. Elliott Ave . Detroit 11, Mich 
Export Deportment 38 Peorl Street, New York N Y 


ENGINE MOUNT 












World's Largest Manufacturer of 
AUTOMOBILE and TRUCK FRAMES 
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Air and Vacuum 
POWER BRAKES 


Air and 
Electro-Pneumatic 
DOOR CONTROLS ‘ 




















Driving Lessons a Toledo Project— 


Employes of Owens-Illinois Glass Co., 


Toledo, are receiving driving lessons in 


Willys sedans equipped with dual controls. The project is sponsored by the Onized 
Club's welfare council in cooperation with the Toledo Automobile Club. In the front 
seat are Harold McBride, auto club representative in charge of driving lessons, and 
Marian Steinbaugh, of the council's committee on driving. Virgil Colston, another | 


committee member, observes from the rear seat. 


Madison Gives Training Car 


To Arizona Driving School 

A dual-control car to be used in 
the Arizona Automobile Assn.’s 
adult driving school has been made 





available through Gray Madison of | 
Madison Motors, Inc. (Ford), Phoe- | 
nix, Ariz. | 

The school gives 20 hours of in- 
structions, 10 of them in the class- 
room. 





1. When a couple goes out to buy a car to- 


day, they want a lot for their 


family money ... 
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By J. B. Van Tassel 
Dealer Business Consultant 

T IS imperative, from a sound 

business management standpoint, | 
to make test checks from time to | 
time of the operations of the vari- | 
ous departments 
in any business. 
These checks will 
help to keep de- 
partment man- 
agers on their 
toes and will also 
assure manage- 
ment that things 
are going in the 
right direction. 

For example, 
it is well for a . 
dealer or a gen- J. B. Van Tassel 
eral manager to step into the 
stockroom periodically and pick 
at random certain classifications 
of parts and accessories, count 
the pieces in the bins and com- 
pare these counts with the inven- 





Dealer Business Counsel 


Periodic Checks on Department Operations 
Keep the Staff on Its Toes 


tory record control cards of each 
one of these pieces. 
Where a difference between the 


count in the bins and the number | 


of pieces shown in the record ex- 
ists, the stockroom manager should 
be expected to give a full account- 
ing of the shortage or overage. 

* * * 
Analyzing Shop Profits 

N THE cashier’s department, a 

test check should be made of 
the imprest cash fund and cash on 
hand at various intervals. 

In the service department, an 
occasional check should be made of 
the individual repair orders to 
make sure that the business is 
realizing the full gross profit on 
customer repair orders. 

In other words, it is necessary to 
compare the list price charged for 
labor with the price paid the me- 
chanics on selected orders to ascer- 








2. And if the car you sell them doesn’t give 
superior performance, you’re going to be in 


the soup. 





3. But if you want to be a man’s best friend, 
(and woman’s, too)... 


4. Use your head and tell them to use “Ethyl!” 


gasoline and get all the power they _—. 
paid for. (Of course, the timing should 
be advanced for “‘Ethyl’’ gasoline.) 







ETHYLS 





tain the average percentage o 
gross profit on these orders. 
| Where the actual percentage of 
gross profit on certain orders is 
found to be less than the ex- 
pected average or the national 
average of approximately 50 per- 
cent, the mechanic, service man- 
ager and foreman should be 
called in to account for the dif- 
ference. 


In this way, a dealer can help 
avoid the development of an un- 
favorable gross profit trend in th 
shop, and it will also make me- 
chanics and service management 
aware of the fact that their work 
jis being watched. 


| In the used-car department, an 
occasional check should be made of 
the invoices to customers to make 
sure a favorable used-car gross 
profit is realized. 
af = = 


Eye on Reconditioning 


LSO, the estimated amount of 

reconditioning work should be 
compared with the actual amount 
of work on these cars. This will 
test the ability of the used-car 
manager as a qualified appraiser 
of reconditioning work. 

In competitive selling days, the 
ability to do a good appraising 
job on used-car reconditioning 
often spells the difference be- 
tween a successful and unsuccess- 
ful new and used-car sales and 
profit job. 
| Test checks are what I would 
|classify as a part of the job of 
detail management, and no man- 
agement job is complete without 
both general and detailed manage- 
ment. 


Also, one of the most important 
functions in the overall job of suc- 
| cessful and profitable management 
is checking. 

(Any questions you may have 
| will be gladly answered by J. B. 
Van Tassel, care of AUTOMOTIVE 
News.) 


92,671 Buick Units 
Set Pace for 752 
‘Hardtop Output 


FLINT.—Buick led in the produc- 
tion of hardtop convertible models 
in 1952 with a total output of 92,671 
vehicles in its two-door Riviera 
styling, Ivan L. Wiles, general man- 
ager, reported last week. 

Buick’s output amounted to near- 
ly 5,000 more than its nearest com- 
petitor, Wiles said, and totaled 28.8 
percent of 321,045 cars Buick built 
in 1952. 

The biggest volume of hardtops 
was produced in September when 
10,430 were built, more than 30 per- 
cent of output for that month, 
Wiles said. 

More than 58,000 hardtops, nearly 
two-thirds of the total built, were 
in the Super series. Buick’s hardtop 
styling was introduced in 1949. 


| 
| 





17 Transport Units 
Get DTA Loans 


WASHINGTON. — Defense loans 
totaling $8,839,293 for transporta- 
tion industries under the jurisdic- 
tion of the Defense Transport 
Administration have been recom- 
mended by DTA and certified by 
the Defense Production Admini- 
stration. 

As of Dec. 31, 17 loans were 
granted by the Reconstruction 
Finance Corp. to DTA industries. 

To obtain a defense loan, De- 
fense Transport Administrator 
James K. Knudson explained, an 
applicant must prove that the loan 
will be used to expand transporta- 
tion facilities deemed necessary to 
further the defense effort, that no 
other suitable facilities are avail- 
able in the immediate area and 
the expansion is economically feas- 
ible. 

Of the 17 loans, 14 went to motor 
carriers, one to a railroad, one to 
an inland waterway carrier, and 
one to a warehousing and storage 
applicant. 





Simpson, Green Buy Land 

A three-acre tract of land on S 
Shepherd Dr. in Houston has beer 
purchased by C. P. Simpson, of 
Simpson-Gillman Pontiac Co., and 
James W. Green, of General Motors 
Truck & Coach Co. Plans for it: 
development were not immediately 
announced, 








Big-City Dealers Alarmed at Exodus. . . 


New York Tax Load 


Roils Business 


By Ed Brown | 

Staff Correspondent 
NEW YORK.—The battle against 
discriminatory local taxes contin- 
ues here, gathering force every day. 


The heavy taxes on car owner- 
ship and real estate, increasing 
sales taxes and public transporta- 
tion problems, it generally felt, are 
adding to the sizeable sums which 
are spent each day on the perim- 
eter of the city, where such dis- 
criminatory taxes can be escaped. 
Even the mayor has reluctantly ad- 
mitted that he would like to repeal 
the use tax on autos, instituted six 
months ago as an “emergency 
measure.” 

The auto dealers of this city 
were among the first to notice 
that business was moving to less 
regulated areas. They pointed out 
that large businesses would even- 
tually leave the city for areas of 
lower taxation and more return 
on their money. 

A long list of major business 
concerns which are moving out of 
the city has recently been pub- 
lished, among them General Foods 
Corp.; General Electric; Time, Inc., 
and Union Carbide & Carbon Corp. 

Just a few weeks ago, one of 
New York’s largest auto dealers 
told of his intention to move his 
rental and car-leasing organization 
out of town. 

Dealers say the picture is only 
beginning to form. Unless drastic 
changes are made in the conduct of 
the city’s business, dealers fear that 
this trend away from the city will 
accelerate. 

In a recent survey, the Federal 
Reserve Board looked into rea- 
sons why city sales have declined 
so alarmingly while sales in other 
areas of comparable population 
densities have tended to hold their 
own or increase. It found that the 
“rise of competing retail outlets, 
the trend toward suburban liv- 
ing and qualitative population 
changes here have been mainly | 
responsible.” 

Dealers here point to the recent | 
report of the National Tobacco and | 
Tax Research Council, which shows | 
what happened after the imposition 
of the one-cent tax on a pack of 
cigarets, 

The report indicates an annual 
sales loss of 48 packages per capita, 
which will cost wholesalers $75 mil- 
— and retailers $83 million annu- 
ally. 

Auto dealers also have some fig- 
ures of their own to cite. Registra- 
tions in a one-year period slipped 
by 3,554 cars. They figure that in| 
this period alone they lost nearly | 
$9 million worth of business. Serv-| 
ice and accessory business was lost 
accordingly. 

The public transit system, which 
is admittedly the crux of the sit- 
uation, is running the City into 
debt by the hundreds of millions | 
of dollars, 

Under a new plan, there would| 
be a “transit business tax” under | 
which 60 percent of the transit| 
costs are covered by the riding pub- 
lic; 20 percent or the transit debt 
service, whichever is higher, by real 
estate taxes, and 20 percent by a 
tax on businesses judged to be 
benefited by transit facilities. 

_ Dealers, with large investments 
in real estate, and investments de- 
pendent upon transportation facil- 
ities generally concur with Jeffer- 
son Miley, executive vice-president 
of the Commerce and Industry 
Assn. of New York, Inc., who 
pointed out the fallacy of the the- 


Sears Elected 
To Head Ero 


CHICAGO.—Ero Mfg. Co., 714 W. 
Monroe St., announces that Harry 
M. Sears has been elected president 
of the corporation, and that How- 
ard Leopold has been named chair- 
man of the board. 

Sears has been with the company 
for 26 years, and Leopold has been 
associated with Ero since its incep- 
tion in 1911. Sears was previously 
vice-president with headquarters in 
Philadelphia, The company manu- 
factures auto seat covers and lug- 
gage carriers. 


ory that shopping centers, amuse- | 
ment places and other businesses | 


and manufacturing plants would 
find it difficult to continue on a 
profitable basis without the neces- 
sary transit facilities to bring cus- 
tomers and provide an acceptable 
labor market. 

“Thus, any business,” Miley 
stated, “whose customers are 


brought to it by transit facilities, | 


and any business anywhere in the 
city whose employes are brought 
to it by transit facilities would 
be a business judged to be ben- 
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business . . . will have to pay three 
income taxes—Federal, State and 
City—plus a city gross receipts tax.” 

Dealers are watching the growing 
tendency to tax without fair con- 
sideration with grave concern. Even 
the recent reported willingness on 
the part of the mayor to repeal the 
automobile use tax, is regarded by 
most dealers merely as a sop to 
the car owning public in an elec- 
tion year. 

They find it unlikely that the 
City Administration will suddenly 
drop a plan, without so much as a 
fight, which reportedly made $8 
million the first year. 

But dealers have pledged them- 
selves to fight unfair taxes with 
__| every weapon they have. Although 
success to date has been slight, 
there is consolation in the fact that 
without the representation they 
have made before City officials, 
their plight would be even worse. 


Blair Delivers Five Cabs— 


J. C. Harry jr., secretary-treasurer of Blair Motor Co., Inc. (Chevrolet), Suffolk, Va., 
| recently sold five 1952 Chevrolets to Service Cab Co., owned and operated by Beatrice 
oe Harry is shown making delivery from Blair's new building. 


hibits two gross receipts taxes. For 
that reason, the proposed tax is not 
a tax on gross receipts but a tax 
on income. This means that city 


| efited by the transit facilities. 
“City business now pays a gen- 

eral business and financial tax or 

‘gross receipts tax’. The law pro- 


...and 55,000,000 


motor cars since have 
used WORSE Chains 


The builders of that classy ‘“‘Lozier’’ were among the first to recognize 
the correct engineering principle and remarkable dependability of 
Morse Chains in motor car performance. 


Today Morse timing chains and other Morse transmission products 
are almost universally preferred for original equipment and for re- 
placement use in practically every industry as well as in motor cars, 
trucks, buses, tractors and farm implements. 


For 39 years Morse Chain—a unit of Borg-Warner Corporation has 
contributed to and shared in the progress and prosperity of the auto- 
motive industry. B-W’s Morse Chain is another example of how 


ENGINEERING MAKES IT WORK |i] PRODUCTION MAKES IT AVAILABLE 
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By James D. Woolf 


Special Correspondent 


— probably have been ex- | 


ceptions, but advertising is sel- 
dom a quick and easy road to 
riches. 

Few indeed are the business suc- 
cesses that are built overnight. 
Gillette Co. sold only a handful of 
its safety razor blades in the first 
few years of its existence. Jergen’s 
lotion, today enormously popular, is 
said to have been in the red during 
the first seven years of its life. 

Both Marshall Field and Potter 
Palmer struggled through heart- 
breaking disappointments during 
the early days of their later fabu- 
ously successful careers. 

Advertising is rarely a short cut. 
Oftener than not, as many busi- 

nessmen have found out to their 
sorrow, it seldom pays off on a 
short-term basis. 

John Wanamaker, a shrewd 
advertiser, once made this obser- 
vation: “If there is one enter- 
prise on earth that the quitter 
should let alone, it is advertising. 
Advertising does not jerk — it 
pulls. It begins gently at first, 
but the pull is steady. It increases 
day by day, year after year, until 
it exerts an irresistible power.” 
People, by and large, don’t change 

their minds and their loyalties too 
easily. They are slow to depart 
from fixed habits of living. They 
cling stubbornly to old ways. For 
example, millions still rely on 
doubtful patent medicines despite 
the continued opposition of health 
authorities. 

Millions still don’t brush their 
teeth despite the Midas fortune 


Salesense in Advertising 


Tested Ideas for Small Business 


|that has been and is being spent;fact: The U. S. never was a mem- | 


| by dentrifice and brush companies. 
* + * 


|Hammering to ‘Nail’ Idea 

Tt TAKES persistent repetition 
|# over a long period of time to 
|drive an idea home 
| thority, 30 percent of the American 
people believe that the U. S. was 
at one time a member of the 
League of Nations. Another 26 per- 
cent doesn’t know. This despite the 
fact that billions of words on the 
subject appeared in the nation’s 
magazines and newspapers! Only 
44 percent of the people know the 


$240 Punch 


Racketeers Leave ‘Gift,’ 
Then Collect 


LOUISVILLE.— The boys with 
the fixed punchboards are around 
again. Leon Smith, operator of a 
service station here, is the latest 
victim of the racketeers, who come 
in and leave a punchboard as a 
“gift.” 

About half an hour later, anothe1 
“customer” appears, who happens 
to see the punchboard and takes 
a punch which—what a coinci- 
dence! —always hits a winning 
number. 

In Smith’s case, a man, accom- 
panied by a woman, drove into the 
station in a car carrying Tennessee 
license. plates. Claiming he felt 
lucky, he grabbed the board, 
punched and said he had $240 com- 
ing. 

Smith paid off. 





universally. | 
| . i 
| According to one able research au- | 





|ber of the League. 

| Yes, it takes a long, long time 
| for an idea to sink in. A num- 
| ber of years ago a manufacturer 
of household cleaning products 
brought out a new powder (let’s 
call it ABC) for dishes, pots and 
pans. Chicago was selected for 
the test market, and over a pe- 
riod of 12 months 100,000 lines of 
advertising was run in two domi- 
nant newspapers. In addition, a 
great deal of point-of-sale ma- 
terial was used. Sales were fairly 
good, but not what the advertiser 
had hoped for. 


hold? Were most housewives con- 
scious of the new product? The 
ads were strikingly done, the copy 
expertly written. Was too much 
expected too quickly? Surely every 





housewife in Chicago, after a whole 
year of steady advertising, ought 
to be familiar with ABC! Why, 
then, were sales so far below the 
quota set? 

House-to-house researchers inter- 
viewed 500 housewives in Oak Park, 
a well-to-do Chicago suburb. Fewer 
than 100 of these women, after 12 
months of advertising, knew defi- 


Chicago Parking Income 

CHICAGO.—Motorists here in 1952 
dropped $1,600,000 in the city’s park- 
ing meters—plus the usual share of 
slugs, washers, rivets, foreign coins, 
mutilated money, hairpins and plas- 
tic play money. Since the first me- 
ter was installed in July, 1951, the 
number has been increased to 
21,489. 
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Location of safety valve lever, 
near handle at top, makes it 
easy to operate while standing. 
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The use of a number of Bay-Lifts, the total 
cost of which is less than an ordinary station- 
ary hoist, not only insures a saving of from 25 
to 50% in time and labor, but permits a num- 
ber of jobs to be worked on simultaneously. 


Photo shows number o 


in operation in the 
department of 
, Inc., Compton, California. 
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Bay-Lifts 
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Harold Ray- 


BAY MANUFACTU 
BOX 578 = 


DIVISION 276 WEST 43RD 


TORRANCE, 


STREET 


INSURES 
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SAFETY 





Equipped with independent 
automatic safety lock pro- 
viding double safety factor. 
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RING COMPANY 


CALIFORNIA 


NEW YORK 36 La 





Was ABC’s copy theme taking | 


| 


latest testing, safety and service devices, 


| square feet and is surrounded by giant 
ponds. 


nitely what ABC was, and only a 
few of these had accurate knowl- 
edge of the copy theme. 

Obviously, in the words of Wana- 
maker, the advertising had not 
“jerked.” 

Was the theme no good? Or was 
the time too short? Further study 
proved that the time was too short: 
the impatient advertiser was look- 
ing for a quick and easy road to 
riches. 

* + . 


Underspending a Danger 


. often the new and inexperi- 
enced advertiser, in both retail 
and national fields, starts opera- 
tions with not enough money in the 
kitty. 

Underspending is one of the most 
common reasons for advertising 
failure. Underspending means send- 
ing a boy to do a man’s job. 

The new entrepeneur sets up for 
himself a hoped-for first-year sales 
volume of, say, $100,000. He figures 
that 1 percent of this—$1,000—will 
be enough for advertising. One 
percent will NOT be enough—ex- 
cept in extremely favorable situa- 
tions. Here, on the average, are the 
percentages, 1952 figures, spent by 
a few typical industries: 





Canned foods ...................:0::000 2.50 
Other foods and grocery........ 8.75 
Household equipment ............ 3.00 
Drugs and cosmetics ............ 30.00 
Textiles and clothings .......... 2.30 
Electrical appliances ............ 5.00 
Radio and TV sets ................ 5.00 
ar 
Alcoholic beverages ................ 3.90 
Office equipment ...................... 2.60 
BID sictitninaccnosceianesnciasnecs 4.90 
Jewelry and photographic... 6.50 
MII, sicisiicdsststdniceennpeasaousnnanianste 2.55 


Be prepared to invest an ade- 
quate percentage of sales in adver- 
tising—and be prepared to stay 
with it. Remember John Wana- 
maker’s wise words: “If there is 


should let alone, it is advertising.” 


| sho enterprise that the quitter 
| 


Arkansas Survey 
Predicts Record 


| 
Demand for Cars 
| LITTLE ROCK, Ark.—Record de- 


| 


|mand, even for the highest-priced 
| 1953 automobile models, is foreseen 
|in a year-end check of business 
|made by the Arkansas Economic 
| Council and Arkansas State Cham- 


| ber of Commerce. 

| Business is expected to remain 
|good at least into the summer 
| months, with prices holding steady. 


lections are reported good. 


Dollar volume in auto parts sales 
for 1952 was reported about 11 per- 
cent above 1951. Little change in 
business volume 
prices are not expected to change 
appreciably. An increase in delin- 
quent accounts was forecast by 
some dealers. 


Campbell Names Blazak 


Alfred J. Blazak has been ap- 
pointed new-car sales manager of 
Community Chevrolet Inc., 653 Fill- 
more Ave., Buffalo, according to 
President J. G. Campbell. Blazak 
has been selling Chevrolets in Buf- 
falo since 1939 and has been a 
member of the Chevrolet 100-Car 
Club for eight years. 





| Deliveries are running behind or- | 


PANY 


an 





Universal Opens $820,000 Home in Honolulu— 


Universal Motor (Chrysler-Plymouth) recently held open house upon completion of 
its facilities, which cover a quarter of a city block. The service sections embody the 


according to Robert T. Carson, executive 


secretary of the Honolulu Motor Car Dealers Assn. The dealership covers 130,000 


tree ferns, orchid plants and colorful lily 


| & * 
| Aid to Crippled 
Chrysler Bearing Perfects 
Artificial Leg 

DETROIT.—The science of pow- 
der metallurgy, which has produced 
materials to handle a wide variety 
of industrial jobs ranging from sup- 
porting steel mill rollers to filtering 
fuel in auto gas tanks, is now help- 
ing the handicapped to walk better. 

A. J. Langhammer, president of 
Chrysler Corp.’s Amplex division, 
which pioneered in the develop- 
ment of Oilite metal powder pro- 
duction parts, disclosed how a 
bronze bearing, an eighth of an 
inch thick, had been developed for 
the hip joint of artificial legs to 
permit handicapped persons to 
walk with natural leg motion. 

Langhammer explained that arti- 
ficial-limb manufacturers first ex- 
perimented with a ball bearing in 
the hip joint, but that it did not 
lend itself to the natural walking 
gait. 

Next, he said, a rolled piece of 
copper wire was used. This made 
possible a normal gait, but squeaked 
and needed constant oiling. 

Then Amplex engineers designed 
the self-lubricating bearing which 
produced the desired movement and 
did not squeak. 


Booklet on Plant Layout 

CLEVELAND. — The third in a 
series of booklets on industrial 
problems, “Plant Layout” is now 
available free from the consulting 
engineering firm of Wheeler Asso- 
ciates, Inc., 15017 Detroit Ave., 
Cleveland 7. The first two covered 
“Material Handling” and “Indus- 
trial Maintenance.” 
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N. Y.C. Show Hopes Fade 


Dealers Fear that Closing of Palace May Spur 





NEW YORK.—Although the pub-| Grand Central Palace, with an at- 
lic interest taken in Motorama,|tendance of 200,000. 
General Motors’ automotive exhibit,| Significantly, dealers say, this 
has left little doubt in the minds| heavy attendance figure was piled 
of New York dealers about the|up despite the fact that the mer- 
ffectiveness of an auto show in|chandise displayed was out of the 
New York, concern is rising about | reach of the average man. The au-| 
future shows here because Grand |tomobile, of course, is not in this 
Central Palace will no longer be|C@tegory, but there are enough 
available after this year | experimental and_ sports _models | 
— f : available to serve as attractions for 

The Palace will become the |those people interested only in the 
collecting house for the Bureau | unusual. 
of Internal Revenue, which | Before the boat show closed, 
means New York City will be | Chrysler had opened its show- 
virtually without any large ex- ing of its Italian-built experi- 
hibition hall for the next two or | mental _~ a and = = 
three years, or at least until such | T@C€F- e show immediately 
time as the planned convention aaa =" 18,000 to 20,000 
center can be erected. ee 
This will give other cities a 


General Motors’ magnificent $1,- 
chance to intensify their efforts to 500,000 show in the Hotel Waldorf- 
become the national show spots for 


Astoria gave a view for the first 
the auto industry. 


time of a complete collection of 
stock cars, sports models and ex- 
While there are some who ques-| perimental autos. 
tion the effectiveness of a national 
show in New York, wide segments 


Other Cities to Host National Exhibits | te 


|5-Year Packard Pins at Hartford Branch— 
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J. C. McCormack (right), Hartford (Conn.) Packard branch manager, presents five- 
year pins to five employes of the organization. From left are John Ruch, shop fore- 
man; Paul Fazzino, mechanic; Constance Kallajian, bookkeeper; Edward J. Flanagan, 
parts manager, and Frank A. Warbeck, salesman. The presentations were made at a 
meeting where plans for carrying out a Packard program through local marketing 
procedures were discussed. 


by police lines, running around the| Sports Show, in Madison Square 
entire block on which the Waldorf|Garden. This will be followed in 
is situated. Inside, the crush was/the spring by the Auto-Lite ex- 
almost as great. hibit, in the Waldorf-Astoria, which 
Dealers emphasize that automo-| will feature car makes using Auto- 
bile shows for this city have just| Lite products. 
begun appearing this year. Coming The International Motor Sports 
up shortly is the World Motor 











Palace during Easter Week. This 
show last year attracted 120,000 
visitors at an admission price of 
$1.20. 

The Auto-Lite show will be free, 
while the two sports shows will be 
by admission only. 

Dealers contend that New York 
is the natural place for a national 
auto show, and they feel, too, that 
from a. practical standpoint the 
manufacturers should get to- 
gether on such an exposition. 


Dealers have just been through 
a 1953 model introduction period 
spread over many weeks. Some of 
the first lines shown had rather 
rough sledding after the first week, 
and dealers found that in order to 
sell their cars they had to give 
substantial reductions, since poten- 
tial customers were holding off 
until they could see what the other 
manufacturers had to offer. 


Much of this trouble, dealers be- 
lieve, could be eliminated by short- 
ening the spread in new-model an- 
nouncements to coincide with the 
national showing. GM did this be- 
fore the opening of Motorama, and 
it seems to have paid off well. 


The AUTOMOTIVE NEWS ALMANAC is 
a year-long friend. Use it often for statis- 


Show will be held at Grand Central! tics, buyer information and personne! data. 








Crowds had to be held in check 
of the industry still consider the} masta 


city as the kickoff point for most 
major shows. 


Dealers here point to the Motor 
Boat Show, which just closed at 


German Makes 
Steal Show at 


Brussels Fair 


BRUSSELS, Belgium.—(UTPS)— 
The 36th Belgian International Au- 
tomobile Fair was held here last 
week, with latest models of the 
United States, British, French, Ital- 
ian and German automotive indus- 
tries on display. 

While American and _ British 
makes predominated, Germany, for 
the first time since World War II, 
was a close runner-up, competing 
in the sports-car field with its 
Porsche and Mercedes-Benz types 
and, in the typically European low- 
consumption field, with its Taunus 
—built by the German Ford plant 
at Cologne — Volkswagen and 
Tempo. 

The increasing popularity of Ger- 
man makes was illustrated by the 
fact that German models drew 
heavy crowds, whereas French 
cars—a new two-seater, four-horse- 
power Renault selling at $550 ex- 
cepted—failed to attract most cus- 
tomers’ attention. 


American cars, among them the 
new Studebaker and Hudson Jet, 
were universally admired, but the 
majority of Europeans passed on to 
the smaller European cars because 
of high gas prices and rising auto 
taxes. 


U.C. Check Finds 
No Tax Cheaters 


SPRINGFIELD, Mass.—Local as- 
sessors have uncovered no attempts 
this year by used-car dealers to 
conceal vehicles on hand on which 
they must pay a personal property 
tax. 

William G. Macaulay jr., chair- 
man of the Board of Assessors, 
said a system of check and double- 
check in use for the last three 
years had apparently convinced 
dealers that “we have a job to do 
and are going to do it.” 

The city’s 75 used-car lots are 
checked in December and again in 
January. The double-check system 
was inaugurated after the assessors 
charged that some dealers were 
garaging cars outside the city or 
state to avoid the tax. 

The dealers are assessed $50 per 
$1,000 of value for the cars they 
have on hand Jan, 1. 








save you time and 


SNAP-ON 


Baxley Buys Norwood 


Norwood Motor Co. (Willys), 
Rockingham, N. C., has been pur- 
chased by Glenn Baxley, owner of 
Baxley Motor Co. (Buick). He said 
that he was not yet certain if he 
would continue the Willys dealer- 
ship but that he would use the 
Norwood building. S. Garland Nor- 
wood, former owner, did not reveal 
his plans for the future. 
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Reo Trucks Tote Photogs at Inaugural— 


Photographers and newsreel men covering the inauguration of President Eisenhower 
traveled in two E-22 trucks with specially designed bodies provided by Reo Motors. 
In addition, a Reo tractor-trailer combination was used as a fixed camera position 
during the parade. The company served coffee and sandwiches to the some 400 


cameramen covering the event. 


Bryan Oldsmobile 


Opens in Los Angeles 

Bill Bryan has opened Bryan 
Oldsmobile Co., Inc., at 8833 Wil- 
shire Blvd., Los Angeles. Bryan, 
with General Motors for more than 
25 years, took over an Oldsmobile 
dealership in Beverly Hills in 1945. 

His new-car sales manager is 


~— 


Bultin speed... bullin tase 
a lower coil! 


LE LAL ERENCE Bs 












is the 


Hugh Patton. John Kelly 
used-car sales manager. 
* * * 


Padfield Buys Nash Firm 

Ontario Nash Motors, under the 
ownership of E. T. Padfield, has 
replaced the former Nebel Nash 
Motors in Ontario, Calif. Padfield 
bought the dealership from C. W. 
Nebel. 


pepe aaa 


Reg Fudge formerly a Los An- 
geles dealer for many years, has 
been appointed dealer in Encino, 
Calif., for Hillman Minx, Humber 
Hawk, Rover, and Sunbeam-Tal- 
bot, British car makes. Roland Ball 
is general manager. Reg Fudge jr. 
is assistant general sales manager. 

* * * 


Schulte Gets Packard 


Paul Schulte Motors, Inc., 3537 
S. Kingshighway, St. Louis, has 
been appointed a Packard deal- 
ership. The company, in business 
since 1942, had been a Kaiser- 
Frazer dealership since 1945. 
Hearry J. Bequette is general 
manager; J. D. Smith, sales man- 
ager, and Frank Bembrock, serv- 
ice manager. 

+ x *& 


Stewart Co. Elects 


Peters as President 


P. J. Peters, former comptroller 
of Stewart Co., of San Antonio, has 
been elected president, according 
to Col. Harry E. Stewart, chairman 
of the board. 

Peter P. Stewart, former assist- 





,ant general 
moted to general manager. Waldo 


manager, was pro- 
E. Stewart, treasurer, and J. L. 
McNabb, general sales manager, 
| have been named vice-presidents. 


Stewart Co. is the Texas distribu- 
tor for Ford tractors and Dearborn 
farm equipment. 


Fred Collins, former educational 
assistant, has been promoted to ed- 
ucation manager. 


Larry Sponberg has become su- 
pervisor of District E, and Leland 
| E. Board, supervisor of District D. 
Sponberg joined Stewart in 1951 
after 12 years experience in the 
farm equipment field. Board has 
served in both the service and edu- 
cation departments. 

* + * 


New Bredthauer Firm 


| Set Up in Nebraska 


Bredthauer Motor Co., of Broken 
Bow, Neb., has sold its business 
interests to Bredthauer Pontiac- 
Cadillac, Inc., which has been in- 
corporated with authorized capital 
stock of $48,000. 

Dale Bredthauer 





is president; 


IT DOES THESE JOBS 


—AND MORE! 


Accounts Receivable Ledgers 


and Statements ® New-Car Deposits 


General 


Monthly Financial Statement 


Ledger ® Payroll 


Accounts Payable ® Age Analysis 


Revenue Distribution 


job 


one 


CHANGE JOBS INSTANTLY 


Change jobs with a turn of the 





selector knob. Any four ac- 


counting operations controlled by 


sensing panel. Any number of 


panels can be used, so there’s no 
limit to the number of accounting 
jobs a Sensimatic will do. 


Speed and ease are inseparable in a Sensimatic because high 


productivity is built right into the machine. The sensing panel or 
“mechanical brain” directs the machine swiftly and automatically 
through every figuring operation and carriage movement. 


Because of this, there’s less for the operator to learn and to do. 


Sensimatic 300 with 11 totals 
Sensimatic 200 with 5 totals 
Sensimatic 100 with 2 totals 


A Burroughs representative will be glad to arrange 
a demonstration at your convenience. You'll find 
Burroughs listed in the yellow pages of your 
telephone book, or write Burroughs Adding 
Machine Co., Detroit 32, Michigan. 


WHEREVER THERE’S BUSINESS THERE’S 





Every operator function has been simplified to require minimum 
effort. Even the insertion and alignment of forms has been 
made so easy that important amounts of time are saved in this 
one part of the work alone. It will be to your advantage to 
see a Sensimatic in action. At the very least, you'll have 

a new basis for judging accounting machine performance. 


Burroughs 








Robert A. Lewis, vice - president, 
and Richard A. Wells, former dis- 
trict manager for GMC Truck & 
Coach, secretary-treasurer. Lewis 
and Wells are co-managers of the 
dealership, which will handle GMC 
trucks as well as Pontiac and 
Cadillac cars. 
a * = 


Ford Back in Beaverton 


H. B. Damerow, former gen- 
eral manager of Wolfard Motor 
Co., Portland, Ore., has been ap- 
pointed a Ford dealer at sub- 
urban Beaverton, Ore. The com- 
munity had had no Ford dealer 
since the days of the Model. A. 
The new firm, Damerow Ford 
Co., is occupying temporary 
quarters. A new building is 
planned. 

= > = 
Peoria Chevrolet Dealer 
Opens New Facilities 

Metropolitan Chevrolet Co., Inc., 
Peoria, Ill, is doing business in 
newly remodeled facilities. A new 
showroom with modern lighting 
arrangements, new office equipment 


and decorative flooring have been 
installed. 


E. W. Bates, president, said that 
the parts department has been re- 
arranged, and that the company 
now carries the largest stock of 
Chevrolet parts in the downstate 


area. 
+ * * 


Ennis Opens Hudson Deal 


A formal opening has been held 
by South Side Hudson Co., 2238 W. 
Forest Home Ave., Milwaukee. A. 
E. Ennis jr. is head of the organi- 
zation. 

* * 


Hudson Adds 3 in Toronto 


Three new Hudson dealers have 
been appointed in the Toronto 
area. They are Davisville Motors, 
1883 Yonge St., Toronto, with 
George F. Coatta as owner-man- 
ager; Vaughan-Eglinton Motors 
Sales, 1775 W. Eglinton Ave., Tor- 
onto, and Nordic Truck & Equip- 
ment, Ltd., 106 S. Main St., Weston, 
Ont., with Charles O. Simpson as 


manager. 
* . 


Chevrolet Dealers Elect 


Kirsch in Philadelphia 


C. H. Kirsch has been elected 
president of the Chevrolet Deal- 
ers Assn. of Philadelphia. 

Others elected were L. T. 
Brown, vice-president; R. W. Nor- 
ton, secretary, and W. R. Kolb, 
treasurer. Directors are H. R. Er- 
win, C. R. Evans, W. S. Ellis, H. 
E. Robinson, and A. A. Jacobs. 


Radford Starts Willys Deal 


Bill Radford has opened a Willys 
dealership at 640 S. Atlantic Blvd., 
Los Angeles, under the name of 


| Monte Cristo Automobile Co. Wylie 
| Mumper will be general manager. 


* * * 


Monarch U.C. Sales Up 
William R. Krafft, president of 


| Monarch Buick Co., 1040 N. Merid- 


ian St., Indianapolis, reports that 
his firm’s used-car sales last No- 
vember increased 25 percent over 
any previous November in the his- 
tory of the company. He attributes 
this gain to a “Win Three Ways” 
contest. 
= * iz 


Higham Cadillac Named 


Dealer in Houston 


Higham Cadillac Co. Inc., has 
been appointed a dealership in 
Houston, according to T. R. Fenley, 
Cadillac district manager. 

W. H. Higham, president, said 
that temporary location would be 
at the corner of Westheimer and 
Yoakum Sts. Plans are under way 
to construct a showroom and repair 
department at Weslayen and West- 
heimer Sts. 

Sam W. Allison is sales manager 


of the firm. 
* - . 


Shattuck Heads Chamber 

Wesley Shattuck, Chehalis 
(Wash.) Ford dealer, has been 
named president of the Chehalis 


Chamber of Commerce. 
* = + 


Gary Ford Deals Merged 


As Herschbach Retires 


Lou Ehlers, Inc. (Ford), Gary, 
Ind., has bought Gary Motor Sales 
(Ford) from Frank C. Herschbach, 
who is retiring after more than 20 
years as a Gary Ford dealer. 

Lou Ehlers plans to operate the 

(Continued on Page 29, Col. 1) 
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(Continued from Page 28) 


two dealerships separately until he 
can build new and larger quarters 
on the edge of downtown Gary, he 
said. 

Herschbach, a past president and 
director of the Gary Automotive 
Trade Assn., was one of the first 
Gary dealers to promote driver 
training in the city’s high schools. 

* * * 


Wallace Fashion Show 


Bill Wallace, Buick dealer in 
Beverley Hills, Calif.. put on a 
fashion show entitled, “Fifty Years 
of Fashion in Cars and Clothes.” 
It started out with a 1904 Buick 
touring car, with fashion models 
wearing costumes of the period and 
reached a climax with the 1953 Sky- 
lark. 

* * * 
James Buick, of Los Angeles, 


Announces 4 Appointments 


Two assistants have been added 
to the expanded used-car depart- 
ment of Ed James Buick Co., of 
Los Angeles, according to Dewey 
Rickenbacker, manager. Bob Sie- 
man will be in charge of recondi- 
tioning, and Bill Williams responsi- 
ble for appraisals. 

James also has promoted Ed 
Lowe to assistant new-car sales 
manager, and Bill Cannon to man- 
ager of the merchandise depart- 
ment. 

a * * 


Landefeld Sells Deal 


Emil Landefeld, Willard (0O.) 
dealer since 1935, has sold his firm 
to Albert Merkle, former business 
manager of R. E. Morehead & Son, 
Mansfield. 


* * * 


Trio Buys Ia. Deal 
Cavanaugh Motor Co. (Ford- 
Mercury), Carroll, Ia., has been 
acquired by John Hart, W. H. 
Burgess and Merrill Campbell. 


x * * 


White Appoints Halmagy 


Walter Halmagy has been ap- 
pointed used-car sales manager for 
White Chevrolet Co., Cleveland. 

* * * 


Bowell-McLean Sells TV 


Bowell-McLean Motor Co., Ltd., 
of Vancouver, B. C., has branched 
out into television. The company 
has opened a TV department, in- 
cluding service facilities. 

* * *~ 


Glasson in Shelbyville 


Sid Glasson, who formerly op- 
erated the Chevrolet-Oldsmobile 
dealership in Lawrence, Ind., has 
taken over the Chevrolet dealer- 
ship in Shelbyville, Ind. 

= * * 


Carder Opens U.C. Lot 


Tom Carder, former sales man- 
ager of Grand Motors Co., of 
Toledo, has opened a used-car lot 
at 3434 Collingwood Blvd. He has 
been associated with the auto in- 


dustry for more than 30 years. 
= * * 


Willys Appoints Toomsen 


Wilbert Toomsen, owner of Toom- 
sen Implement Co., Dumont, Ia., 
announces that he has been ap- 
pointed a Willys dealer in that city. 

x * oe 


Brekke Pontiac 


The former Durscher’s Garage, 
West Union, Ia. has been taken 
over by Vernon Brekke. New name 
of the firm is Brekke Pontiac Ga- 
rage. 





x * * 


Rosenberg Firm Moves 


American & Foreign Motor Car 
Service, of Indianapolis, has moved 
from 2215 College Ave. to larger 
quarters at 1112 N. Meridian St., 
according to P. S. Rosenberg, op- 
erator. 

* * * | 


Stevens Sells Part of Deal 


Jack Stevens, for 16 years head 
of Economy Chevrolet Co. Al- 
hambra, Calif., has sold a substan- 
tial interest in that dealership to 
Chad Gledhill, veteran Chevrolet 
salesman of Los Angeles, and is 
turning over the management to 
him. 

7 * * 





Griebel Promotes Boyer 

Griebel Motors (Ford), Balti- 
more, which operates three used- 
car outlets in the city, has ap- 
pointed Mark Boyer as used-car 


manager. 
the company as used-car buyer and 
lot manager, and at one time was 
owner of a used-car and recondi- 
tioning business. 

* * + 


Volkswagen in Canada 
Distribution of the 
Volkswagen in Canada has been 
started, with Volkswagen Canada, 
Ltd., taking over part of the former 
quarters of Packard Toronto Mo- 
tors, Ltd., at Yonge St. and Bal- 
moral Ave., Toronto. 
* * * 


Beck Switches to Pontiac 


Beck Motors, Inc., former De- 
Soto-Plymouth dealer of Oshkosh, 
Wis., 
cording to Peter A. Beck, president. 

* * a 


2 Expansions Spell Success 


For Romanik Motor Sales 


Two expansions have benefited 
John M. Romanik Motor Sales 
(Dodge-Plymouth), of 715 East 
Carson St., Pittsburgh, John M. 


Boyer has served with} 


German| 
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|Queen City Breaks Debut Day Records— 


Continuous showroom activity broke all announcement day records at Queen City 


has taken on Pontiac, ac-| Chevrolet in Cincinnati, according to F. E. Zorniger, secretary-treasurer. Guests were 


presented with gifts of perfume, although no prizes or souvenirs were advertised in 


the promotion of the car. 


Romanik has found. Previously, 
combined operations were at 1042 
Brownsville Rd., Carrick, but Ro- 
manik wanted more than trolley- 
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BEST TOO- THAT 
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THIS FRAM AD 

SAYS MORE THAN 

20 MILLION ENGINES 
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WITH FRAM- 50 FRAM 
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BOY, THINK OF THE 
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MART DEALERS are tieing up with 


Fram these days. . 


. because the big 


1953 Fram program brings them more filter 
sales and profits. They know Fram Sells 
Best because Fram Filters Best —by actual 


WESTERN UNION 


operator 25 says... AND DON'T 


FORGET, I KEEP 


SENDING CUSTOMERS 


TO YOU BECAUSE 
YOU'RE VACATIONLAND 
HEADQUARTERS ! 


Watch for FRAM’S Big Televis- 
ion Show, ‘‘Vacationland Amer- 
ica” starring John Cameron 


Swayze and his family. Time and 
TV channel will be announced in 
your local paper. Tie in. Display 


your Vacationland Sign at right. ¥ 


traffic trade and moved to 1720 


CATIONLANO ot = 
As AMERICA 


E. Carson St., South Side, where 
he occupied a four-car showroom. 

Finding this move successful, 
Romanik erected a new building 
at the present location, retained 
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his 1720 E. Carson St. location 
for showing new and used cars 
and trucks, plus a body shop and 
storage space for cars and trucks, 
and also opened a lot for used 
cars at 4604 E. Carson St. 

His son, Carl J., is a partner in 
the business. 

+ * * 


Hilltop Improves Plant 
Hilltop Motors (Kaiser - Frazer), 
of Columbus, O., announces that it 
has completed a $150,000 improve- 
ment to its plant at 2357 Sullicant 
Ave. 





* * * 


Dulaneys Acquire McGraw 
McGraw Chevrolet of St. Clairs- 


|| ville, O., has been sold to Ivan and 
|| Carlyle Dulaney. The concern will 
‘| be known as Dulaney Chevrolet Co. 


John J. and John H. McGraw will 
return to Bellaire, O., where the 
company was launched 42 years 
ago. 

* * * 


Beasley Names Apel 


H. B. Apel has been appointed 
assistant manager of Beasley Mo- 
tor Co., Altoona, Pa. Formerly, he 
was business manager of the Beas- 
ley-Grove Ford dealership in Co- 
lumbus, Pa. 

(Continued on Page 40, Col. 1! 
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Vow after year, the daring and vision of 
Nash engineers—the ceaseless drive 

for progress—the countless important new 
developments from this one company— 

have earned for Nash the reputation of | 
building ‘““The World’s Most Modern Cars.” | 


Again it’s true for 1953—there’s none so 
new as Nash. 


There’s none so new in beauty. No other 
with the flair and dare, the glamour of 
Pinin Farina styling. There’s none so new 
in eye-level visibility. No other with 

so wide a windshield or rear window. 


There’s none so new in performance. No 
other can offer such a balance of high- 





compression power and reliability in its 
engines— combined with such outstanding 
economy. And there’s none so new 

in handling ease. No other with Airflex 
Suspension, providing the finest, safest 
shock-proof ride. 


And none so new in comfort. No other 
with seats so wide. No other with Airliner 
Reclining Seats, Twin Beds or Weather Eye 
Conditioned Air System. 


Yes, there’s none so new as Nash in features, 
because there’s none so new as Nash 

in thinking and planning. Here we dream — 
and dare to put our dreams on the road. 
Watch Nash in 1953—and in years to come. 


A 


THE AMBASSADOR - THE STATESMAN 


Nash Motors, Division Nash-Kelvinator Corporation, Detroit 32, Mich 
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Hodgins (Stockton, Calif.) Honors Oldtimers— 


Eleven employes whose total service with Hodgins Motors (Studebaker), Stockton, 
Calif., amounts to 155 years, are awarded service pins by Carl K. Revelle, Studebaker 
regional manager (right). One of the employes, Paul A. Froeliger, was on vacation 
when the photo was taken. From left are Don Moyer, district manager; G. R. Hodgins, 
@ partner in the dealership, 27 years; George A. Cook, 13 years; Stuart A. Wiley jr., 
seven years; Richard A. Pitman, six years; Francis W. Osborn, six years; Eino H. 
Heikkinen, six years; Robert C. Pollard, six years; James E. Lewis, 18 years; Marjorie 
Penberthy, 27 years; G. A. Dessel, partner, 33 years, and Revelle. 


Wondering how new-car and truck production and sales are making out? AUTOMO- 


TIVE NEWS gives you the entire story every week throughout the year. 
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Auto Personnel 


Appointment of M. T. O’Donnell 
as assistant general works man- 
ager of the Chrysler sales division 
has been announced by A. M. Flem- 
ing, manufacturing vice-president 
of the division. O’Donnell formerly 
was staff master mechanic of 
Chrysler Corp. 


* * * 


Firestone Names Thomas 

The appointment of H. M. Thomas 
as manager of the Akron district 
(eastern Ohio and western Penn- 
sylvania) 
Robert D. Thomas, central division 
sales manager of Firestone Tire & 
Rubber Co. Thomas previously 
served as store supervisor in the 
Akron district. 


Olin Appoints Marvel 


Sales Vice-President 
D. T. Marvel has been appointed 


sales vice-president of Olin Indus- | 
tries, Inc., according to John M. |} 


Olin, president. 


Marvel will be in charge of sales, | 


advertising and sales promotion, 





Idea suggested by DONALD B. BUCKLEY 
Van Sant, Dugdale & Company, Inc. 
Baltimore, Maryland 


ou 





In Chicago, it takes 2— 
to do the town right! 


BECAUSE .. . Chicago has outgrown the power of any 
single daily newspaper to reach even half of your city 


and suburban prospects. 


Today it takes two daily newspapers to reach a majority 
of the market — and for MosT net unduplicated coverage, 
one of your two MuST be The Chicago SUN-TIMEs! 
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LOS ANGELES 
Sawyer-Ferguson-Walker Co, 
612 So. Flower St. 


SAN FRANCISCO 
Sawyer-Ferguson-Walker Co. 
1213 Russ Bidg. 





PHILADELPHIA 
Sawyer-Ferguson-Walker Co. 
Girard Trust Bldg., 1400 S. Penn Sq. 9049 Emerson Ave. 


CHICAGO 


SUN-TIMES 


211 W. Wacker Drive, Chicago * 250 Park Avenue, N. Y. 


READERSHIP CONCENTRATED WHERE MOST OF THE BUYING IS DONE 


MIAMI BEACH 





has been announced by | 





Hal Winter Company 





and marketing activities of the 
operating divisions administered by 
F. S. Elfred, executive vice-presi- 
dent. These are the arms and am- 
munition, metals, explosives, elec- 
trical, Ramset and export divisions. 

Marvel had been sales manager 
of the Olin metals division since 
1950. 

+ * + 


Executive Changes Disclosed 


At Dixie Drive It Yourself 
Resignation of Harris Saunders 

as vice-president of Dixie Drive It 

Yourself, Birmingham, Ala.,_ in 


| order that he may concentrate upon 


the car-rental agencies he operates 
in Cincinnati and MHouston, has 
been announced by John W. Black 
jr., president of Dixie. 


At the same time, Black made 


{known the promotion of O. H. 


Bradbury and Shelby Bowron as 
vice-presidents. 
* + * 


White Retires 
J. V. White, Chevrolet’s zone 


manager in Harrisburg, Pa., for 15 





|ager at Erie, Pa. 
= 





| years, has retired. First employed 
by Chevrolet as a district manager 
in the Harrisburg zone in 1929, 
White worked for a while in the 
central office in Detroit, and re- 
turned to Harrisburg as zone man- 

ager in 1937. 
* 


Marion Metal Appoints 


Herr to Succeed Strelitz 


Promotion of Gilbert E. Herr to 
president and general manager of 
Marion Metal Products Co., Marion, 
O., to succeed the late President 
J. Malcolm Strelitz has been an- 
nounced by the board of directors. 

Herr had been vice-president and 
general manager since 1942. He is 
president of the Truck Body & 
Equipment Assn. and vice-president 
of the Hydraulic Hoist & Steel 
Body Assn. 

Other changes in the organiza- 
tion included election of Joseph L. 
Halberstein as chairman of the 
board, while Mrs, Strelitz was 
named a director to fill the vacancy 
created by her husband’s death. 

+ * * 


Goodrich Appoints Martin 


Salt Lake City Manager 


James W. Martin has been ap- 
pointed manager of B. F. Good- 
rich’s Salt Lake City replacement 
tire district. He had been acting 
manager there since April, 1952. 

* + * 


Murphy Named Sales Chief 
Of Allegheny Ludlum Unit 


The appointment of James W. 
Murphy as sales manager of the 
stainless and alloy castings division 
of Allegheny Ludlum Steel Corp., 
Buffalo, has been announced by 
Russell M. Allen, sales vice - presi- 
dent. Murphy formerly was assist- 
ant sales manager of the castings 
division. 

Appointed to Allen’s staff were 
Ralph L. Harding jr., market re- 
search analyst, and Edmund C. Ty- 
nan, attached to the stainless tub- 
ing sales division. 

* * * 


Hunter Appoints Avery 


Field Engineer in West 


Appointment of William C. Avery 
as field engineer for Hunter Mfg. 
Co. in 11 western states has been 
announced by Robert H. Hunter, 
president. Avery formerly was sales 
engineer in the midwest. 

He will establish headquarters 
in San Francisco and set up ad- 
ditional dealers and distributors in 
the western states, western Canada 
and Alaska, Hunter said. The com- 
pany makes truck refrigeration and 
heating equipment. 

- * > 


Keane in Cleveland 


Edgar T. Keane, 28, has been 
appointed Cleveland business man- 
ager for Dodge, a new post. He 
had been serving as district man- 


Ford Appoints lacocca 
As Sales Aide in Pa. 


L. A. Iacocca, manager of the 
merchandising section of the truck 


| Sales department of the Ford divi- 
|sion, has been promoted to assist- 


ant district manager of the Chester 
(Pa.) sales district. 
He fills a vacancy caused by the 


| promotion of Matthew McLaughlin 


| from assistant Chester district sales 


manager to assistant regional sales 
manager. 
W. E. Kimbrough, national truck 


|sales manager, has appointed Wil- 
|liam M. Love as manager of the 





ATLANTA 
Sawyer-Ferguson-Walker Co, 
821-822 William Oliver Bldg. 


|merchandising section. 


Love had 
been supervisor of the training sec- 
tion of truck sales. He will be 
succeeded by Earl Watson, a mem- 


ber of the training section staff. 
+ - * 


Dura Bond Sales Agent 


Dura Bond Engine Parts Co., of 
Palo Alto, Calif., has announced the 
appointment of a new sales repre- 
sentative and warehouse outlet for 
Michigan. The firm is George Lu- 
bin Sales Co., of 6431 Hamilton 
Ave., Detroit 2. 

* 


* * 


| Reliance West Coast Sales 
| Put in Charge of Perrin 


Appointment of Andrew C. Per- 
rin to the new post of west coast 
district sales manager of Reliance 
Electric & Engineering Co., manu- 
facturer of motors and motor 
drives, is announced by E. E. Helm, 
sales vice-president. 

Perrin formerly was a sales ap- 
plication engineer operating out of 

(Continued on Page 33, Col. 1) 
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Auto Personnel 


(Continued from Page 32) 


he Chicago office. His new head- 
quarters is in San. Francisco. 
Keith E. Carter, formerly sales 
engineer in Pittsburgh, succeeds 
Perrin in Chicago. Replacing Car- 
ter is J. Edward House jr., who had 
been on the company’s sales staff 


in Cleveland. 
« ” * 


Ford Transfers Kennedy 


To Indianapolis Post 


Appointment of William H. Ken- 
nedy as special field manager for 
the Indianapolis district has been 
announced by A. F. Bauerbach, dis- 
trict sales manager of the Ford 
division. Kennedy succeeds E. H. 
Scott, recently transferred to Dear- 
born, Mich. 

Kennedy has served as a field 
manager, business management 
manager and manager of the car 
sales department in the Detroit 


district. 
* = * 


Buick Appoints Briggs 


Appointment of Guy D. Briggs jr. 
as plant manager of Buick’s jet 
engine assembly plant in Willow 
Springs, Ill., has been announced by 
Ivan L. Wiles, Buick general man- 
ager. Prior to the appointment, 
Briggs was chief administrative 
officer at Willow Springs for a year. 

* * * 
Gulf Research Reorganizes 
Engineering Division 

The engineering division of Gulf 
Research & Development Co., the 
research organization of Gulf Oil 
Corp., has been divided into two 
new divisions, engineering and au- 
tomotive engineering. 

E. Topanelian jr. has been ap- 
pointed director of engineering, 
with Bruce R. Walsh as assistant. 
Topanelian formerly was assistant 
director of the engineering division. 

J. Edward Taylor, formerly of 
the product development and prod- 
uct engineering department of 
Gulf, has been named director of 
automotive engineering, with 
Charles R. Butler and R. L. Kirk- 
patrick as assistants. 

~ * * 


Auto Finance Manager 


E. Jack Hennie has been appoint- 
ed manager of the Essex County 
district office of Bankers Commer- 
cial Corp. in Irvington, N. J. Hen- 
nie has been in the automobile 
finance field since 1940. 

+ * 7 


Chrysler Ups Becker 


Appointment of J. Harold Becker 
as general traffic manager of 
Chrysler Corp. has been announced 
by N. J. Brennan, director of traf- 
fic. Becker formerly was traffic 
manager. In other appointments, 
Howard J. Connelly becomes traf- 
fic manager of the corporation, and 
Lamar R. Grim, traffic supervisor 


of Plymouth. 
* * * 


Dice Goes to Allison 


Appointment of Harold H. Dice 
as assistant general manager of the 
Allison division of General Motors 
in Indianapolis has been announced 
by Harlow H. Curtice, acting GM 
president. Dice succeeds Paul W. 
Rhame, who was appointed general 
manager of the New Departure di- 
vision in Bristol, Conn. Dice was 
former administrative assistant to 
the general manager at Electro- 
Motive. 


= x 


Alexander to Head Sales 


Of Quaker Rubber 


Appointment of J. R. Alexander 
as general sales manager of Quaker 
Rubber Corp., division of H. K. 
Porter Co., Inc., Philadelphia, has 
been announced by T. M. Evans, 
president. Alexander formerly was 
a district manager. 

* * * 


GM Diesel Division Names 


New Sales Representatives 


Several additions to the field or- 
ganization of the Detroit Diesel 
Engine division of General Motors, 
required to man two new sales 
zones, have been announced by 
V. C. Genn, general sales manager. 

Cc. J. Davy, who has been with 
Detroit Diesel’s petroleum sales 
department since 1945, has been 
appointed sales representative of 
One of the new zones, which in- 





cludes 
Florida. 

R. J. Hines, formerly associated 
with a Detroit Diesel distributor, 
has been assigned as sales repre- 
sentative in eastern New York, 
eastern Pennsylvania, New Jersey, 
Maryland and Delaware. 

J. R. Sayward, R. T. Hair, C. J. 
Saurer and H. S. Pillsbury, former 
instructors in Detroit Diesel’s 
mobile training schools, have been 
added to the field service staff. 


Baker-Raulang Appoints 
McVeigh, Tiebout in Sales 


Two appointments to the sales 
staff of Baker-Raulang Co., Cleve- 
land, have been announced by G. B. 
Davis, sales vice-president. 

E. E. McVeigh has been named 
manager of commercial sales, with 
the responsibility of directing all 
dealer activities in Baker’s western 
division, and R. T. Tiebout was 
named manager of Government 
sales. 

McVeigh has been in the sales 


Alabama, Georgia and 
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Leesburg Opens New Home on 20th Birthday— 


Used cars get plenty of shade and new cars are displayed in an all-glass-front 
showroom at the new quarters of Leesburg Motor Co., Inc. (Buick), Leesburg, Fla., 
which opened recently on the firm's 20th anniversary. J. M. Mayer is president; 
George S. Williams, vice-president, and Mrs. Margaret Cooke, secretary-treasurer. 








of the newly added Sharp speed and 
engineer and sales engineer. Tie-| power equipment division. 
bout joined the company in 1951. _, = & 


MF Holmes Appointed 
Burd Named Sales Head The Detroit Diesel Engine di- 
Carl Mercer, president of Holly-| vision of General Motors announces 
wood Deep Tone Mfg. Co., has an-|the appointment of L. A, Holmes 
nounced the appointment of Wil-| to the sales staff of Arch M. Camp- 
liam R. Burd as sales manager.| bell, the division’s petroleum sales 
Burd will direct the sales of the| manager at Tulsa, Okla. Holmes, 
firm’s auto mufflers and exhaust| formerly an instructor in Detroit 
systems, and promote the products | Diesel’s factory service school, suc- 
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ceeds C. J. Davy, who has been 
appointed sales representative in 
Alabama, Georgia and Florida. 

* * & 


Katke Fills New Ford Post; 


Lawson Wins Promotion 

John Dykstra, vice-president of 
the aircraft engine, tractor and 
machined products group of Ford, 
has announced the appointment of 
Marvin L. Katke to the new post 
of assistant group executive. 

Katke previously was general 
manager of the automatic trans- 
mission division, Cincinnati. 

Dykstra also announced the pro- 
motion of John B. Lawson, manu- 
facturing manager of the automatic 
transmission division, to general 
manager. 

* + * 


Winters Joins Visual Planning 


As Midwest Sales Head 


Roy W. Winters, formerly general 
manager of Knight Models, Inc., of 
Chicago, has joined Visual Plan- 
ning Equipment Co., Inc., of Oak- 
mont, Pa., as sales vice-president. 

He will supervise sales in the 
midwestern states, with main office 
in Chicago. 


3 smart moves foward better business... 








Store Fronts 
and Interiors 
by Pittsburgh 
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(2) An impressive 
interior that builds 
customer confidence .. . 


Durst Motor Company, Philadelphia, Pa. 
Architect: Clifford E. Garner, Philadelphia. 


Bob White, Inc., Columbus, Ohio. 


sales-winning Pittsburgh Products. 





(1) An open-vision front 
that shows what you sell... 


Ed Voth Motor Company, Newton, Kansas. 
Architect: R. L. Hollis, Wichita, Kansas. 





(3) A doorway that says ““welcome’’. .. and “come back again’’ 


Architects: Sims, Cornelius & Schooley, Columbus. 


HESE three examples indicate the unlimited possibilities of Pittsburgh Products in 

helping to attract the passer-by, stimulate his desire to buy, draw him inside to make 
a purchase. (1) An open-vision Pittsburgh Store Front displays your automobiles to the 
best advantage . . . night and day. (2) A modern interior helps convey the impression of 
progressiveness. This modern office, with a wall of Polished Plate Glass. affords a dramatic 
background for the automobile displays while performing its functional service. (3) An 
unobstructed, all-glass Pittsburgh Doorway fairly beckons the prospective customer inside. 
Give your showroom the power to make passers-by stop, look . .. and buy. Modernize with 


~ 
Pittsburgh Plate Glass Company : 
Room 3155, 632 Duquesne Way | 
our Pittsburgh 22, Pa. | 
q “) Without obligation on my part, please send me a FREE copy of your | 
>, re modernization booklet, ‘How To Give Your Store The Look That Sells.” | 
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Maugh’s Men Never Stopped Selling .. . 





AUTOMOTIVE NEWS, FEBRUARY 








What ‘Return’ to Competition? 


By L. H. Houck 
Staff Correspondent 

FULTON, Mo.—There’ll be no “re- 
turn” to selling this year at the 
newly remodeled Lynn H. Maughs 
Chevrolet-Buick dealership, because 
active selling has never been 
stopped for the 33 years the firm 
has been in business. 

The firm’s sales effort is not 
merely to locate prospects, com- 
pany officials say, but to find the 
best prospects that lead to the 
best deals. This goal has been 
sought constantly, systematically 
and successfully, they say. 

Salesmen are not given quotas. 
R. H. Souther, sales manager, said 
his salesmen are supposed to sell 
all they can—and a quota wouldn’t 
help. 

The main stimulant is friendly 
competition among the salesmen, 
Souther said. Records of new and 
used-car sales per month, along 
with the cumulative record, are 
posted on a blackboard in full view 

of all company personnel and the 
public as well. 

If John sells only one car in 
three months while Bill sells 10, it 
is there for everybody to see. Con- 
sequently, Souther said, the low 
man is always trying to get into an 
upper bracket so his public show- 
ing will be better. 

Sales meetings are held every 


| morning, Souther said. Maughs us- | 
ually attends these meetings, and | 
may criticize the group for lack of | 


|a showing, but no individual is ever 
| singled out for a tongue lashing. 
“It’s never necessary,” Souther 
| said. 
| The firm’s three salesmen are 
rotated daily—one on the floor, 
one at the used car lot and the 
other outside. The outside sales- 
man may go wherever he pleases 





NASCAR Tops AAA 
In Races Sanctioned 


DETROIT. — The National 
Assn. for Stock Car Auto Racing 
led the American Automobile 
Assn. in the number of stock 
car races sanctioned during 1952, 
but the biggest growth during 
the year was chalked up by 
AAA, which sanctioned 18 events 
during the year as compared 
with only three in 1951. 

NASCAR sanctioned 34 such 
events in 1952 on 25 tracks in 
12 states. Purses in this division 
alone, NASCAR said, totaled 
$182,550. The ’52 champion, Tim 
Flock, of Atlanta, won about 
$40,000 during the year, NASCAR 
said. 








and work whatever prospects he 
wishes, 

If a prospect is expected to come 
|}in when a certain salesman is on 
duty, but comes in the next day 
| instead, the entire selling personnel 
| will do everything possible to com- 
plete the deal. All credit goes to the 
salesman who originated it. In this 
way there are never any squabbles 
| about credits, Souther said. 


Whenever extra sales effort is 
|needed to move a unit that seems 
to be staying too long, or trucks 
pile up, the entire sales force is 
alerted at one of the morning sales 
| meetings. All direct their efforts 
toward moving the sluggish mer- 
chandise. During these efforts sales- 
men are advised to try for prospects 
they don’t think will buy. For in- 
stance, on a wild pitch, a Maughs 
salesman approached the owner of 
a 1940 Ford. He closed a deal to 
sell him a used 1952 Buick. 


Prospects who need extra-long 
financing are sometimes accommo- 
dated, if they have good credit and 
good reasons. Such deals must be 
OK’d by Maughs, however. Others 
trying for a car outside their price 
range are consistently “sold down.” 

Extra effort is made not to per- 
mit a sale that loads a customer 
beyond his resources. 


To overload a customer, Souther 











“LOAD-STER” HELPER 
SPRINGS, EASY TO STOCK 


Individual cartons take 
for easy identification. 


SMALL INVENTORY Ten (10) sizes cover 90% of the 
cars in operation. Distributors located throughout the 


little shelf space . . . labeled 


country means quick delivery. 


BIG MARKET For ¥% ton and 3% ton pick-up trucks... 
passenger cars; salesmen with heavy sample cases, vaca- 
tioners with luggage, cars pulling house trailers and work 
trailers ...a sales potential in the millions. 


NO MAINTENANCE REQUIRED 


EASY TO INST 


PRICED RIGHT 
List prices from $14.75 


PROFITABLE 


For descriptive literature on the ‘““Load- 
ster” Helper Spring and the name of 
your nearest distributor write 


PRIOR PRODUCTS, Inc. 


Box 349, Middletown, Ohio 
Box 7608, Dallas, Texas 


ALL 


to $21.40 
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Chapman's Sales Team Makes Like Horses— 


The sales staff of Chapman Motor Co., Huntington, Calif., is really pulling for the 


bosses. 


The covered wagon was parked in front of the dealership as a tiein with 


Studebaker's centennial. Seated in the prairie schooner driver's seat are Clare Chap- 
man, president, and his son, Bob, sales manager. Tugging away are (from left) 


Salesmen 


said, is to create a dissatisfied cus- 
tomer who will buy his next car 
elsewhere. An overloaded customer 
will not even bring in his service 
business, according to Souther. Con- 
sequently it is of prime importance 
that everything possible be done to 
turn out satisfied customers. 


Rather than attempt to meet un- 
orthodox terms or complete other- 
wise unsound deals, Maughs sales- 
men are instructed to let the cus- 
tomer go to another dealer in the 
first place. He’ll become dissatis- 
fied and wind up there eventually 
anyway, Souther pointed out, and 
the type of deal he would have 
brought on his one trip would not 
have turned a worthwhile profit, if 
any at all. 

Souther said prospects generated 
by the service department are im- 
portant in the volume of new and 
used-car sales. Extra effort is made 
to satisfy service customers on the 
smallest details. Usually, Souther 
said, the larger jobs take care of 
themselves. 

“We have found,” Souther said, 
“that some trivial detail will bring 
us a new customer. This is espe- 
cially true of out-of-town business 
which comes to us from parents 
of students in the several col- 
leges here. We have made such 
friends of most of them that our 
service shop is crowded when 
parents attend college events. 

“Tourists also are given the same 
treatment as our regular customers, 
and our checks show us that we get 
a repeat business from tourists. 
That proves that people will return 
to a place where they have been 
pleased with the service,” he said. 

This backlog of service satisfac- 
tion produces a sizable number of 
new and used-car customers every 
year, Souther said. 


Safety Awards 


31 Groups Join Trailmobile 


In Citing Truckers 


CINCINNATI.—Secretaries of 31 
state trucking associations have 
agreed to offer awards sponsored 
by Trailmobile, Inc., to trucking 
companies which are adjudged to 
have the best records for highway 
safety. The prizes include trophy 
cups, wall plaques and framed cer- 
tificates. 

In most of the states, the com- 
petition for the Trailmobile awards 
will run concurrently with the con- 
tests conducted nationally by the 
American Trucking Assns. These 
contests started Aug. 1 of last year 
and will continue until July 31. 

In some states, however, the 
Trailmobile awards will be pre- 
sented at the annual meeting of 
the state association. First award 
of one of the 1952-53 trophies was 
made recently at the fourth annual 
safety banquet of Dixie Highway 
Express, Inc., and L. L. Majure 
Transport Co. in Meridian, Miss. 


Brake Shoe Packaging 


Revamped by Miley 


CHICAGO. — W. R. Brightmire, 
sales manager of L. J. Miley Co., 
announces that all the company’s 
brake shoes hereafter will be pack- 
aged in four pieces or axle sets. 

The new method of packaging 
covers both bonded as well as riv- 
eted brake shoes, Brightmire said. 


activities 
head of Stith Chevrolet Co., Gar- 


TIVE News 


Melvin Moon, Nile Baxter, Clyde Richards, Ray Jackson and Frank Reed. 


Rubber Use in 752 
Just 221 Tons Shy 
Of 1950 Record 


NEW YORK. — Consumption of 
new rubber in 1952 totaled 1,258,336 
long tons, just 221 tons short of the 
alltime record of 1,258,557 tons con- 
sumed in 1950 and 3.75 percent 
above the 1951 consumption of 
1,212,912 tons, according to the 
Rubber Manufacturers Assn. 

In 1952, natural rubber consump- 
tion amounted to 453,102 tons, a 
decline of 0.2 percent from the 454,- 
015 tons consumed during 1951, 
while the consumption of synthetic 
rubbers increased 6.11 percent to 
805,234 tons from the 758,897 tons 
used during the previous period. 
Consumption of reclaimed rubber 
during the year was estimated at 
280,468 tons, 18.97 percent below the 
previous year’s 346,121 tons. 

Consumption of natural rubber 
during December increased 7.49 
percent to 44,447 long tons from the 
41,348 long tons used during No- 
vember. Use of synthetic rubber 


amounted to 69,893 long tons, an 


increase of 5.61 percent from the 
previous month’s total of 66,179 
long tons. 


Consumption of reclaimed rubber 


was estimated at 25,075 long tons, 


11.02 percent above the 22,587 long 
tons used during November. 


It also was reported that manu- 
facturers’ shipments of passenger 
casings in November decreased 
25.72 percent to 4,662,660 from 
6,277,017 casings in October. 


Production of passenger casings 
declined 15.51 percent in November 
to 6,070,801, compared with 7,185,388 
casings the month before. Ship- 
ments of truck and bus casings in 
November totaled 1,226,911—a de- 


crease of 21.78 percent from the 


October shipments of 1,568,509 cas- 


ings. 


Shipments of automotive inner 


tubes in November were 4,616,678 


units—a decrease of 21.21 percent 
from October, when 5,859,438 inner 
tubes were shipped. 


Correction 


In naming the numerous civic 
in which Don J. Stith, 


nett, Kans., participates, AUToMmo- 
(Dec. 8) erroneously 
spelled Dealer Stith’s name, calling 


him Smith. 





look 


us up for the smartest 
custom accessories 
at the convention 


NADA BOOTH 163 


darubu i 


9015 SANTA MONICA BLVD., HOLLYWOOD 46 


in os 


— eet oOo UflU OS o> ate mm Ot oo ee a 


rere Oe 4 we 4 


—— F 


i 


Senator William Quinn has in- 
troduced a bill in the Missouri 
Senate to abolish a 3 percent dis- 
count on gasoline taxes now per- 
mitted gasoline distributors to take 
care of loss due to evaporation. 
Quinn said this discount was estab- 
lished when most filling station 
tanks were above ground, and that 
Missouri was now the only state 
permitting such a discount. He said 
the discount costs the State about 
$1 million a year in gas taxes. 

* * *# 


Truckers Support 
7 Transport Bills 
In North Dakota 


Introduction of seven bills in the 
North Dakota Legislature which 
have the backing of the North 
Dakota Motor Carriers Assn. has 
been announced by Allan Shirley, 
secretary-manager of the associa- 
tion. 

These bills would: 

Increase the over-all length of 
vehicles from 47 feet, 3 inches, to 
50 feet. 

Eliminate the present gross 
weight formula and adopt gross 
weights recommended by the 
American Assn. of State Highway 
Officials. 

Increase length of trucks with 
three or more axles from 35 to 40 
feet. (Buses now are permitted 40 
feet if they have three axles.) 

Repeal the State Public Service 
Commission ton-tax fee law. 

Provide a maximum penalty of 
$250 for overloading. 

Require the State Public Service 
Commission to issue final orders 
within 90 days from closing of 
cases. 

Prohibit railroads from control- 
ling or operating other forms of 
transportation. 

* * . 


Used-Car Tax Revocation 
Proposed in N. H. House 


Automobile dealers in New 
Hampshire would be relieved of the 
State stock-in-trade tax on used 
cars under provisions of a bill in- 
troduced in the Legislature by Rep. 
James H. Hayes, of Concord. 

The measure was reported to 
have the support of the New 
Hampshire Automobile Dealers 
Assn. 

Another measure, sponsored by 
Rep. Charles Whittier, of Bethle- 
hem, would provide free registra- 
tion and driver’s licenses to former 
Gov. Sherman Adams, now top as- 
sistant to President Eisenhower in 
Washington, and other dignitaries. 

Free licenses would be granted 
to the President, members of his 
executive staff, members of foreign 
diplomatic corps and members of 
the Maine-New Hampshire Bridge 
Authority. 


- « * 
Truck Fees 
Illinois Report Demands 
‘Scientific’ Law 
Entitled “A Factual Discussion of 
Illinois Motor Truck License Fees,” 


a 222-page study of taxes and high- 
ways has been completed by the 


Illinois Federation of Truck Assns. | 


and presented to the State Motor 
Vehicle Laws Commission. 

The document is the outgrowth 
of appointment of a 10-man com- 
mission by the 1951 Legislature to 
study highway problems. 

It stresses the truck license fees 
should take into account any extra 
costs which might result in build- 
ing highways adequate for truck 
traffic. The commission stated that 
its findings also explode “fallacious 
charges often leveled against the 
industry that trucks do not pay 
their fair share of highway costs.” 

Opposition was expressed to the 
existing pratice of allocating a flat 
46 percent of all highway costs, in- 
cluding administrative expenses, 
against trucks, which, it was 
pointed out, constitute only 13 per- 
cent of all vehicles registered in 
Illinois. 

The State’s ton-mile theory, the 
committee stated, “sounds quite 
scientific, but that sound is de- 
ceptive, superficial and extremely 
unscientific.” The solution, it was 
contended, is to establish an interim 
basis of fees in direct proportion to 
the added costs of truck travel on 
the highways. Elimination or cur- 








| be paid off with toll funds. 
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ing of a proposed Missouri toll road 
| with the nearly completed toll road 
|}in Oklahoma. 


In the Hopper 44 


Closer Check on Drivers 


tailment of diversion of motor ve- Proposed in Arkansas 


hicle funds was recommended. 
* * + 

ers’ license division of the Arkansas 

State Police and to require more 

rigid tests of applicants for driv- 

ers’ licenses has been introduced 

in the Arkansas Legislature by 


Compulsory Liability 
Sought in Missouri 

Compulsory liability insurance 
would be required of all auto and 
truck owners in Missouri under a 
bill introduced by Senator Clay- 
ton W. Allen. 

The bill would prohibit issu- 
ance of a license unless the ap- 
plicant presented evidence of | 
minimum liability insurance of 
$5,000, $10,000 and $1,000, for 
death of one person, death of two 
persons and property damage, 
respectively. 

* * . 


Bill Authorizing Toll Roads 


Introduced in Missouri 

A bill introduced in the Missouri | 
Senate proposes a turnpike author- | Biannual Vehicle Inspection 
ity to construct and operate toll 
roads in the state. The work would | By lowa Garages Urged 
be financed with revenue bonds to | Compulsory semiannual inspec- 

tion of motor vehicles at State- 

designated private garages has 
been proposed in the Iowa Legis- 


County. 

Present operators’ license fees 
| would be increased from $1 to $1.35 
|yearly for drivers of private cars, 
or a three-year license for $4. 

All applicants would be required 
|to undergo examinations for eye- 
|sight, ability to read and under- 
stand highway signs, and knowl- 
| edge of traffic laws. 

Records would be maintained on 
| traffic convictions and accidents in 
| which each driver is involved, as a 
| part of his permanent file. 


A Missouri delegation has been 
in Tulsa, Okla., studying the link- 





A bill to create a separate driv-| 


Rep. Dave E. Thompson, of Pulaski | 
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| lature by Rep. Vern Lisle, Clar- 
| inda Republican, and others. The 
measure provides a maximum fee 
of 75 cents for each inspection. 
* * * 


la. Bill Proposes Stiff Fines 
For Truck Overloading 


Stiff fines for truck overloads on 
registered gross weight would be 


established under a bill introduced | 
in the Iowa Legislature for the | 


State Public Safety Department. 
Under the bill, if the overload 
were 5 to 10 percent, the fine would 
|be $1 per 100 pounds. From 10 to 
|20 percent, the fine would be $2.50. 
|From 80 to 100 percent overload, 
|the fine would be $15 per 100 
| pounds, and overloads beyond 100 
percent would be $25 per 
pounds. 

Another bill would increase from 
$30 to $95 the minimum truck 


registration fee. 
x * * 


lowa Legislature Studies 


Bill on Truck Fenders 


A bill to require trucks to be 
equipped with fenders or fender 
splash guards behind the rear 
wheels has been introduced in the 
Iowa Legislature by Rep. Carroll 
Brown, Oskaloosa Republican, and 
others. 


100| &. 





Community Planning— 


Serious thought is given to future com- 
munity activities in Denver by this group 
of Ford officials. They are members of the 
company’s recently formed community re- 
lations committee in that city. Seated (from 
left) are Fred L. McCarty, Lincoln-Mercury 
district sales manager; Jack Murphy, Ford 
district sales manager, and M. C. Boone, 
Ford parts depot manager. Standing is 
Ralph S. Gordon, the Ford division's west- 
ern public relations manager. Murphy is 
| chairman of the committee. 
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1—Easy to install—just snap on. 

2—Fits any car with 15” wheels. 

3—Heavy gauge stainless steel wire 
spokes. 

4—Solid, one-piece steel discs— 

gleaming chrome finish. 


5—Authentic ‘‘knock-off’’ type 
hubs. Perfectly balanced—do not 
interfere with existing wheel bal- 
ance weights. 














6—Faster turn-over, higher profits. 
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START YOUR 


"Wheel of Fortune’ 
ROLLING WITH 





Wire Wheel Discs 


( Continental Styled ) 






GAY-LORD AUTOMOTIVE DIVISION —Dept. AN-2 
Gaylord-Shelton Inc., 1918-36 Prairie Ave., Chicago 16, Ilinois 


Gentlemen: Please send complete details on your Gay-Lord 
Wire Wheel Discs at once to: 


PO a aa alates ro le a 
Pe nee ne sepa caeeae 
COs 606 n0nceessscce se MBs ccccasecce 


MEM ac anemia adaiswiaik oa mane Oe Rada iee 


by Gay-Lord 
at only 


They’re new... they’re in demand... they’re profit-packed— 
for you! They’re the exciting, stylish, last-word in the 
luxury touch for motoring moderns...smart, up-to- 
date Gay-Lord Wire Wheel Discs. They sell on sight! 
Start your wheel of fortune rolling and stock up 
now, to give your customers that fashionable, 
continental look for their cars at unbeliev- 
ably low cost. Yes, here’s that luxury look 
with quality construction...striking, 
sturdy, wire wheel discs with sensa- 
tional 1953 “*knock-off”’ type hubs. 


$7950 


2 set of four discs! 
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A new electric impact wrench, 
Model 4EW Tork-Hammer, is of- 
fered by Mall Tool Co., 7725 S. Chi- 


cago Ave., Chicago 19. The housing | 


is die-cast of aluminum alloy, and 


there is a pistol grip with detach- | 


able side handle. The wrench has 
a net weight of 16% pounds and a 
spindle speed of 1,800 revolutions 
per minute. It handles up to %-inch 
nuts and bolts. 


Equipto Catalog Shows 


Sales Display Items 

Equipto, division of Aurora Equip- 
ment Co., Aurora, IIl., has issued a 
four-page catalog for the automo- 
tive industry. Items such as work 
benches, display racks, tire display 
units and drawer units are in- 
cluded. 
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New Products 


GE Develops New Headlamp 


|For 12-Volt Automobiles 


A new sealed-beam headlamp has 
been introduced by General Elec- 
tric, Nela Park, Cleveland 12, for 
use on automobiles with 12-volt 
electrical systems. 

The new headlamp, designated 
No. 4400, is similar in size and 
appearance to the all-glass, sealed- 
beam headlamps in general use, 
and is said to give comparable 
lighting performance. 


. + * 


Welding Accessories Catalog 


Issued by A. O. Smith 


A. O. Smith Corp., Milwaukee, 
has issued a catalog covering its 
new line of welding accessories. 





RY 
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are received, the company’s weld- Independent Pneumatic 


ing division says. 


* 


* 





Offers 3 Air Wrenches 

Three new Thor air-operated im- 
pact wrenches for automotive serv- 
|ice use have been announced by 
| Independent Pneumatic Tool Co., of 
Aurora, Ill. The wrenches are made 
|in three sizes—%, % and one-inch. 
| + * + 
| Flushed Colors for Coatings 
| Offered by Hilton-Davis 
Introduction of a line of flushed 
|colors for industrial coatings has 
|been announced by Hilton-Davis 
| Chemical Co., of Cincinnati, a divi- 
sion of Sterling Drug, Inc. 

Suggested applications § include 
| automobiles, farm implements, toys, 
|}and electrical appliances, stoves 


|and washing machines. 
* * * 


| Martin-Senour Markets 





FUEL VALVE—A new independent-stem New Paints for 3 Cars 


fuel valve is announced by Brabant Brass | 


Lacquers and Synthol enamels, 


Mfg. Co., 8725 Knox St., Detroit 11. De-| matching all colors on 1953 Chev- 
signed for trucks to control the fuel supply | rolets, Oldsmobiles and Hudsons, 
|from the tanks, the valve has an inde-| are now available for spot repair 


for Hudson, 13 for Chevrolet and 
16 for Oldsmobile. 





FROM GALION—A new 20-foot, 20- 
cubic-yard capacity package trailer dump 
is announced by Galion Allsteel Body Co., 
Galion, O. Known as Heavy Duty Mode! 
12, the body has 16-yard sides and 20- 
yard ends with a semi-bay front. Dumping 
is handled by a Model 77380 hoist. This 
consists of two three-section, seven-inch 
telescopic units. Rated hoist capacity is 
22 tons. The tandem-axle trailer has a 


ishi k, according to 
pendent stem and plug. The manufacturer | and finishing work, 
: , | claims this construction enables quick re- | Don A. Seeley, manager of the au- 
fered in the 16-page catalog is placement of a bent or damaged stem | tomotive division of Martin-Senour 
backed up by speedy shipment | without disconnecting the valve body from| Paint Co., Chicago. 


from stock on the same day orders | the fuel lines. | The new line includes 11 colors 


Installation pictures show use by 
auto dealers, service stations, job- 
bers and manufacturers. The cata- 
log is available singly or in quan- 
tity. 


The “package buying” method of- 








"| wouldn’t miss ‘Keep ’Em Rolling’ for anything!” 


“This used to be my slack season. 
No more — not since ‘Keep ’Em 
Rolling’ got under way. That’s one 
program that does a real selling job 
among my local customers.” 


Why has Farm Journal’s “Keep 
"Em Rolling” program worked so 
successfully for those dealers who 
tie in with it? 

The main reason is that the ma- 
jority of America’s automotive deal- 
ers get most of their business from 
rural families, and Farm Journal is 
the largest and most influential mag- 





YOu GET WHAT YOU WANT FROM ADVERTISING IN FARM JOURNAL 
one of America’s biggest national magazines, plus coverage like a local new spaper 
in the better rural areas. If you’ve ever seen Farm Journal’s County Analysis 
Folder for your territory, you'll know why. It tells you the number of farm fami- 
lies in your territory, how many of them subscribe to Farm Journal, the number 
of cars, trucks and tractors they own, how much money they spend. For your 
free copy, write Dealer Service Department, Farm Journal, Philadelphia 5, Pa. 


azine in Rural America. When Farm 
Journal urges better maintenance, it 
talks directly to nearly three million 
families, the owners of over six mil- 
lion motor vehicles. 


In the best rural areas, Farm 
Journal has coverage along the rural 
routes like a local newspaper. Be- 
cause of this density of local cover- 
age among their best customers, 
many jobbers and dealers the coun- 
try over will tie in with the coming 
“Keep ‘Em Rolling” editorial fea- 
ture, appearing in the March Farm 
Journal, out February 16. 


the impact of 


How can you take advantage of 
the sales opportunity “Keep “Em 
Rolling” presents? It’s really quite 
simple. Plan now to use the promo- 
tional programs your supplier makes 
available. Or, if you prefer, use 
small-space classified advertising of 
your own. This will identify your 
shop with “Keep "Em Rolling” and 
Farm Journal-advertised products. 
Write today for a list of the auto- 
motive products advertised in the 
March issue of Farm Journal and 
for free tie-in display banners like 
those shown in the picture. 


Farm Journal 


WASHINGTON SQUARE, PHILA. 5, PA. 
GRAHAM PATTERSON, PUBLISHER 





Scotten Ave., Detroit 10, announces Sport- 
Spokes, which give a continental wire 
wheel appearance. The wire wheel discs fit 
over the hub cap of a car and fasten 
securely to the wheel with four spring 
steel clips, according to the firm. Available 
in chrome finish and fit most cars with 
15-inch wheels. 





SPARE BULB KIT—Saf-T Automotive 
Products, Inc., 158 Pleasant St. Boston 25, 
is offering this spare bulb and fuse kit. 
Constructed of heavy-gauge steel, the con- 
tainer holds five fuses and 15 assorted 
lamp bulbs, in addition to one sealed- 


beam headlight. 
(Continued on Page 37, Col. 1) 


Timken Roller Sets 


New Production Record 


CANTON, O.—An alltime produc- 
tion record of 250,000 finished bear- 
ings per working day was estab- 
lished by Timken Roller Bearing 
Co. during December, it has been 
announced by A. M. Donze, vice- 
president. 

The former record was set during 
November, Donze said, with 242,000 
finished bearings per working day. 
He said that a considerable back- 
log of orders still existed and that 
production would continue at a 
high level. 


specially designed heavy-duty dump trailer 
suspension. 
* 2 ® 
SPORT-SPOKES—Van Auken, Inc., 2730 
7 
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Lincoln cars, with the exception of the 


| Lincoln Cosmopolitan, according to the 


e W Pp r 0 d ul C ¢ S maker, Williams and Bennett Co., Comp- 
| ton, Calif. The Beautiflare skirt is made of | 
| heavy steel and has o rustproof red exide | 





(Continued from Page 36) prime finish, the manufacturer says. 


* * ® 


|nounces a new design in brake cable 
takeups. The device enables the brake| 
| cable to slide easily under the hook, and | 
| it is not necessary to remove or disassem- | 
| e the brake cable or takeup, says the 


| firm. 





MOTOR BLOCK DATA—Methods used in CAR ALINER—The 1953 ‘“‘television-action" Telaliner, marketed by Bear Mfg. Co., 


ee ‘ | 
reconditioning motor blocks are described | Rock Island, Ill., can be fitted directly on the spindle or used with a rim clamp, the 


in this manual, issued by Salsbury Corp., 


firm states. The operator can make adjustments while watching the screen without 
1161 Florence Ave., Los Angeles 1. The 





iader contains Mestrallens Gnd lalerme- getting out from underneath the car. Degree readings are magnified on the view 


FOR MERCURY AND LINCOLN — Stock | tion on brakes, cracks and fissures com-| screen regardless of the position of the screen or its distance from the point of work, 
No. FS 63 fits all 1949-51 Mercury and! mon to all motors. it is said. 














wetness | A\ Better See Motorola Car Radios ! 
| 








Edge brake block which, it is said, con- 
tinuously wipes dirt, grease and other | 
foreign matter from the brake drum. 








BRAKE CABLE TAKEUP—Supco Products | 
Corp., Amityville, Long Island, N. Y., an- | 








Chrysler Claims 
Better Vision 


Over the Hood 


DETROIT. — Chrysler Corp. has 
announced that 1953 cars manufac- | 
tured by its divisions offer as much | 
as 37 percent more “seeable dis- | 
tance directly ahead of the hood” | « e 
than is offered by the front-end | be ready with the car radio 
designs favored by other stylists. . ; 
_During recent tests, the corpora- | with the finest name ... the lowest price! 
tion said, one Chrysler car gave} 


the driver a minimum sight dis-| 
tance of 31 feet over the center of 





Look Ahead to Spring 


the hood, while in a competing 
make, the minimum sight distance 


was 42% feet. | . 

Over the lowest part of the hood, (HACE 
Chrysler claims, the driver can see of 
objects as close as 14 feet from his 
position at the steering wheel in CA bea RAD i re] 
Chrysler-built cars. 


The company said that the inno- | 
vation was begun several years| 





ago, and necessitated the use of | If you’re a Motorola dealer you're set to really make Offer a 4-Way Choice 
more compact engines, redesigned money this Spring... with the new Motorola car of Installation 
air cleaners, new radiator shells radio model 403! tee eat ee 
and, in some cases, new front Here is the finest name in car radio—the lowest oe 
chanale esctions fe accommodate price—a compact, powerful_unit that will fit almost a> _ = 
a © lowering of the engine. | any car. Easy to install. Easy to sell! In addition, can offer a choice that 
i . pe ery _ | you are able to offer a complete car radio line with makes selling easy: 
— - Se wae el push-button or manual tuning, 6 to 8 tubes—priced 
eee with reports of customer | from $39.95 to $79.95! 1. deluxe custom set 
"ee ce ied init taeda ial And ... if you are not in the car radio business now, 2. golden-voice custom set 
seinen ae eine ee ie sl better find out how easy it is to get a franchise, an 3. deluxe custom set with 
Corp. car and its competing make, open door to a whole new profit line for 53. See the push button ; 
a closer view of the road was ob- | man from Motorola now—stock up—be ready to sell 4. golden-voice custom set 
tained over the low hood silhouette | the booming Spring market! with push button 
of the Chrysler-built — he said. See the Motorola complete line of car and truck radios 
; now a istri * whi i ime is hot! 
Doellefeld Expands ow at your distributors’ while the selling time is hot 


Henry A. Doellefeld, owner of 
Doellefeld Motor Co. (Dodge-Plym- 
outh), Hood River, Ore., has pur-| 
chased a 50-by-100-foot lot to be} 
used for expansion. 
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Robot Plant Taking Shape 


Computer Will Be Brain of Automatic Factory, 
Sensing Devices Its Eyes, Expert Says 


Parkway Supplies Radio Cabs— 


These six cars were delivered recently by Parkway Chevrolet, Inc., Front Royal, Va., 
to a local cab firm. With four of the drivers are R. S. Grubbs (left), general manager 
of the dealership, and Charles Biggs (right), owner of the cab company. The cars 
have two-way radios. Deal«r W. Rice Matthews has been furnishing cabs to the 


company for the past seven years. 


Miller Buys Oregon Firm 

Edgerton Motor Co. (Oldsmobile), 
of Medford, Ore., has been pur- 
chased by Darrell M. Miller, for- 
merly associated with his father 
and two brothers in the Cadillac- 


Oldsmobile dealership at Klamath 
Falls, Ore. William Edgerton, for- 
mer owner, will be associated with 
the sales department of a new 
company. The dealership has been 
renamed Darrell Miller Co. 





Look at 
this lens > 


and refi 


THEY ARE THE REASON 
SIGNAL-STAT DIRECTIONAL SIGNALS 
ARE APPROVED IN ALL 48 STATES 
AND THE DISTRICT OF COLUMBIA! 


Here's why: 


@ They create lamps that not only exceed 
the photometric requirements of the 
SAE but keep the lamps that way in 


actual use. 


@ They create lamps with a beamed pat- 
tern of light not otherwise obtainable. 


@ They create lamps with visibility at 


angles. 


@ They create lamps which do not fade 


out. 


@ They create lamps that are sturdy and 


stand up. 


Take apart a Signal-Stat Class A—Type 1 
Lamp. Compare it with any ordinary lamp 
and you'll understand why Signal-Stat out- 
sells and outlasts all other types of Com- 
mercial Vehicle Directional Signals. 
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Signal-Stat 


CORPORATION 


SIGNAL STAT BUILDING 
523-539 Kent Ave., Brooklyn 11, N.Y 





DETROIT. — An automatic fac- 
tory of the future was described 
by Dr. Albert C. Hall, technical 
director of the research 
tories of Bendix Aviation Corp., in 
a recent address here. 

“While the completely auto- 


'T Ain't Legal 
Colorado Motorists Warned 


On Car Gadgets 


DENVER.—The Colorado Motor 
Vehicle Department has warned 
motorists against equipping their 
cars with “gadgets prohibited by 
law.” The department mentioned 
specifically: 

“Indian” headlights; bug deflec- 
tors other than those made of clear 
plastic; red, amber and green sig- 
nal lights mounted in rear win- 
dows; foxtails; window curtains, 
birds, baby shoes and other objects 
which tend to obstruct the view, 
and mufflers which are not stand- 
ard equipment approved by the de- 
partment. 





labora- | 


matic factory is certainly not for 

the near future,” Dr. Hall said, 
| “developments are leading in this 
direction.” 

He cited the advances in control 
devices in World War II, such ‘as 


~ {controls to direct guns, to aid the 


| many operations carried out by 
| radar, and to guide explosive mis- 
| siles. 
| He envisioned the automatic fac- 
| tory as composed of sensing instru- 
ments, computers and servo-mecha- 
nisms. The sensing instruments 
would be the “eyes” of the factory, 
measuring temperature, pressure 
and flow. They would gauge the 
size of parts, check finishes, deter- 
mine hardness, among other things. 

The computer would be the 
“brain” of the factory although, Dr. 
Hall pointed out, no machine can 
exercise judgment but can only fol- 
low instructions. 

The servo- mechanisms would 





Signal-Stat Class A—Type 1 


Signal Lamps ex- 


ceed SAE requirements. Open illuminated lens 
area over 14 square inches. Complete sets 
furnished with flasher and the famous Signal- 
Stat F-700 Burnout-proof Switch. Full range of 
individual lamps and switches make it possible 
to meet the specific requirements of any com- 


mercial vehicle. 


Face: 
amber; 
Other lens red. 
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F-700 Burnout-proot Switch 


be the “muscles” of the factory, 
manipulating parts, controling 
machines, actuating safety de- 
vices and otherwise liberating 
man from routine tasks. 

Dr. Hall warned, however, that 
| intensive planning will be necessary 
|if automation is not to result in 
a labor shortage. In fact, he stated, 
the delay in its coming will be 
caused primarily by the shortage 
|of trained engineers. 


| Utah Dealers Fill 
Assignments on 


'4 Committees 


SALT LAKE CITY.— Appoint- 
ments to all but one committee of 
the Utah Automobile Dealers Assn. 
have been completed, according to 
Ken Garff, president. They are as 
follows: 

Executive Committee —Garff, 
chairman; Melvin R. Ballard; A. W. 
Bartlett; Charles C. Freed; Clar- 
ence Harmon, Grant E. Hayes; 
Byron H. Petersen, and Neuman C. 
Petty. 

Highway SaFeTY AND IMPROVEMENT 
—Homer C. Warner, chairman; Ed 
Browning; Dean Anderson; Bren- 
ton W. Lowe; Dean Pack; Peter- 
sen; Ray Stout; William Thorley; 
Ivan V. Walton, and Garff. 

Pusiic Arrairns—Petty, chairman; 
Richard C. Freed; Frank Streator, 
O. J. Wilkinson, and Garff. Also 
represented are all area chairmen: 
W. W. Lundberg, Jack Fronk, Les- 
lie Bundy, A. W. Bartlett, B. L. 
Wood, Seth H. Blair, Don B. Sho- 
walter, Arch Taylor, Norval Adams, 
O. T. Barrus, Harold Holley, Clar- 
ence Harmon, G. Lowry Anderson, 
M. J. Warner, Alton F. Smith, Elmo 
Wilson, W. M. Thorley, Orval 
Hafen, Robert McKinlay, L. R. 
Burr and Wayne Johnson. 

Inpustry Re.aTions—(This group 
works on factory-dealer relations 
through the NADA industry rela- 
tions committee): M. R. Ballard 
(Nash), chairman; W. W. Lund- 
berg (Buick); Brenton Lowe 
(Cadillac); Glenn Knudsen (Chev- 
rolet); Bartlett (Chrysler - Plym- 
outh); H. M. Jones (DeSoto-Plym- 
outh); O. B. Bunnell (Dodge- 
Plymouth); G. Lowry Anderson 
(Ford); Irv Milne (Hudson); H. D. 
Morris (Kaiser-Frazer); Walton 
(Lincoln - Mercury); Rulon Wood 
(Oldsmobile); Petersen (Packard); 
Harmon (Pontiac); Hayes (Stude- 
baker); Stout (Willys), and Wilkin- 
son (Diamond T). 


o-W Oil Is Urged 
For Subzero Use 


DETROIT. — Whenever tempera- 
tures of 10 or more degrees below 
zero are expected, auto owners 
should change to SAE 5-W engine 
oil, according to petroleum tech- 
nologists who attended the annual 
meeting of the Society of Automo- 
tive Engineers. 

Most manufacturers, these ex- 
perts said, recommend the use of 
SAE 5-W for 1953 models in cold 
weather. Recent developments have 
made this oil suitable for more 
normal winter use as well as for 
subzero operation, the technicians 
said. 

The 5-W grade oil is now gener- 
ally available in all sections of the 
U.S. where required by cold weath- 
er, SAE reports. 


| 
| 





Reading Batteries’ Gift 
Eases Defense Burden 


READING, Pa.—J. Turner Moore 
jr., president of Reading Batteries, 
Inc., has revealed that his firm has 
forwarded a check for $55,038, 
representing a voluntary refund to 
the Government, to the Philadel- 
phia Ordnance District. 

“Due to cumulative cost experi- 
ence and efficient operations of our 
military battery division, we are 
happy to be able to announce this 
saving to American taxpayers,” 
Moore stated. 


Hull-Dobbs Boosts Patty 
C. B. Patty has been promoted to 
manager of the truck department 
of Hull-Dobbs (Ford), of Memphis, 
succeeding Jim Clay, who has re- 
signed. 





ee | 


On the Financial Front. . 
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Share Analysts Like 
Market Outlook 


By George Deery 
Associate Editor 
HE Alexander Hamilton Insti- 
tute likes the outlook for the 
stock market, pointing out in its 
Investment Bulletin (Jan. 31), that 


“the technical action of the market | 


closed compares with 37,141,073 in 
the corresponding month a year 
ago and marks the lowest Janu- 
ary total since 1949. 

New stock flotations, the Times 
notes, totaled $76,369,000 for 15 is- 
sues—the highest aggregate since 


has been favorable and in this it} July. The volume for December 


has had the accompaniment of a/| 


similar trend in the bond market, 
for a slight recovery in the prices 
of bonds has been in evidence.” 

The slippage in stock prices last 
week brought values down to 
about 1% points above a testing 
or resistance level, the service 
declared. 

“The recovery from the low point 
on this reaction has left prices 
about four points above the re- 
sistance zone, the favorable factor 
being the ability to recover from a 
resistance level and with this the 
accompaniment of indications from 
volume tending to support the tech- 
nical action.” 

Market variations have not been 
enough to make any material 
change in the market indicator, the 
report states. 

“The slope of the trend line re- 
mains upward and the minor 
changes in market prices continue 
the position of the market above 
the trend line with a margin sub- 
stantially unchanged from the pre- 


vious week.” 
aa 7” o 


Big Board Volume Slips 
———— on the New York | 

stock exchange in January was 
off to 34,086,902 shares from 40,-| 
515,597 in December, according to a 
compilation by the New York} 


Times. : 
The figure for the month just 


Engineers Say 
Cars Are at 
Width’s End 


CHICAGO.—American cars aren’t 
going to grow any longer or wider, 
although Americans will never ac- 
cept an undersize car, according to 
three Detroit engineers and design- 
ers interviewed in the February 
issue of Popular Mechanics mag- 
azine. 

William Graves, engineering vice- 
president, and Edward Macauley, 
chief engineer in charge of styling 
for Packard, and George Walker, | 












George Walker 


William Graves 


who styled the current Ford line, | 
answered the magazine’s questions | 
comparing foreign and American | 
automobiles. The article is con- | 
tained in a 40-page automotive- 
industry supplement. 

Replying to a question of whether 
American cars are going to grow 
bigger and longer, Graves said: “I 
think it is fair to say that the cars 
aren’t going to get any bigger... 
We now have cars with an overall 
length that takes up most of the 
garages in use, and I don’t see that 
even our biggest cars can get much | 
longer.” 

Walker added that “you don’t | 
have to make them any wider be- 
cause you have comfort now .. .| 
but we are bringing them down in | 
height to give a new proportion.” 


Macauley stated that he believed | 
Americans would not accept an | 
| 


“undersize” car. The other two con- 
curred. 

There was also agreement among 
the engineers that neither in styl- 
ing nor performance does the in- 
dustry have much to gain from 
Europe. An exception, it was indi- 
cated, is the European sports car, 
whose low silhouette, according to 
Walker, is “very intriguing.” 


was $23,175,000 in nine issues. 


Hall Lamp Expanding 
Elwood (Ind.) Plant 


DETROIT.—C. M. Hall Lamp Co. 
will complete, about March 1, a 
$400,000 addition to the Elwood 
(Ind.) plant of its subsidiary, Indi- 
ana Die Castings, Inc., according to 
Leonard O. Zick, president. 

Zick said the new 40,000-square- 
foot addition will double the capa- 
city of the present single-story con- 
crete and steel facility, constructed 
in 1949. 


choice 








Lab Buys 32 Cars from Texas Dealer— 


Thirty-two sedans were sold recently by Smith Motor Co. (Chevrolet), 212 Esplanade 
St., Cuero, Tex., to Core Laboratories, Inc., Dallas. Above are Newton Smith (center), 
owner of the dealership, and his two sales managers, Ray Smith and Horace White- 
man. 


Hayner Joins Huntertown 


Bud Hayner has been named 
sales manager for Huntertown 
Auto Sales (Chevrolet), Hunter- 
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IH’s Profit Dips 
To $55,656,000 
In Face of Strikes 


Wildcat strikes and other walk- 
outs during 1952 caused a decline in 
both sales and earnings for Inter- 
national Har- 
vester in the fiscal 
year ended Oct. 
31, John L. Mce- 
Caffrey, president, 
told stockholders 
in his annual re- 
port. 

McCaffrey noted 
that despite labor 
troubles, now set- 
tled, sales topped 
the $1 billion ‘ 
mark for the sec- J. L. McCaffrey 
ond successive year, totaling $1,- 
| 204,001,000, as against $1,277,320,000 
in fiscal 1951. 

Earnings were $55,656,000, or $3.76 
per share, by comparison with $63,- 
001,000, or $4.36 per share. 

The Harvester president pointed 
out that defense work prevented a 
greater drop in sales on a compara- 
according to Russell| tive basis. Such contracts in fiscal 
Hayner previously | 1952 accounted for $173,713,000 in 
' sales. 








town, Ind., 
Bunn, owner. 
had a dealership for five years. 





meena 


for modern cars, 
trucks and tractors 


“No Kick-Out” feature combines new starting 
efficiency with proven economy 


@ Higher compression ratios, lighter flywheels 
and other advancements in modern engines have long 
pointed up the need of a starter drive that would 
follow through the weak explosions until fhe engine 
actually runs on its own power. 


That's why vehicle manufacturers are turning in ever 
increasing numbers to the Bendix* Folo-Thru Drive as 
the solution to quicker and more dependable starting 
even under most adverse conditions. 


This preference for the Bendix Folo-Thru Drive on 
modern vehicles is a most logical one, for Bendix 
Drives have always been the industry's choice as the 


most economical and efficient starting equipment. 
*REG. U. S. PAT. OFF. 


ECLIPSE MACHINE DIVISION of 


AVIATION CORPORATION 
ELMIRA, NEW YORK 
Export Sales: Bendix tnternational Division, 72 Fifth Avenue, New York 11, N. Y. 





costs less. like the more than 95,000,000 Bendix * Starter Drives 
manufactured for the industry, the new Folo-Thru Drive requires 
no actuating linkage ond the solenoid may be placed in any 
convenient position. Result is lower installation costs ond no adjust- 
ments. Complete detailed information is available on request. 


Bendix * Folo-Thru Starter Drive ¢ Bendix * Automotive Electric Fuel Pump she Stromberg* Aeroquad Carburetor a 
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(Continued from Page 29) 


O’Neill Joins Crevolin 


Jerry O'Neill has been appointed 
sales manager for Andy Crevolin 
(Chrysler-Plymouth), of Alhambra, 
Calif. He formerly was with Rennie 
& Laughlin. rw 


Conlee Is Named Manager 
Of Nelson Miller Deals 


Nelson E. Miller, Inc., Providence, 
owner and operator of three Lin- 
coln-Mercury dealerships in New 
England, announces the appoint- 
ment of Lade T. Conlee as general 
manager. 

Conlee formerly operated a Lin- 
coln-Mercury dealership on the 
west coast. a 


Ford Firm Transferred 

Edward H. Bauer and Edward C. 
Nevergold, have taken over the 
Wilmington (Del.) Ford dealership. 
It will be known as Edwards Mo- 
tors, Inc. Bauer for many years 
was president of Davis Buick in 
Philadelphia, and Nevergold was 









\ 


WIPES 








~ 


DRY PATH 
BFG's new Life-Saver Tubeless Tire has 
a tread engineered with thousands of “grip- 
blocks”—spaced 112 to the inch of tread. With 
this close spacing, the tiny tread blocks wipe a 
wet road so dry you can light a match on it! 
Tests show up to 40% more pulling power in 
rain, up to 114% more on ice. 


SEALS PUNCTURES. Drive the BFG 

Life-Saver over spikes and it does not 
go flat. A gummy sealant layer under the tread 
seals against the puncturing object, plugs the hole 
when the object is withdrawn. 





SLOWOUT INSTEAD OF BLOWOUT. 

The BFG Life-Saver has no tube. Instead, 
it has an air-retaining lining that’s part of the 
tire itself. If a bruise-break 
flexing action causes small leaks in the liner. Air 
escapes slowly — not suddenly as in a blowout. 


vice-president for 14 years of Uni- 
versal C.I.T. Credit Corp. in charge 
of branches 
region. Bauer is president and treas- 
urer and Nevergold vice-president 
and secretary of Edwards Motors, 
which has acquired the assets of 
Porter Motor Co. 


* * * 


King-Atkinson Opens 
King-Atkinson Pontiac Co. has 
held its official opening in Clay 
Center, Kans. J. W. King and War- 
ren Atkinson are the owners. 
* * . 


Fawber Gets Hudson Deal 


Russell U. Fawber, of Colonial 
Park, Pa., has opened a Hudson 
dealership on Jonestown Rd. near 
Harrisburg. 


* * * 


Barry Adds 3,200 Sq. Feet 


To Baltimore Showroom 


Remodeling of the plant and 
showroom of the Martin J. Barry 


dealership in Baltimore has been| and Mercurys were added, accord- 





B.F. Goodrich 
Tubeless Tire 


Protects against punctures, 






ON WET ROADS. 





oes occur, the tire’s 


in the Philadelphia | 









Salesmen Doll Up for Bel Air Debut— 
Humphrey Chevrolet, Evanston, Ill., decided that the new Chevrolets should have 


an unusual debut. The firm's ads depicted ‘Mr. Chevrolet" replete with top hat, 
white tie and tails. To carry out the theme, the dealer's salesmen were thus outfitted 
in greeting visitors. Flanking the six salesmen in the Bel Air model are (from heft) 
John E. Voss, general manager; B. H. Holsfaster, service manager, and Verne Hotch- 
kiss, sales manager. Factory officials on hand for the novel event included Harry 
Messer, Chicago sales manager; K. E. Staley, assistant zone sales manager, and 
Warren Peel, manager of the Great Lakes region. Feminine models presented each 
woman caller with a bottle of perfume. a 

ing to Martin J. Barry, president. 
Assisting Barry are his son, Mar- 
tin jr.; Peter F. Conroy, vice-presi- 


completed. Some 3,200 square feet 
of space for the display of Lincolns 











blowouts, skids 


CAR DEALERS: NEW SALES OPPORTUNITY. Cars you sell today 
demand more from a passenger car tire than ever before. That’s because 
today’s high-powered cars make faster get-aways, have greater pulling 
power, require quicker, safer stopping ability. BFG Life-Savers are 
engineered for just that kind of driving—to provide greater road power 
to go with greater engine power. No tire made is like the Life-Saver. 
When you sell a car, sell the Life-Saver's extra 
safety and make extra profit . . . build customer 
confidence too! For full information, phone 
your nearest BFG district office or write The 
B. F. Goodrich Company, Akron, Ohio. 





| 
| 











Mercury dealer. 
| * 


dent; Thomas J. Barry, treasurer, 
and Hugh Auld, secretary. 


* * * 


Grantham Buys Building 


Grantham Auto Corp. (Dodge- 
Plymouth), Gary, Ind., has bought 
the adjoining three-story Parry- 
Shaw Blidg., containing six stores 
and 16 apartments, for $175,000. 

Jay F. Grantham, corporation 
president, said the purchase was 
made for investment and projected 
expansion of the dealership’s parts 
department. 

* * + 

Murry Buys Out Gregory 

Ross Murry has bought the in- 
terest of Sam Gregory in Ross 
Motors, Inc., of Newport, Ore., 
and now operates the Chrysler- 
Plymouth firm as Ross Motors, 


* > * 


Larson Handles Pontiac 


Roy Larson has bought the Pon- 
tiac dealership in Eagle Grove, Ia. 
* aa * 


Morgan Motor Sales Moves 
Morgan Motor Sales, of Corbin, 
Ky., has moved to 705 S. Main St. 
The firm sells Packards, Hudsons 
and GMC trucks. 
* * + 


Peters-Horst Deal Opens 


Peters & Horst Ford Co., 36 W. 
Second St., Peru, Ind., has opened 
in a one-story building in the down- 
town business district. 

~~ * * 


Harris, Harter Get Willys 

Harris Auto Service, of Route 4, 
Peru, Ind., is a new dealer for 
Willys. Merl Harris and Don Harter 
are the owners. 

* * + 

Distributor for Rootes 

Goans-Newton Motors, of 5023 


| Main St., Kansas City, has acquired 


a distributorship for the British 


| Rootes Group—Hillman Minx, Sun- 


beam-Talbot, Humber and Rover. 
* + ” 


Little Opens New Unit 
R. D. Little & Son, Ltd. (Ford- 
Monareh), has opened new prem- 
ises in Richmond Hill, Ont. R. D. 
and D. L Little head the concern. 
* : 


Jenkins Buys Into Baker 

E. P. Baker has sold a controlling 
interest in Baker Motors (Dodge- 
Plymouth), of Port Arthur, Tex., to 
A. O. Jenkins. The firm will be 
known as Baker-Jenkins Motors, 


| Ltd. 


* * * 


Shy Named Advisor 


Frank S. Shy, president of W. P. 
Hamblin, Inc. (Plymouth-Dodge), 
Providence, has been elected chair- 
man of the Dodge dealer advisory 
council for the New England area, 
it has been announced. 

7 . * 
Czarcinski Out, Son In 


Roman Czarcinski, operator of 
Amherst Motor Sales (Ford), of 259 
Amherst St., Buffalo, is retiring. 
The business has been taken over 
by his son, Gene, and incorporated 
under the name of Amherst Motors, 


| Inc. 


* i * 


Day Chevrolet Expands 
A $100,000 expansion program has 
been completed by Day Chevrolet 
Co., of Aurora, Colo., according to 
Charles Parker, vice-president. The 
expansion provides an _ enlarged 
service department and a new tire 


and appliance store. 
* * 2 


Sperring to Manage Urich 


Cecil H. Sperring has been ap- 
pointed general manager for Urich 
Gibbs Motor Co., Whittier, Calif., 
according to Frank Urich, Lincoln- 


Bulthaup in New Store 


Bulthaup, Inc., Concordia (Kans.) 
Buick dealership, has opened at its 


| new location, south on Highway 8). 
* 


Mason Cited 5th Time 


For the fifth time, Mason Motors. 
Inc. (Ford), of Kokomo, Ind., has 
received the Four-Letter award of 
the Ford division. The four letters 
stand for Finances, Management 
Spirit and Facilities. 


* - * 


Los Angeles Firm Doubles 
Its Service Facilities 
Kaiser Bros. (Oldsmobile), Los 
nape, has opened a new service 
building which Arthur Cartwright, 
general manager, says doubles the 
(Continued en Page 41, Col. 1) 
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irm’s service facilities. The total is 
now 133,000 square feet, including 


. custom trim shop for seat covers. | 
* * 


* 


Deal for Chevrolet Aide 


James C. Moore has been named | Motor Co. (Dodge-Plymouth), Den- 


a Chevrolet dealer in Fortville, Ind., 
and will operate as Moore Chevro- 
let Sales, Inc. He formerly served 
as Indianapolis zone promotion 
manager for Chevrolet. 
* * + 
Haley Appoints Sawdy 
James P. Haley, head of a Cleve- 
land Chrysler-Plymouth dealership 
bearing his name, has appointed 
Gilbert Sawdy as used-car sales 
manager. oe 
* 


Roberts in New Building 


Paul A. Roberts has occupied his 
new $60,000 building in Ontario, 
Ore. He has been a Buick dealer 
since 1934 and later acquired Olds- 


mobile and GMC trucks. 
* = * 


Fisher Appoints Dugan 


Joe Fisher has appointed 
George V. Dugan as general man- 
ager of his Dodge - Plymouth 
dealership in Portland, Ore. Du- 
gan formerly was a Dodge dealer 
in Klamath Falls, Ore., and New- | 
berg, Ore. 

* * * 

Pyramid Picks Collins 
Pyramid Motor Co. (Chevrolet), | 
Charlotte, N. C., has appointed Otis 
K. Collins as manager of used-car 


and truck sales. 
* * x 


Edmond Gets Mich. Deal 
Frank Edmond, formerly with 
L. O. Gates Chevrolet Corp., South 
Bend, has taken over the Buchanan 
(Mich.) Chevrolet dealership. | 
* * a4 





Roeder Chevrolet Moves 


Roeder Chevrolet Sales, of 
Bremen, Ind., has moved to larger | 
quarters at ut Ss. Jackson St. 


* 


Suess Plans Building 


Geo. Suess Motors, of 2036 South | 
Park Ave., Buffalo, has filed plans | 
with the City to erect a building ” 
a cost of $7, 500. 


* * 


cities Wins Post 


Frank Urich has announced the| 
appointment of Cecil H. Sperring 
as general manager of the Lincoln- | 
Mercury dealership in Whittier, 
Calif. 


* * * 


Boardman Motors Moves 


Boardman Motors, Inc., of Au- | 
gusta, Ga., has moved from 1249 
Ellis St. to larger quarters at 
1 Thirteenth | St. 


* 


Fick Buys ents 


Rudy Fick, owner of Rudy Fick, 
Ine. (Ford), Kansas City, has 
bought a 320-acre farm near 
Olathe, Kans., from Joe M. O’ffill, 
Nash dealer of Kansas City, Kans. 

* * * 


Ohio Firm Opens Lot 


Dallas Chevrolet Co., Wellston, 
O., has opened a used-car lot at 
Third St. and Pennsylvania, Ave. 

* * * 


$125,000 Damerow Unit 


A new $125,000 building on Can-| 
yon Rd. east of Beaverton is 
announced by Herbert B. Damerow, 
of Damerow Ford Co., Beaverton, 
Ore. The new firm will handle new 


and used cars and trucks. 
* cd * 


Eline to Build Homes 


Andrew J. Eline, of Eline Motors 
Co. (Chevrolet), St. Matthews, Ky., 
has sold 12 acres of land to Eline 
Realty Co., which he also controls, 
for $40,000. He plans to develop this 
property with homes in the $25,000- 
to-$40,000 class. 

* 





* * 


Nelms Joins Clark 


Charles W. Nelms, formerly gen- 
eral sales manager of McCain- 
Richards, Inc., Monroe, La., has 
joined Chester Clark, Ford dealer 
at Brookhaven, Miss., as a partner 
in Clark-Nelms Motor Co. 

x x 


* 


Nash Deal for Hampton 
Fred L. Hampton has taken over 
Nash Auto Sales, Dover, O. He will 
remodel the building at 1100 N.W. 


Dealer Doings 


(Continued from Page 40) 


Fourth St., and will operate the 
firm as City Nash Co. 
* * * 


Hyer Succeeds Hickerson 
The name of Thomas-Hickerson 


ver, has been changed to Thomas-|¥ 
Hyer Motor Co. Jack W. Hyer, who |} 
is vice-president succeeding the late 
Al Hickerson, has been connected 
with the 32-year-old firm for four 


years. 
* * 


Culver K-F Motors 


Clarence B. Culver and Lloyd C. 
Culver, with 27 years of experience 
in the automotive repair business, 
have taken a Kaiser-Frazer deal- 
ership in Shreveport, La. The firm 
will be called Culver K-F Motors 
Co. 





Foreign Intrigue?— 

Leonide Kinsky, who plays the role of 
“Kopalski,” a foreign spy, investigates the 
underchassis of a 1953 Oldsmobile in the 
new color Oldsmobile movie, “Operation 
Mexico," which was shown to dealers 
during the introduction of new models. 
The Zacatecas (Mexico) license plate indi- 
| cates the locale of the movie plot. 


| (Buick) at 3030 W. 117th St. Lake, 

E. Peerce Lake, former vice-|a former vice-president of Kaiser- 
president of Raymond-Lake Motors, | Frazer, started out with General 
Inc., of Cleveland, has purchased| Motors 30 years ago as a branch 
the Bennett-Yurick dealership| manager in Youngstown, O. Ernest 


* x * 


Lake Buys Buick Deal 





9. 1953 


C. Bennett and Stephen P. Yurick, 
who operated the dealership since 
1937, are leaving the new-car field 
and will deal in used cars, real 
estate and other businesses. 

+ : * 


Whiting Names Aratari 
Edward Aratari has been ap- 
pointed used-car manager at Whit- 
ing Buick, Rochester, N. Y., ac- 
cording to Edward G. Knobloch, 
owner. 
* 


* * 
Dolph Takes Fla. Firm 
Dick Dolph, Inc. 
outh), has replaced Bill Lowe Mo- 
tors in Bartow, Fla. Dick Dolph, 
formerly of St. Petersburg, Fla., 
has begun an extensive program of 
remodeling and redecorating. 
* * + 


Taddeo Takes Hudson Deal 
Don Taddeo, 751 Harbor St., 

Conneaut, O., has taken over the 

Hudson dealership in that city. 


* * * 


Willys Firm Opens 
Monte Cristo Automobile Co. 
(Willys) has opened at 640 S. At- 
lantic Blvd., Los Angeles. It is 
headed by Bill Radford. General 

manager is Wylie Mumper. 


(Dodge-Plym- 
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WE WILL PROVE 


THAT YOU CAN INCREASE 


Customer Paid Labor Sales 


25% TO 35°.—OR MORE 




















We Guarantee 
To Help You 

@ Secure 100% to 150% absorption in 
your Service Department 

@ Prevent broken promises to customers 

@ Give your Service Manager time to 
plan and increase shop productivity 

@ Permit Shop Foreman to devote all time 
to improvement of mechanical work 

@ Bring ALL service operations to 
clock-work precision 


APPROVED BY 
ALL LEADING MOTOR CAR 
MANUFACTURERS 


We have accomplished on for hundreds 
of Motor Car Dealers . . . coast to coast. 


A note on your company letterhead will 
bring all particulars— promptly. 


FLASH-A-CALL 
SERVICE CONTROL 


1112 South Wabash Avenve 
"ept. AN-35, Chicago 5, Illinois 





Fights engine wear from sub-zero 
cold to hottest engine heats! 





It lubricates salabathe when 
the temperature’s low 


New Heavy-duty Dynalube is 
more than twice as tough as or- 
dinary detergent motor oils. It 
fights wear better... longer... to 
keep your engine NEW. 


Switch to Sunoco DYNALUBE 
the long-mileage motor oil! 


SUN OIL COMPANY 





Up to the hottest going any car 


will ever know 
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Transport Truce Urged 


Insurance Official Says Rails Would Benefit 
By Dropping Feud with Truckers 


NEW YORK. Other forms of | 
transportation would be willing to | 
join in seeking to have “onerous 
burdens” removed from railroads if 
the roads would stop trying to stifle 
competition, Samuel A. Markel, 
chairman of American Fidelity & 
Casualty Co., 
Waterways Assn. 


Others in the transportation in- | 
dustry are not unsympathetic to | 


the cause of the railroads, accord- 
ing to the head of the world’s larg- 
est insurers of trucks and _buses, 


told the New York | 


| but they do take “violent excep- 
|tion” to the theory of the railroad 





tions to be used by railroad repre- 
sentatives as propaganda sounding 
| boards. 

One of the most 
by the railroads, 


“vicious” acts 
Markel stated, | 


|}came to light in the recent publi- | 


cation of a bulletin by a “league 
of railroad employes in Michigan. | 


|The bulletin, he said, boasted of | 


| industry that the only solution to} 
its problems is the “death of the | 


truck lines and other competitors 
in the transportation field.” 

The campaign by the railways 
against inland waterways carri- 
| ers, trucks and buses is, in fact, 
Markel declared, “a vendetta 
against the American people.” 

Markel took to task the various 
associations of commerce who have, 


legislative victories over the state’s 
trucking industry. 


Asking for contributions from | 


| railroad employes in Michigan, the | 


he _said, permitted their _organiza- | 


| bulletin stated that the league had 
| just gone through one of the most 
| successful legislative sessions and 
that “the for-hire truckers knew we 
were on the job,” Markel said. 

He also called attention to the 
efforts of railroads toward hav- 
ing declared red unconstitutional al 








“This ’53 model is wonderful! 
There’s even a horn somewhere 
in the back to tell you when the 
light changes.” 

Virginia law providing for reci- 
procity among the states with re- 
_Spect to m to motor carriers. Success — 


of these efforts, he warned, will 
result in trucks and buses being 
| saddled with higher license fees. 

Citing another example, Markel 
|said that because of an “unfair’ 
| campaign by the railroads, th: 
| Pennsylvania Motor Truck Assn 
|was forced recently to file a civil 
antitrust suit charging 31 railroads 
| with violating the Sherman Anti- 
re Act. 


DeSanders Honors Four 


N. J. DeSanders, president of 
Lone Star Olds-Cadillac Co. of 
Dallas, has presented 20-year serv- 
ice pins to Mrs. Alice Evans, sec- 
retary; Edgar Giles, new-car sales 
manager; Howard Thornton, 
wholesale manager, and R. E. 
Bloomer, master mechanic. 


New Passenger Car Refistrations, 36 States for December, 1952- 1951 


Car registrations by states are 
released here weekly, as com- 
piled by R. L. Polk representa- 
tives in state capitals. 
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27 States Previously 
Reported for December 
Connecticut 
Louisiana 
Maine 
Missouri 
New Mexico 
New York 
Oregon 
Virginia 
Washington 
36 States Reported 


To Date for December 
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197 10 
244 12 
5052 191 
3462 125 
948 47 
683 17 
1752 45 
1200 27 
1214 35 313 
_ 757 25 148 
51356, 1752 14161 
36442| 944) 9896! 


44991 | 
25899 | 
1574 
774 
1358 
654 
253 
194 
1021 
1825 
122 
377 
8435 
5382 
1051 
744 
2123 
1137 

1194) 
727 
62122 
37713 


38095 | 
11622) 
746 
306 
793 
315 
158 

93 
518 
891 

38 
161 

3928 
2076 
514 
263 
1299 
583 


164 a 
110) 231 
146, 295 
91 169 
20; 62 
21, 58 
123) 268| 
235) 479 
214% 
42| 108 
2249 
1576 
286 
213 
477 
276| 
309| 
213 


88 
121 
1717 
1060 
272 
215 
486 
263 


126 
123 
161 
127 
126} 601) 
106 294 


136| 10904/ 16604! 


49684 | 
34622 


67269 
Sze 6 


79| 703665| 27972| 177471| 909108| 302561 | 
| 146362/ 109873! 292404/533213! 1081852! 842863) 25342| 227744! 1095949! 383371! 94739] 1043252! 267219/ 329650! _ 2118231! 


2259 


6960 
4647 


2283 


Chevrolet 
Oldsmobile 


2277) 
2791 | 
87 


7931 | 
7537 | 


286 
252 


211 


68277 
51464 
2189 
1764 
2365 
1575 
377 
436 


11497 
11060 
344 
307 15 
351 59 
283 5) 
53 12 
57 10 
385 100 
654 166 
109 25 
271 31 
1838 30! 
2423 736 
256 54 
320 101 
536 iW 
436 105 
377 40 
411 91 


35605 | 
29621 | 
1165 
815 
1371 
828 146 
252 36 
262 51 
1432 333 
2302 483 
204 53 
328, 106 
5097 1273 
4549\ 1572 
930 199 
852 219 
1831 341 
1378 313 
1083 286 
896 255 
15746, 3066 48970) 10949 14906 93637 
16222| 4197) 41831! 10934! 15176! 88360 


10967 | 
10455 
307 
275 
373 
267 
24 
56 
388 
690 
58 
183 
1871 
2307 
252 
30! 
384 
421 
282 
219 


1652 
1050 
1658 
749 
223 
243 
1685 
4295 
449 
919 
10380 
11589 
1691 
1793 
3203 
2653 
2068 
1872 


295 
377 


1267 
915 


1490 


1562 
930 


2638 


Allstate 
(British) 


Ford 


1465) 12 
1215 131) 
84 | 
66 12 3 


35 

69 

29 4! | 

399,38 if 6b 

T a 

22,14 

2 «3% 

62) 71,133 

\ 4 5 3 

6 2 - z 

170-289, «459—=Sés21s«82 

210 267, 477, 5B 

6} 59) +75) +9 7 

7 44,7 2} tel 3 

a in) 3 6 | 

14) 69) 183) 14 8 9 

9 «94113 i$ 2 2 
A Bt 9| zi 3 
48 1186) 2171, 3405) iil 152 22 
“| 1719; 1839! 3558) 180! -202'—184 





86095! 825428/211883/ 258488) 1684455) 





1524) 28112) 39687| 69323, 3613) 4634) 2667 
| 50597! 51329!101926! 3421! 3649! 5240! 


Studebaker 
Willys-Overland 
Miscellaneous 


2625 
2821 


5943 
3999 
141; 228 

98, 13574 
4% 204,86 
21; 97}_—_—=S 
12 10 
17 7 
33 67 
94 133 
16 22 
29 29 
488 633 
357 428 
124 rT 
101; 129) 94 
129 125 
134 113 
116 95 
81 72 


2816) 
2091 | 
134 


6730 
5226! 
308 
170 36 26 
285 49 10 
167 9 14 
50 17 5 
43 3 
214 40 3 
386) 20 7 
54 15 a 
116 16 
1237 366 
815138) 218 
171 105 26 
152 34 13 
362 50 38 
328,21 35 
246 89 4\ 
. 16 254 18 27 
3730, 8267 4079' 9657' 2459 942 255852 
3753/ _5898| 3089| 7657/75! _660|_199311 
76556 | 137986! 64276/151756| 39617! 20670/4014340 
95041 | 136977! 65466| 200660! 25586! 16132/4950130 


1643 
480 
85 


565 
319 
71 


185721 
139598 
6518 
4286 
6139 
3422 
992 
1009 
5983 
9575 
1013 
1924 
30248 
24882 
4817 
4064 
8661 
6298 
5760 
4253 


179 





New Commercial Car Registrations, 35 States for December, 1952-1951 


Truck registrations by states are 
released here weekly, as compiled 
by R. L. Polk representatives in 
state capitals. 


26 States Previously 
Reported for December 


Colorado 
Connecticut 
Georgia 
Louisiana 
Missouri 

New York 
Rhode Island 
South Dakota 
Washington 


35 States Reported 
_To Date for December 

Year 

To Date 


The following advertised-delivered prices 
factory retail 


ALLSTATE — Four — 2-dr. sed., $1.499. 
Six—$1,686.18. Sold only by Sears, Roe- 
buck and Co. stores in certain areas.) 


AUSTIN—A-30 sed., $1,495; A-40 Som- 
erset sed., $1,795; stat. wag., $1,895; 
conv., $1,945; A-40 sports conv., $2,295. 
(Delivered at U. S. ports.) 


BUICK—Special — 4-dr. sed., 
2-dr. sed., $2,149.32; 4-dr. 
$2,255.32; 2-dr. Deluxe sed., $2,196.88; 
Riviera cpe., $2,295.43; conv., $2,553.17. 
Super — 4-dr. Riviera, $2,696.17: Riviera 
epe., $2,610.56; conv., $3,001.59; stat. 
wag., $3,429.73. Roadmaster—4-dr. Riviera, 
$3,254.36; Riviera cpe., $3,358.05; conv., 
$3,505.56; stat. wag., $4,030.73; Skylark 
sports car, $5,000. (Dynafiow standard on 
Roadmaster models, optional at $192.50 on 
all others. Power steering standard on 
Roadmaster models, optional at $177.40 on 
others if equipped with Dynaflow. Power 
brakes standard on Skylark, optional at 
$35.19 on other Roadmaster models only. 
Alr conditioning optional at $594 on Rivi- 
eras in the Super and Roadmaster series 
only.) 

OCADILLAC—Sertes 62—4-dr. sed., $3,- 
666.26; cl. cpe., $3,571.33; Coupe deVille, 
$3,994.57; conv., $4,143.72. Series 60 Spe- 
cial—4-dr. sed., $4,304.88. Series 75—8- 
pass. sed., $5,407.54; lim., $5,620.93. Eldo- 
rado—conv., $7,750. (Hydra-Matic stand- 
ard on Series 62, Series 60 Special and 
eee optional at $198.36 on Series 75. 

Power steering standard on Eldorado. op- 
tional at $176.98 on all other models. Auto- 
matic beam control optional at $53.36. Air 
conditioning optional on all enclosed mod- 
ela at $619.55.) 

aa ae — One-Fifty — 4-dr. sed., 
$1,670; 2-dr. , $1,613; cl. cpe., $1,620; 
bus. cpe., $1, eae: 6-pass. stat. wag., $2,- 
010. Ten — 4-dr. sed., $1,761; 2-dr. 
sed., $1,707; cl. cpe., $1, 726; spt. cpe., 


$2,208.76; 
Deluxe sed., 


71 
_ 2B 
1526 
2057 


Chevrolet 


2 10874 
8817) 
304) 
248 
219) 
131] 
702! 
560! 
587) 
460! 
592 
670! 
1305) 


3282! 

3066 
54 i 
66 
69 


4! 
30 


89 
7 

| 65! 

2) 54) 

| 1g 

b+ | 

| 316 I 

| 239 
120! 15083 
___ 68) 12246 
1695261657 
2147| 341784 


128 4547 
105! 4223! 
2714) 98992 
3692! 103326 


3 | 
956! | | | 8 


| 


43) 9649! 
815| 172824 
990 | 244313 


International 


Kenworth 
Peterbilt 


7728 
6789 
168 
147} 
151) 
118) 
331) 
306 | 
315 
361 | 
323) 
489! 


902 
1136 222) 278 | 
51 16) 23 
4\ 7 13 
89 27,65 
106 | 27\ «68 
233 140-86 2 3| 
156 | 90} _—az| 1| 
10291; 28) 3790) 3727 8 335 i 
9649/ 22/3371! 3282! 7|_ 271 __ 
533) 76888) 90220| 673) 7002) 227 
485! 97595! 92878 650 9553’ 290! 


2776 
2434 
68 
60 
70 
53 
73 
95 
113 
64 
109 
150 
344 


133) 
126! 
71 
193 
341 


Nn 
WN Na o= 


wn 2B B 


Studebaker 
Sterling 
Miscellaneous 


White- 
3 Willys-Overland 


21) = 106 
30! 97 


a 


4 
928 
14 


53 
93 
| 


3 


~ 
@ 


—-— Ww 


22 
24 
12 
28 
50 
50 
42 
39 


Ot et eano unKwe — 


why 


w= DS 


re 

22) 156) 1248) 
38] 144] 1196] = 393] || 1090 
522; 3296 28039! 10589 232 19580) 
874! 3375! 31691! 11933 312 23605 


oni 


| 
126 
146! 
2144) 
1438! 


357 8 1301 


Current Prices on New Cars 


| $1,967; conv., $2,093; 6-pass. stat. wag., 
$2,123; 8-pass. stat. wag., $2,273. Bel Air 
—4-dr. sed., $1,874; 2-dr. sed., $1,820; 
spt. cpe., $2,051; conv., $2,175. (Power- 
glide optional at $178.35 on Two-Ten and 
Bel Air models only. Power steering op- 
tional at $177.55 on all models.) 

CHRYSLER—Windsor—4-dr. sed., $2,597 
(8-pass., $3,441.25); cl. cpe., $2,574.50; 
stat. wag., $3,299. Windsor Deluxe—4-dr. 

$2,826; Newport, $3,186.25; conv., 
$3.309.75. New Yorker—4-dr. sed., $3,- 
389.50 (8-pass., $4,388); cl. cpe., $3,360.50; 
Newport, $3,806.75; stat. wag., $4,102.25. 
New Yorker Deluxe—4-dr. sed., $3,550.75; 
cl. cpe., $3,495; Newport, $3,968; conv., 
$4,049.50. Custom Imperial — 4-dr. sed., 
$4,249.50; lim., $4,787. Crown Imperial— 
4-dr. sed., price to be announced; lim., 
price to be announced. (Fluid-Matic op- 
tional at $130.10 on Windsor, standard on 
other models. Fluid-Torque standard on 
Custom Imperial and Crown Imperial; op- 
tional at $139.75 on other eight-cylinder 
models, at $106.40 on Windsor Deluxe and 
at $236.50 om Windsor. Power steering 
standard on Crown saver. optional at 
$198.90 on other models. W e wheels 
opponal at $290.25 on all ene 
SOTO Powermaster 6 — 4-dr. sed., 

$2475.75 (8-pass. sed., $3,286); cl. cpe., 
$2,454; Sportsman, $2,300.75; stat. wag., 
$3,112.50. Fire Dome V-8—4-dr. sed., $2,- 
759.75 (8-pass. sed., $3,563.75); cl. cpe., 
$2,738.25; Sportsman, $3,089.25; conv., $3,- 
191.50; stat. wag., $3.386. (Tip-Toe ‘shift 
with Fluid Drive optional at $130.10 on 
allmodels. Tip-Toe Shift with Fluid Torque 
Drive optional at $236.50 on V-8s only. 
Power Steering optiona! at $198.90, power 
brakes at $36.55 and wire-spoke wheels at 
$290.26 on all models.) 
DODGE — Meadowbrook Special—4-dr. 
sed., $2,088.25; cl. cpe., $2,046.50 Mea- 
dowbrook—4-dr. sed., $2,181; cl. cpe., $2,- 
151.75; stat. wag., $2,250.75. Coronet— 
4-dr. sed., $2,365; cl. cpe., $2,236; Diplo- 
mat, $2,577; conv., $2,710.50; stat. wag., 


on all 


2-dr. 
stat. 
sed., 
cpe., 
$1,766.09; 2-dr. sed., $1,717.20; bus. cpe., 


line 8—4-dr. 
$1,809.45; cl. 
$2,266.76. Crestline 8—Victoria, $2,120.23 ; 
conv. 


$1,344; Anglia 2-dr. 
4-dr. sed., $1,693; Zephyr six 4-dr. sed., 


$2,648. (Fluid Coupling optional at $20.40 
Meadowbrook and Meadowbrook 


Special models except station wagon. Gyro- 


Matic optional on all models except Mea- 
dowbrook station wagon at $130.10. Gyro- 
Torque optional on all Coronet models at 
$233.50. 
all models at $290.25.) 


Wire-spoke wheels optional on 


FORD—Mainline 6—4-dr. sed., $1,690.47; 
sed., $1,641.59; bus. cpe., $1,537.33; 
wag., $2,018.90. Customline 6—4-dr. 
$1,728.69; 2-dr. sed., $1,733.79; cl. 
$1,743.29. Mainline 8 — 4-dr. sed., 


$1,613.53; stat. wag., $2,095.07. Custom- 
sed., $1,858.35; 2-dr. sed., 
epe., $1,819.50; stat. wag., 


$2,229.92; stat. wag., $2,403.24; 
Gepeaate optional at $184 on all mod- 
els. 

FORD OF BRITAIN—Prefect 4-dr. sed., 
sed., $1,183; Consul 


$1,890. (Delivered at U. 8S. ports.) 


HENRY J—Corsair Four—2-dr. sed., $1,- 
499. Corsair Deluxe Six—2-dr. sed., $1,- 
686.18. 

HUDSON—Wasp—4-dr. sed., $2,310.87; 
2-dr. sed., $2,264.13; cl. cpe., $2,310.87. 
Super Wasp—4-dr. sed., $2,465.84; 2-dr. 
sed., $2,413.28; cl. cpe., $2,465.84; Holly- 
wood, $2,811.58; conv., $3,047.50. Hornet 
—4-dr. sed., $2,768.86; cl. cpe., $2,741.99; 
Hollywood, $3,095.15; conv., $3,342.05. 
(Hydra-Matic optional on all models at 
$175.71.) 

JAGUAR—XK-120—Super sports, $4,039; 
hardtop, $4,065. Mark VII—4 dr., $4,170. 
(Delivered at U. S. ports.) 

KAIS sed., $2,512.79; 


ER—Deluxe—4-dr. 
club sed., $2,459; 4-dr. Traveler, $2,618.55. 
Manhattan—4-dr. sed.. $2,649.63; club sed., 
$2,596.76; 4-dr. Traveler, $2,755.36. Dragon 
—$3,923.91. (Hydra-Matic standard on 
ae optional at $178.55 on other mod- 
els.) 


250.50 ; 
$2,315. 
hardtop, $2,451.50; conv., $2,609.50; 8-pass. 
stat. wag., 
tional at $189.81 on all models.) 


$1,595; 2-dr. 
MG-TD conv.—standard, $2,115; Mark II 
Deluxe, $2,360. 


002.60. 
094.35; 
118.90. Statesman Super—4-dr. sed., 
178.35; 
Custom—4-dr. 
$2,309.50; hardtop, $2,433.20. Ambassador 
Super—4-dr. 
$2,520.75. Ambassador Custom—4-dr. sed., 
$2,716.45; 2-dr. sed., $2,695; hardtop, $2,- 
828.60. 
on Statesman and Ambassador. 
engine optional at $192.50 on Ambassador.) 


$2,327.09; 2-dr. sed., $2,261.62. 
—4-dr. 
395.25; hardtop, 
Classic 98—4-dr. sed., $2,785.82; hardtop, 
$3,021.75; 
car, $5.715. 
- on Fiesta, optional at extra cost on 
a 
power steering, 
$35.50. ) 


club sed., $2,534; Deluxe 4-dr., 
735; Deluxe club sed., 
hardtop, 
sed.. $3,234; Mayfair hardtop, $3,268; conv., 
$3,476; Patrician 4-dr. sed., $3,735; Carib- 


LINCOLN — Cosmopolitan — 4-dr. sed., 


$3,522; spt. cpe., $3,625. Capri—4-dr. sed., 
$3,766; 
030.50. 
models. 
on all models, 
power seat at $69.90.) 


“‘hardtop,’’ $3,869; conv., §$4,- 
(Hydra-Matic standard on all 
Power steering optional at $198.90 
Power brakes at $43 and 


MERCURY — Custom — 4-dr. sed., $2,- 
2-dr. sed., $2,193.50; spt. cpe., 
Monterey — 4-dr. sed., $2,332.50; 
$2,825.50. (Mere-O-Matie op- 


MORRIS and MG—Minor — 4-dr. 
sed., $1,455; conv., 


sed., 
$1,475. 


NASH—Rambler Super—Suburban, 
Rambler Custom—Hardtop, 
conv., $2,118.90; stat. wag., 


$2,- 
$2,- 
$2,- 
$2,- 
$2,143.55. Statesman 
$2,331.70; 2-dr. sed., 


2-dr. sed., 
sed., 
sed., $2,557.20; 


2-dr. sed., 


(Hydra-Matic optional at $178.85 
LeMans 
OLDSMOBILE—Deluxe 88 — 4-dr. sed., 
Super 88 
sed., §$2,- 
$2.852.59. 


sed., $2,461.71; 2-dr. 


$2,673.39; conv., 
conv., $3,228.84; Fiesta sports 
(Following equipment stand- 


other models: HMydra-Matic, $178.35; 
$177.40; power brakes, 


PACKARD—Clipper—4-dr., sed., $2,588; 
sed., $2,- 
$2,681; Sportster 
$2,795. Packard — Cavalier 4-dr. 


Truck registrations by states are 
released here weekly, as compiled 
by R. L. Polk representatives in 
state capitals. 


30240 
26364 |’ 
729 
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1357 
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4113) "52 
3451 1'51 

205 |*52 
160''5) 
412 |°52 
__390''51_ 
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26 States Previously 
Reported for December 
Colorado 


Connecticut 
Georgia 
Louisiana 

~ Missouri 
New York 
Rhode Island 
South Dakota 
Washington 


35 States Reported 
To Date for December 


Year 
To Date 


bean conv., $5,200. (Ultramatic standard 
on Patrician. optional at $199 on other 
models. Power steering optional at $195 on 
all models; power brakes at $39.45.) 


PLYMOUTH — Cambridge — 4-dr. sed. 
$1,836.50; club sed., $1,798.75; bus. cpe., 
$1,674.75; Suburban, $2,095.25. Cranbrook 
—4-dr. sed., $1,928.50; cl. cpe., $1,898.25 
Belvedere, * $2,147.25: conv., $2.303.25;: 
Savoy, $2,236.50. (Wire-spoke wheels op- 
tional on all models at $290.25.) 


PONTIAC — Chieftain 6 Special—4-dr. 
sed., $2,014.64; 2-dr. sed., $1,956.36. 
Chieftain 6 Deluxe—4- dr. sed., $2,118.53; 
| ay $2, _ 28; conv., $2,444.21. 

ie in —4-dr. sed. 2,089.62; 
2-dr. sed., So Boras, Chieftain eae 
4-dr. sed., $2,193.51; 2-dr. sed.. $2,136.32; 
conv., $2, 517. 66. Catalinas—Deiuxe 6. $2.,- 
304. 30; Custom 6, $2,370.43; Deluxe 8, 
$2, 370.99; Custom 8, $2,446. Station wac- 
ons—Two-seat Special 6, $2,449.61; three- 
seat Special 6, $2,505.15; two-seat Deluxe 
6, $2,589.61; two-seat Special 8, $2,524.61; 
three-seat Special 8, $2,580.15; two-seat 
Deluxe 8, $2,663.61.’ Grain finish on all 
station wagons, $80 extra. (Hydra-Matic 
optional on all models at $178.35, power 
senees at $177.40. Autronic Eye at 

STUDEBAKER — Champion Custom — 
4-dr. sed., $1,767.40; 2-dr. sed., $1,735.12. 

ion Deluxe—4-dr. sed., $1,862.83; 

. sed., $1,830.58; 5-pass. cpe., $1,- 
868.21. Regal—4-dr. sed., $1,- 
949.17; 2-dr. sed., $1,916.92; 5-pass. cpe., 
$1,954. '55; hardtop. $2,115. 80. Commander 
Deluxe—4-dr. sed., $2,121.15; 2-dr. sed. 
$2,088.90; 5-pass. cpe., $2,126.52. Com- 
mander Regal—4-dr. sed., $2,207.54; Land 
Cruiser 4-dr. sed., $2, 315.64; 5-pass. cpe., 
$2,212.91; hardtop, $2,374.16. (Automatic 
Drive optional at $231.24 on Champion, 
$243.08 on Commander. Power steering 
optional at $161.25 on Commander. ) 

WILLYS—Aero Lark — 4-dr. sed., $1. 
732.10; 2-dr. sed., $1,645.70. Aero Falcon 
—4-dr. sed., $1,860.61; 2-dr. sed., $1, 
759.97. Aero Ace—4-dr. sed., $2,038.43 
2-dr. sed., $1,963.11. Aero Eagle (hardtop 
— $2,156.79. Station wagons — 4-cyl., $1, 
862.22 (four-wheel drive, $2,304.03); 6-cyl. 
$1,948.75. 





} 


.@Gahe 


ma wiz 


ctw we asa 





eee Te EE Owe a Ee 


— 


en Vv =o 











Highways & Safety... 


Auto Policies Protect 
Careless Drivers 


oo principal cause of U. S. auto 
accidents is automobile insur- 
ance which protects the right to 
drive carelessly, Robert H. Oppen- 
heimer, secretary- 
treasurer of an 
insurance firm, 
told the Property 
and Casualty In- 
surance Institute 
at the University 
of Kansas City. 


“Present poli- 
cies,” Oppenheimer said, “are de- 
signed to protect the driver and his 
right to drive carelessly. For a 
small premium the policies permit 


| Auto Advertising | 


By George Deery 
Associate Editor 

National magazine advertising 
last year hit an alltime high of 
$550 million, according to an esti- 
mate by Magazine Advertising Bu- 
reau. This is a gain of approxi- 
mately 8 percent over the preceding 
year’s figure of $511 million. 

In the January-November pe- 
riod last year, general and farm 
magazines came through with a 
revenue gain of 8 percent over 
the corresponding period of 1951. 
The figures are based on ad vol- 

ume of all general and farm mag- 
azines included in the Publishers 
Information Bureau Service. 

+ cad * 


Detroit Ad Artists Elect 


William Johnson, executive art 
director of Kenyon & Eckhardt, 
Inc., Detroit office, was elected 
president of the Art Directors 
Club of Detroit. 

Other new officers are Ray L. 
Colby, Ford Motor Co. publica- 
tions, first vice-president; Otto 
Simunich, Jam Handy Organiza- 
tion, second vice-president; Tom 
Yamada, J. Walter Thompson 
Co., secretary, and Paul Meyers, 
D. P. Brother Co., treasurer. 

Elected to the board of direc- 
tors were Robert Andrus, Kenyon 
¢& Eckhardt, Inc.; Jeane Bice, 
MacManus, John & Adams; and 
Robert Hungerford, Campbell- 
Ewald Co. 


* cd Oo 
Wilt Joins Superior 

Superior Coach, Lima, O., has an- 
nounced the appointment of James 
W. Wilt as director of advertising 
and sales promo- 
tion, a new posi- 
tion. 

Wilt will super- 
vise the ad and 
sales promotion 
activities for all 
Superior products 
—school coaches, 
commercial buses, 
funeral coaches 


including prod- 
Somes W. Wit ucts of the Path- 
finder plant at Kosciusko, Miss. 


Prior to his association with Su- | 


perior, Wilt served with Sears, Roe- 


buck & Co. for 18 years, the last | 


ll as store manager. 


Rowland Sells Austin 


H. W. Rowland, president of | 
Rowland Motors, Seattle, has an-| 
nounced the appointment of his 


firm as an Austin dealership. 
James Rowland will be sales man- 
ager, and Jack LeRue will head the 
parts, service and accessories de- 
partment. 





ADVERTISEMENT 





WHICH ONE 
HAS THE FALSIE 


IT'S COMING NEXT WEEK 


| him to transfer almost all financial 
| responsibility to a professional in- 
| Suror. 


“As a result, accidents have | 


risen so rapidly that the profes- 
sional insurance carrier now cries 
for relief.” 
Oppenheimer proposed that in- 
| surance protection on bodily injury 


| claims up to $500 and property 
|damage up to $100 be eliminated. 
| Rocketing repair costs forced in- 


surance companies to abandon the 
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$25 deductible property damage| Alemite Plans Biggest Ad Year— 


policy after World War II, and 
replace it with a $50 deductible. 
This protection, which Oppenheimer 
would eliminate, has been offered 
along with $100 deductible policies 
by most companies. 

* * + 


penalty of $500 to $1,000 be 


| S$tewart-Warner's Alemite division will boost its magazine and trade-paper ad 


| announced. F. A. Hiter 


outlay 21 percent to the highest sum in its history, Fred R. Cross, ad manager, has 
, senior vice-president, signs the insertion lineup. With him 


| (from left) are Cross; A. B. Dicus, executive vice-president of MacFarland, Aveyard 
& Co., Alemite's ad agency, and G. Treffeissen, Alemite distribution sales manager. 


accidents involving 
Glenn arpa yey proposed that a| than those amounts. 

| Oppenheimer suggested a _ uni- 
assessed against the driver for| form risk coverage, to be worked 


bodily injury claims, and a penalty| out by insurance companies and 
of $100 for property loss, in all|the states. He suggested removal 





of claim limits so that financial 
responsibility of the defendant 
would have no bearing on the ver- 
dict, thus making all defendants 
equal under the law. 

Penalties as outlined would be 








NEW, UNIVERSAL 


THEFT PROOF LOCKING DEVICE 


and ambulances— | 
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Two theft proof mechanical devices will be furnished 


with each Calnevar wire wheel cover after February 12. 


Simple and easy to install. Designed to fit cut-out or 
solid wheels. Another reason why Calnevar’s unmatched 


features build more dollar volume. 





@ Theft-proof Wheel Locking Device 


Full Wheel Coverage 


Q@ 

© 40 Stainless Steel Spokes 

© Authentic Continental Styling 
6 


20 Spoke Ferrules 


© Perfectly Balanced—No Interference 
With Wheel Balancing Weights 

@ Mirror-Luster, Rust Proof Stainless Steel 

© Optional Continental Knock-off 


Type Spinner 


Authentic Continental styling, plus Calnevar’s built-in quality, offers a wire 
wheel cover that is laps ahead of the field. Facts prove that Calnevar pre- 
sents more style—more engineering — more quality! Especially created by 
Calnevar's outstanding craftsmen and designers to “snap-on” existing 15 
inch wheels. Exclusive lock-on device prevents thefts. This brilliant, new 40 
spoke wire wheel cover, with sturdy “Knock-off” type spinner, gives any car 
a new dimension in continental elegance. Don’t be misled by impulsive 
claims! Study the facts, compare the quality! Only in Calnevar Wire Wheel 
Covers will you see such superior styling, fine workmanship and complete 
fidelity to authentic Continental wire wheel reproduction. You can feature 
Calnevar with confidence. 


LIST PRICES 


MODEL X190K with “KNOCK-oFF”... $109.50 


FOR 15” WHEELS SET OF 4 
EL X190 witHouT “KNOCK-OFF”. $99.50 
FOR 15” WHEELS SET OF 4 





Ta Lee 


WASHINGTON BLVI 





Maa CeO 
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in the form of a mandatory de- 
duction clause in the policy. 

The insurance company would 
pay the verdict damages and then 
collect the penalties from the indi- 
vidual. The final stage, Oppen- 
heimer said, would be state refusal 
of driving licenses to those not 
properly insured or who failed to 
pay the penalties. 

He predicted this would lower 
the accident rate by at least 50 


percent. 


500th Graduate 
Pittsburgh Student Finishes 


GM Parts Course 


FLINT. Milton Goldstone, of 
Pittsburgh, is the 500th graduate of 
the General Motors Institute course 
in replacement parts management, 
held at the Flint technical school 
for the past four years. 


In the wholesale and retail auto- 
motive parts business for 15 years, 
Goldstone completed the two-week 
session under sponsorship of Ray 
Weaver Pontiac Co. 

Studies include merchandising, 
display, inventory control and man- 
agement of parts department oper- 
ations. 


~ CALNEVAR OFFERS ANOTHER 
UNMATCHED FEATURE... 
... AT NO EXTRA COST! 
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Used-Car Auction Prices 
Market Trend 


The overall average price of wholesale used cars slid to the second 
lowest point this year last week, according to the Automotive News’ 
used-car index, with a drop to $949. Low point of the year was for the 
week ended Jan. 5, when the average price was $944. 

According to the index, ’52s took the most serious loss—down $106 
for the week. Other losses noted were '49s, down $12, and ’46s, off $4. 
The average price of ’53s, not included in the overall figure, slid off $20. 

The biggest gain was for 48s, which were up $33, The price of ’47s 
and ’50s rose $13, and ’51s were up $7, according to the index. 

Activity also appeared to slip at most of the auctions, as bad weather 
and other factors were reported to have influenced sales. At 11 repre- 
sentative auctions last week, 1,313 units were sold from 2,107 offerings 
for an average of 62 percent. At the same auctions a week earlier, 
1,330 units were sold from 2,037 offerings for an average of 65 percent. 


Prices marked with an * indicate a unit equipped with an automatic 
transmission or overdrive, and (ps) indicates power steering. 


DALLAS, TEX. 


(Southwestern Auto Auction. Sale every 

Wednesday. Prices are for sale of Jan. 28.) 
(Market steady. Prices are good on 

real clean cars. Sold 77 cars out of 139 

offerings.) 

BUICK —’50 Super sedan, $1,420*. ‘46 
conv., $385. 

CHEVROLET—’52 SL Deluxe sedan, $1,- 
675*, $1,510. ’51 SL Deluxe sedan, $1,- 
310, $1,135. ’50 FL Deluxe Sedan, $980, 
905, $855, $1,060. '48 SM sedan, $655, 
$775, $750, $670, $580. °47 FL aerosedan, 
$555, $560. ‘46 SM sedan, $385. '42 
sedan, $120. ’41 sedan, $375, $215, $165. 

CHRYSLER—’49 Windsor sedan, $980. ’46 


Windsor club coupe, $370. '42 N.Y. sedan, 
$115. 
DODGE—’48 Custom sedan, $600. 
FORD—’52 Custom (8) sedan, $1,765*, $1,- 
700*, $2,100*%. °51 Custom (8) sedan, 
$1,250, $1,020; Victoria, $1,500*, ‘50 
Custom (6) sedan, $1,145, $890. ’49 Cus- 
tom (8) sedan, $765, $875*, $610, $820", 
$785. '48 SD (8) sedan, $595, $590, $540. 
'47 Deluxe (8) sedan, $525, $700*. '46 
SD (8) sedan, $465, $365. ‘41 sedan, 
$205, $350. '40 sedan, $130, $160. 
HUDSON—’50 sedan, $785. 
MERCURY—’49 sedan, $700. 
$550. ’41 sedan, $215. 
PACKARD—’47 sedan, $460. 
PLYMOUTH—’53 Belvedere sedan, $2,200. 


‘47 «sedan, 


‘51 Cambridge sedan, $1,400, $1,090. '48 
SD sedan, $555. 
PONTIAC—'47 SL (6) sedan, $495, $455. 


STUDEBAKER —’'51 Champion sedan, $825; 
starliner coupe, $1,020. '42 sedan, $140. 
WILLYS—’50 station wagon, $735. 


FORT WAYNE, IND. 


(Carl Marker’s Auto Auction. Sale every 

| Tuesday. Prices are for sale of Jan. 27.) 

| (Activity up on all late models, Bid- 

ding was brisk. Sold 95 cars out of 

118 offerings.) 

BUICK—’52 Super Riviera sedan, $2,250*. 
’51 Super sedanet, $1,750*. '50 Special 
4-dr., $1,035, $1,100. ‘49 RM_ sedan, 
$935; Super sedanet, $900. ‘47 Super 
2-dr., $600. 

CADILLAC—’52 (62) coupe deVille, $3,- 
750°; 4-dr., $3,600*. °50 (61) 4-dr., $1,- 
800*; (62) 4-dr., $1,680*. '47 (62) 4-dr., 
$880*; conv., $1,000*. 

CHEVROLET—’52 FL Deluxe 2-dr., $1,- 
560; Bel Air, $1,550. '50 Bel Air, $1,- 
280; FL Deluxe 4-dr., $1,035. '49 FL 
Deluxe club coupe, $840; 2-dr., $840. '48 
FL aerosedan, $710. '47 SM 4-dr., $500. 
"46 SM 2-dr., $480. 

DeSOTO—’48 Custom 4-dr., 

FORD—’53 Victoria, $2,305*. 
$1,500; Custom (8) 2-dr., 
170*. '50 Custom (6) 2-dr., $950; Cus- 
tom (8) 4-dr., $990; 2-dr., $1,000, '49 
Custom (8) 2-dr., $725, $835. '47 Deluxe 
club coupe, $440; SD (8) 2-dr., $515. 

KAISER—’51 Henry J 2-dr., $715. ‘48 
4-dr., $200. 

LINCOLN—’52 Cosmopolitan 4-dr., $2,700. 
’47 4-dr., $405. 

MEROCURY—’52 4-dr., $2,015. ‘50 club 
coupe, $970; 4-dr., $1,065. '49 club coupe, 
$800; 2-dr., $920; station wagon, $750. 

NASH—’51 Statesman sedanet, $1,085. 

OLDSMOBILE—’52 (88) 2-dr., $2,200*. '51 
Super (88) 2-dr., $1,600*. 50 (88) 4-dr., 
$1,185; (98) sedanet, $1,255*. °49 (88) 
sedanet, $1,200*; (76) sedanet, $950. 


| 





$690. 
’51 Victoria, 
$1,130, $1,- 


An Unusual 


Profit Opportunity 


Oneida—manufacturer of a complete line 
of bus bodies . . . school and metropolitan 
type . . . has distributorships available in 


choice territories. 


Our present distributors enjoy an excellent 


return on invested capital. 


We offer a complete line. This includes 
school bus bodies that meet or exceed state 
specifications, as well as high quality met- 


ropolitan bus bodies. Both of 


these lines 


are competitively priced. A franchise for 


either or both is available. 


Capital requirements are sensible. Our 
sales agreement gives you distributor pro- 
tection of your investment as well as un- 


usual profits. 


All replies will be held in strict confidence. 


Write or wire: 


BUS DIVISION 


ONEIDA PRODUCTS CORPORATION 
CANASTOTA, NEW YORK 


Average Used-Car Prices 


(Compiled by A 


*Does not include 1953 model prices. 


utomotive News) 
Feb. 1953 
(to date) 
. $2,329 
1,747 
1,353 
1,097 
840 
671 
522 
415 


Jan. 
1953 


$2,349 
1,853 
1,346 
1,084 
852 
638 
509 
419 


Dec. 


Model 1952 


1953... 

1962... 

1951.... 

1950.... 

1949... 

1948 

1947 
Overall 
Average 


$2,011 
1,476 
1,182 
927 
677 
566 
456 

$ 957 


$ 949* $1,042 


(The above figures are averages of used-car auction prices, all 
makes and models, carried regularly in Automotive News.) 


PACKARD—’'51 4-dr., $1,400. '50 4-dr., 
$750. '48 club coupe, $540. 

PLYMOUTH—’51 Cranbrook 4-dr., 
$1,230. '49 SD 4-dr., $750. 

PONTIAC—’52 Catalina, $2,205*. '51 Chief- 
tain (8) sedanet, $1,525*; 2-dr., $1,570*. 
‘50 Chieftain (8) 4-dr., $1,125*; 2-dr., 
$1,050*. '49 Chieftain (8) 4-dr., $1,100*. 
"48 SL (8) 2-dr., $825. 

STUDEBAKER — '51 Commander Land 
Cruiser, $1,300*. ‘50 Commander Land 
Cruiser, $950. '47 Champion 4-dr., $450. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Jan. 28.) 
(Average activity here. Dealers admit 
retail sales are slow. Sold 60 units out 

of 105 offerings.) 
CADILLAC—-’50 2-dr., $2,370*. °49 
(61) 2-dr., $1,590*. '47 4-dr., 
$1,- 


$870. 

CHEVROLET—’51 SL Deluxe 2-dr., 

065, $1,060; 4-dr., $1,095. '47 FL 2-dr., 
$570, $565; SM 2-dr., $490, $365; 4-dr., 
$480. '46 FM 4-dr., $430, $420. '41 SD 
2-dr., $135. 

FORD—’52 Mainline (8) 2-dr., $1,450; $1,- 
440; Custom (8) 4-dr., $1,705*, $1,700*. 
"51 Deluxe (6) 2-dr., $940; Victoria, $1,- 
300*; Custom (8) 4-dr., $1,180*; 2-dr., 
$1,235*, $1,230*, $1,150. '50 Custom (8) 
4-dr., $950, $945; 2-dr., $900; Custom 
(6) 4-dr., $730. '49 Custom (8) 4-dr., 
$510; 2-dr., $710, $705. '47 SD (8) 4-dr., 
690, $525. '46 SD (8) 2-dr., $190. 

LINCOLN—’47 4-dr., $100. 

MERCURY—’51 2-dr., $1,360*, $1,355. '50 
4-dr., $800, $790. °49 4-dr., $725, $720. 

—_— (88) 2-dr., $1,630, $1,- 


PACKARD—’48 4-dr., $510. 

PLYMOUTH—’48 SD 4-dr., $330. 

PONTIAC—’48 SL (6) 4-dr., $695. °'47 
= (8) 2-dr., $700, $695. '39 4-dr., 


$1,215, 


(61) 
$1,600*, 


ALBANY, N. Y. 


(Tim Anspach’s Auto Auction. Sale every 

Monday. Prices are for sale of Jan. 26.) 

(Prices same as last week, with an 

active demand on clean cars. Sold 97 

its out of 117 offerings.) 

BUICK—’52 RM sedan, $2,600*. ‘50 Spe- 
cial sedan, $1,050*, $950, $1,000*; Super 
on $1,460*. ‘48 RM sedan, §$810*, 

80. 

CADILLAC—’51 (62) sedan, $2,900*. ’50 
(62) sedan, $2,535*. '49 (61) sedan, $1,- 
00*. 

CHEVROLET—’53 (150) sedan, $1,700, $1,- 
770; Bel Air, $2,515*. ’°52 SL Deluxe 
sedan, $1,600, $1,675. °51 SL Deluxe 
sedan, $1,160. '50 SL Deluxe sedan, $1,- 
040, $1,060*, $1,135; club coupe, $1,170*; 
Bel Air, $1,300*; sedan delivery, $610; 
SL Special club coupe, $950. °49 SL De- 
luxe sedan, $950; club coupe, $895; FL 
special sedan, $800. °47 FM sedan, $600. 
’41 1%-ton platform, $150. 

CHRYSLER — '50 Windsor Newport, $1,- 
280*; NY sedan, $1,510*. °49 NY club 
coupe, $900*; Windsor sedan, $950*. 

DODGE — ’53 Diplomat, $2,500*, $2,525*, 
$2,560*. ‘50 Coronet sedan, $1,110*. '47 
Custom sedan, $550. 

FORD—’51 Custom (8) sedan, $1,270, $1,- 
175, $1,160*, $1,310*. °50 Custom (6) 
sedan, $1,000. ‘'49 Custom (8) sedan, 
$770, $840*; Deluxe (6) club coupe, $700; 
Custom (8) club coupe, $830. °'47 SD (8) 
sedan, $390; club coupe, $600. '46 SD 
(6) sedan, $400; club coupe, $480. 

FRAZER—’51 sedan, $820*. 

HUDSON—'’51 PM club coupe, $1,035*. ’49 
Super (6) sedan, $840; Commodore (8) 
sedan, $650. 

— Traveler, $1,030*. ‘49 sedan, 
675. 

LINCOLN—’52 sport coupe, $2,900*. '49 
Cosmopolitan sedan, $920*. °47 sedan, 
$410*. 

MERCURY —-'51 sedan, $1,470. ‘50 club 
coupe, $1,060, $1,140*, $1,010. °49 club 
coupe, $650. °48 club coupe, $650. 

NASH—’52 Ambassador sedan, $1,900*. ‘51 
Rambler sedan, $1,040; Statesman sedan, 
$1,190*; Ambassador sedan, $1,120*. °'49 
Ambassador sedan, $695*, $625. 

OLDSMOBILE—’53 (98) sedan, $3,200*. '51 
(88) sedan, $1,630*; (98) sedan, $1,850*, 
$1,775*. °'50 (98) Holiday, $1,510*. '49 
(98) sedan, $1,050*; (88) sedan, $1,110*. 
*48 (98) sedan, $830*. 

PACKARD—’52 (200) sedan, $1,910*. °48 
sedan, $610. 

PLYMOUTH—’52 Cranbrook sedan, $1,480. 
*51 Cambridge sedan, $1,090; Cranbrook 
suburban, $1,500. '48 SD sedan, $675. 

PONTIAC—’53 Chieftain (8) sedan, §$2,- 
700*. ’'52 Chieftain (8) sedan, $2,150*; 
Catalina sedan, $2,250*. ‘51 Chieftain 
(8) conv., $1,560*; sedan, $1,480*. ’50 
SL (6) sedan, $1,080. °47 SL (6) sedan, 


$570. 
WILLYS—’53 Jeep, $1,070. ‘48 Jeep, $420. 
'47 station wagon, $360*. 
MISCELLANEOUS—’49 English Austin se- 
dan, $490. 


VALDOSTA, GA. 


(Tom Hewitt Auto Co. Sale every Fri- 

day. Prices are for sale of Jan. 23.) 
(Sold 189 units out of 285 offerings.) 

BUICK—’53 Super Riviera sedan, $3,140*. 
’52 Super Riviera sedan, $2,200*. ‘51 
RM Riviera sedan, $2,000*; Estate 
Wagon, $1,600*; Special sedan, $1,525. 
’50 RM sedan, $1,150; Special sedan, $1,- 
130, $1,070, $925. '49 Super sedan, $970. 
DILLAC—’52 (62) conv., $4,050*; sedan, 

*51 (62) sedan, $2,850*, 

(62) sedan, 


$2,450*. °49 
$1,650*. °48 (62) sedan, 

$1,200°, 
CHEVROLET—’'53 (210) club coupe, §$2,- 
060*. ‘52 Bel Air, $1,805°; SL Deluxe 
club coupe, $1,700; sedan, $1,660*°, $1,- 


$2,750*. 


610*, $1,595*, $1,560; SL Special sedan, 
$1,550, $1,525, $1,450; %-ton pickup, §$1,- 
025. ’51 Bel Air, $1,425*; SL Deluxe 
sedan, $1,360, $1,300. 

CHRYSLER -— '52 Saratoga, $2,025. 
sedan, $1,250* 
°48 sedan, $700. 

DeSOTO—’51 Custom 4-dr., $1,475* 
Sportsman, $1,425*. 

DODGE—’53 Coronet sedan, $2,280*, $2,- 
200*. ‘50 Meadowbrook sedan, $925. ‘49 
Custom club coupe, $625. °48 Custom 
sedan, $750. °'47 Custom sedan, $525 

FORD—’53 Crestline sedan, $2,250*; conv., 
$2,455*; Victoria, $2,450*; Custom (8) 
sedan, $2,260*. ‘52 conv., $1,850*: Cus- 
tom (8) sedan, $1,750. '51 station wagon, 
$1,395, $1,370; Custom (8) sedan, $1,325, 
$1,250, $1,025; Deluxe (8) sedan, $1,130, 
$1,000. ‘50 Custom (8) sedan, $1,020, 
$950. '49 Custom (8) sedan, $1,000, $950, 
$780, $625. '48 SD (8) club coupe, $675. 
’47 SD (8) sedan, $630, $610, $525, $420. 
’46 SD (8) sedan, $475, $420. 

KAISER—’52 Henry J sedan, $900, $800. 

HUDSON—’52 Hornet club coupe, $1,850. 
’51 Hornet sedan, $1,430. 

LINCOLN—’51 sedan, $1,680°*. 

MERCURY—’52 conv., $2,250*. '51 sedan, 
$2,000*; Monterey, $1,570*, $1,565*; club 
coupe, "50 club coupe, $1,050, 

’49 sedan, $900. 

NASH—’52 Statesman sedan, $1,750. 

OLDSMOBILE—’53 (98) sedan, $3,350*. '52 
(88) Holiday, $2,400*. ’51 (88) sedan, 
$1,800*. '50 (88) sedan, $1,250, $1,240. 
"49 (98) conv., $905. 

PLYMOUTH—’53 Cranbrook sedan, $1,900. 
’52 Cranbrook sedan, $1,535, $1,470. ’51 
Suburban, $1,350; Cambridge club coupe, 
$1,030. ’50 Suburban, $1,150. 

PONTIAC — ’53 Chieftain (8) sedan, §2,- 
625*. ’52 Catalina, $2,250*; Chieftain 
(8) sedan, $1,850*, $1,800*, $1,630. ‘51 
Catalina, $1,820°; Chieftain (8) sedan, 
— $1,580*. ’50 SL (8) sedan, $1,- 


STUDEBAKER—’52 Champion sedan, $1,- 
365, $1,350. °'51 Commander sedan, $1,- 
080. °'50 Champion sedan, $970. ‘47 
Commander sedan, $700. 

WILLYS—’52 station wagon, $1,310, $1,- 
050. °51 station wagon, $975. °49 station 
wagon, $655. °'47 station wagon, $250. 


CLEVELAND 


(O.K. Auto Auction. Sale every Tues- 

day. Prices are for sale of Jan. 27.) 

(Market getting stronger on desirable 
merchandise. Retail reported spotty. Sold 

23 cars out of 53 offerings.) 

BUICK — ’50 RM 4-dr., $1,400*; 
4-dr., $1,135. 

CADILLAC—’49 (62) 4-dr., $1,700*. 
(62) 4-dr., $1,400*. 

CHEVROLET—’51 SL Special 2-dr., $1,075. 
"48 FM 2-dr., $575. 

CHRYSLER—’49 Windsor club coupe, $1,- 
125°. 

DODGE—’51 Coronet 4-dr., $1,230*; Mea- 
dowbrook 4-dr., $1,105*. ‘50 Wayfarer 
2-dr., $875*. 

FORD—’50 Custom (6) 2-dr., $775; Deluxe 
(6) 2-dr., $775. °49 Custom (8) 4-dr., 
$770*. 

FRAZER—’47 4-dr., $300*. 

HUDSON—’47 Commodore (6) club coupe, 
$300. 

KAISER—’51 Traveler, $1,000; 2-dr., $1,- 
035+. 

MERCURY — '50 club coupe, $1,205. 
club coupe, $365. 

OLDSMOBILE—’46 (76) sedanet, $450*. 

PLYMOUTH—’49 station wagon, $930. 
business coupe, $535. 

WILLYS—’52 Aero Lark sedan, $1,280*. 


DYER, IND. 


(Dyer Auto Auction. Sale every Tues- 
day. Prices are for sale of Jan. 27.) 

(Best action in three weeks. Market 

steady to slightly up on clean cars. Rough 
(Continued on Page 45, Col. 1) 
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get nowhere. Sold 120 cars out of 


cars 
190 offerings.) 

BUICK—’53 RM sedan, $3,375*. '52 Super 
Riviera sedan, $2,385*. '51 Special sedan, 
$1,305, Super sedan, $1,765, $1,810*. '50 
RM sedan, $1,000*; Super Riviera sedan, 
$1,515*, $1,335*. °48 Special sedan, $385. 

CADILLAC—’51 (62) sedan, $2,950°*. 

CHEVROLET—’52 %-ton pickup, $1,000. 
‘51 SL Deluxe sedan, $1,125, $1,245, $1,- 
175*, $1,120, $1,215; SL Special sedan, 
$1,000. 50 SL Special sedan, $950. ‘49 
FL Deluxe sedan, $920, $1,020, $810, 
$835. "48 FM sedan, $630, $650. 


CHRYSLER—’53 N.Y. sedan, $3,025*. '51 
Saratoga sedan, $1,690*. °49 Windsor 
sedan, $1,050*, $905. 

DODGE—’51 Coronet sedan, $1,130. ‘49 


Wayfarer sedan, $745. '47 %-ton pickup, 
$400. 

FORD—’'52 Deluxe (8) sedan, $1,520; Vic- 
toria, $1,910*. ‘51 Deluxe (8) sedan, 
$1,020; Custom (8) sedan, $1,295, $1,- 
395°, $1,245. °49 Custom (8) sedan, 
$730, $785, $775. '48 SD (8) sedan, $630. 

FRAZER—’49 Manhattan sedan, $345. 

HUDSON—’50 PM sedan, $795. 

LINCOLN—’47 club coupe, $285. 

MERCURY —’51 sedan, $1,495. 
$1,125. 

NASH—’50 Ambassador sedan, $1,005. 

OLDSMOBILE—’52 (88) Holiday, $2,385*; 


‘50 sedan, 


(98) sedan, $2,430*, $2,200*. ‘S50 (88) 
Std., $1,250; (98) sedan, $1,335, $1,- 
295. ’49 (98) sedan, $935, $915. 


PLYMOUTH—’51 Cambridge sedan, $1,050. 
‘*50 SD sedan, $970, $885; suburban, 
$1,035. '49 SD sedan, $795, $625. 

PONTIAC—’52 Catalina, $2,335*. ’51 Cata- 
lina, $1,835*, $1,830*; Chieftain (8) 
sedan, $1,515. °49 SL (8) sedan, §$1,- 
045*, $890. '48 SL (8) sedan, $755, $435. 

STUDEBAKER — '51 Commander sedan, 
$1,205. '50 Champion sedan, $705. '48 
Land Cruiser sedan, $690. 

WILLYS—’50 station wagon, $790. 


MANHEIM, PA. 


(Manheim Auto Sales & Auction Co. Sale 
every Friday. 
23.) 

(Sold 100 units out of 175 offerings.) 
BUICK—’53 Super Riviera sedan, $2,870*. 

"51 Special 2-dr., $1,475*. ‘'50 Special 

4-dr., $1,190, $1,185*; Super sedan, $1,- 

070*. °47 Super conv., $470. 
CADILLAC—’52 (62) 4-dr., $3,810*. ‘51 

(60) 4-dr., $3,070*; (62) 4-dr., $3,000*, 

$2,675*. °49 (62) 4-dr., $1,725*, $1,710*. 

CHEVROLET—’52 SL Deluxe 2-dr., $1,- 
720*. ‘'51 station wagon, $1,510*; Bel 
Air, $1,475*; FL Deluxe 2-dr., $1,230*. 
’50 SL Deluxe 2-dr., $955. °49 SL De- 
luxe 2-dr., $875. '47 SM club coupe, $620. 

CHRYSLER — ’51 Windsor 4-dr., $1,560*. 
°50 Windsor 4-dr., $1,250*. °49 Windsor 
club coupe, $1,315*. °48 NY club coupe, 
$860. '47 Windsor 4-dr., $800. 

DeSOTO—’52 Fire Dome (8) 4-dr., $2,100*; 
Custom 4-dr., $1,760*. °47 Custom 4-dr., 
$740. 

DODGE—’53 Diplomat, 
4-dr., $2,390*, $2,340*. 
’49 Meadowbrook sedan, $960. 

FORD—’53 Custom (8) 4-dr., $2,110*. ‘52 
Custom (8) 2-dr., $1,735*; Mainline (6) 


$2,600*; Coronet 


4-dr., $1,480. ’51 Deluxe (6) 2-dr., $1,- 
130. °50 Custom (8) 2-dr., $995. ‘49 
Custom (8) 2-dr., $830. °46 SD (8) club 
coupe, $540. 

HUDSON—’49 Super (6) 4-dr., $670. 

KAISER — '51 4-dr., $1,065". ‘50 4-dr., 
$780. 

LINCOLN—’51 sedan, $1,775*. 

MERCURY -—— '53 Monterey, $3,125*. ‘52 
2-dr., $1,860. ‘51 4-dr., $1,420*. '50 
club coupe, $1,130*. °49 4-dr., $1,055*. 

NASH—’52 Rambler sedan, $1,320*. ’51 
Rambler station wagon, $1,110; conv., 
$975. °49 (600) 4-dr., $705. 

OLDSMOBILE—’53 (98) 4-dr., $3,460*. °52 
(98) 4-dr., $2,600*. °51 (98) Holiday, 
$2,020*; 4-dr., $1,870*. ‘50 (98) 2-dr., 
$1,345*. °47 (78) 2-dr., $580*. 

PACKARD—’51 4-dr., $1,420*. ‘48 4-dr., 
$590. 


PLYMOUTH—’52 Cambridge 4-dr., $1,440. 
’51 Suburban, $1,475; Savoy, $1,475. °50 
SD 4-dr., $1,175; Concord 2-dr., $830. 

PONTIAC—’52 Chieftain (8) 4-dr., $1,970*; 
SL (8) 2-dr., $1,490. °51 Chieftain (8) 
4-dr., $1,610*. °49 SL (8) 4-dr., $1,080. 
‘48 Chieftain (6) 2-dr., $675*; SL (8) 
2-dr., $570. 

STUDEBAKER—’51 Champion 2-dr., $895*, 
$810. °50 Commander 4-dr., $760. ‘49 
Land Cruiser 2-dr., $620. '48 Commander 
4-dr., $525. 

WILLYS—’52 Aero Lark 2-dr., $1,260. '48 
station wagon, $675. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale every Wed- 

nesday. Prices are for sale of Jan. 28.) 

(Market firm with demand up. Sold 

75 cars out of 110 offerings.) 

BUICK—’50 Super sedan, $1,340*. ‘49 RM 
sedan, $930*; Super sedan, $1,035*. °47 
RM sedan, $520. 

CADILLAC—’52 (62) conv., $4,150". 

CHEVROLET—’51 SL Deluxe sedan, $1,- 
120; SL Special sedan, $1,140, $1,130. 
'50 FL Special sedan, $965. ’47 FL sedan, 
$485. °46 FM sedan, $530, $475, $425. 

CHRYSLER—’48 Windsor conv., $675*. 

DeSOTO—’51 Custom Carryall, $1,495*. '50 
Custom sedan, $1,025*. '49 Custom sedan, 
$885*. ’47 Deluxe sedan, $665. '39 sedan, 


$115. 
DODGE—’51 Wayfarer sedan, $1,170. '47 
Deluxe sedan, $530. 
FORD—’52 Country Squire, $2,150". 
Custom (6) sedan, $1,210; Deluxe (6) 
sedan, $965, $950. ‘50 Custom (8) sedan, 
$860. '49 Custom (8) sedan, $800, $785, 
$770, $760. °47 SD (6) sedan, $320, $180. 
— Virginian, $1,550*. '51 sedan, 
LINCOLN—’49 sedan, $755. 
MEROURY—’51 sedan, $1,440, $1,425. ’50 
sedan, $1,185. ‘49 sedan, $870, $560, 
$825, $810, $800, $790, $770. '47 sedan, 
$575. ‘46 sedan, $510. 
NASH—’50 Statesman sedan, $770. 
OLDSMOBILE — '51 (98) sedan, $1,730", 
$1,720*, $1,675*; (88) sedan, $1,660*, 
ss.ce", $1,625". ‘50 (88) Holiday, $1,- 


PACKARD—’47 sedan, $400. 

PLYMOUTH—’52 Cambridge sedan, $1,410. 
51 Cranbrook sedan, $1,190. ‘48 SD 
sedan, $720. 

PONTIAC—’53 Chieftain (8) Catalina, $3,- 
100*, °52 Chieftain (8) sedan, $2,050°. 
‘51 Chieftain (8) sedan, $1,545*. °49 
Chieftain (8) sedan, $895. ‘48 SL (8) 
sedan, $785°. ‘41 sedan, $150. 


51 


Prices are for sale of Jan. 


51 pickup, $800. | 
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| 
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115; SL Deluxe 4-dr., $1,125; FL Deluxe 
2-dr., $1,105*, $1,105; %-ton pickup, 
$845. 

CHRYSLER—’51 Saratoga 4-dr., $1,790*; 
Windsor 4-dr., $1,620*. '50 Windsor 4-dr., 





$1,470*; club coupe, $1,355*; NY 4-dr., 
$1,275*. ‘49 NY 4-dr., $1,090*; Windsor 

4-dr., $1,040*, $1,030*. 
STUDEBAKE 420 ; 3 > 6), DeSOTO—’53 Fire Dome (8) 4-dr., $2,905*, 
47 Chetnnen sedan gubion sedan, $620. | “"s2.900*; Sportsman, $2,845*. "50 Deluxe 

} club coupe, $1,280* 

2 Nw . < | DODGE—’52 Coronet club coupe, $1,650*. 
LOS ANGELES ‘51 Coronet 4-dr., $1,235*; %-ton pickup, 
(Los Angeles Auto Auction. Sale every $820. ‘49 station wagon, $995*; Mea- 

Tuesday and Thursday Prices are for dowbrook 4-dr., $800* 
sales of Jan. 22, 27.) FORD—'53 Victoria, $2,690*, $2,660*, $2,- 
(Consignments were largest ever. Mar- 655*, $2,635*, $2,555; ranch wagon, §2,- 
ket steady, prices about the same on | 605*; conv., $2,600*, $2,545*; (6) ranch 
clean units. Sold 317 cars out of 603 wagon, $2,500*; Custom (8) 4-dr., §$2,- 
offerings.) 360*; club coupe, $2,300*. ‘52 Country 
BUICK — '52 RM Riviera 4-dr., $2,430*;| Squire, $2,570°; Victoria, $2,370°, $2,- 
Super Riviera 4-dr., $2,335"; Special| 320°, $2,305", $2,295", $2,195*; conv., 
Riviera 2-dr., $2,285*, $2,195*. ‘51 RM| $2,045°. '51 Victoria, $1,630°, $1,625°, 
Riviera 2-dr., $1,970*; Super Riviera| $1.595*; Country Squire,, $1,625*, $1,530, 
2-dr., $1,900*. '50 Riviera 2-dr., $1,570*: $1,445; conv., $1,480*; Custom (8) club 
RM Riviera 4-dr., $1,410*, $1,315*. °49| Coupe, $1,390*; sedan, $1,315*, $1,300*, 


$1,180*; Custom (6) club coupe, $1,275; 


RM Riviera 2-dr., $1,455*; S s ’ 
r., $ uper sedanet, | Teiuxe (8) 2-dr., $1,035; %-ton pickup, 





980* ; I . Pi 

CADELEAG — "bn Covpe dsVille, $4,415*; | $955. °50 Crestline sedan, $1,345°; Cus- 
conv., $4,325*, $4,200*; (62) 4-dr., $4,- tom (8) sedan, $1,270*, $1,200*; Deluxe 
000°, $3,900*,’ $3,695*: club coupe, a (8) 4-dr., $1,185*; Deluxe (6) 2-dr., $1,- 
970*. °51 (60) 4-dr., $3,445*; (62) club 000; Custom (6) 4-dr., $945; 1%-ton pick- 
coupe, $3,275*. '50 (61) club coupe, $3,- up, $780. 49 Custom (8) 4-dr., $955, 
160*, $2,815*; (60) 4-dr., $3,095*; Coupe | $885*, $870*. 
deVille, $3,015*; (62) 4-dr., $2,675*, $2,- | FRAZER—’47 4-dr., $385. 

665*, $2,645*, $2,480*. '49 (62) club| HUDSON—’51 Hornet 4-dr., $1,640*, $1,- 
coune, $2,150*%, $2,050*; 4-dr., $1,895*, 625*, $1,555*. ‘50 PM 2-dr., $990. °49 
$1,760*, $1,725*; (61) club coupe, $1,- PM 4-dr., $710. 

845*. ‘48 conv., $1,720*; (62) 4-dr., | KAISER—'51 sedan, $1,345*, $1,240*, $1,- 
$1,405". 155*. 

CHEVROLET—'52 Bel Air, $2,025*. ‘51 | LINCOLN—'52 Capri conv., $3,410; club 
conv., $1,490*;; SL Special club coupe, coupe, $3,300*. ‘51 4-dr., $1,680*. ‘'50 
$1,410, $1,190; SL Deluxe club coupe, club coupe, $1,605*; 4-dr., $1,445*, $1,- 
$1,400*; FL Deluxe 2-dr., $1,355*; %-ton 325*. °'49 chub coupe, $1,100*. 
pickup, $1,080, $995; Suburban, $1,000. | MERCURY—'53 Monterey, $2,930*; 2-dr., 

$2,650*. ‘52 Monterey, $2,570*; sports 


'50 Bel Air, $1,400; conv., $1,280*, $1,- 





Why leading diesel 
engine builders say— 


ts Auvolator 


for Full-Flow! 


® Full-flow rates within practical filter dimen- 
sions: Purolator’s famous ‘‘accordion-pleated”’ 
Micronic* filter element has up to ten times more 
filtering area than old-style filters— gives high flow 
rates in a minimum of space. 


® Ultra-micronic filtration: High flow rates are, 
of course, meaningless unless effective filtration is 
maintained, too. Electron micrographs prove that 
the Purolator Micronic filter stops particles down 
to submicrons— .0000039 in.! 


® Maximum dirt storage capacity: The pleated de- 
sign of the Micronic filter element provides many 
times more dirt storage space than old-style filters. 
This important advantage means uniform, efficient 
performance and a lengthy service life. 


® Minimum pressure drop: The Purolator Micronic 
filter element introduces a remarkably small pres- 
sure drop in the lubricating system . . . permitting 
pumps of practical size and simple type. 


®@ Will not remove or absorb additives: With 
Purolator Micronic filtration, you keep all the oil 
quality you pay for. The Micronic filter element 
will not strip additives . . . an important advantage 
with HD and heat-resistant oils 


Modern engines with full-flow lube systems . . . which 
filter all the oil at each pass through the engine . . . de- 
mand the best in filters. And most leading makers of 
diesel engines and vehicles agree that the best is 
Purolator* . . . a fact proved over and over by their own 
impartial tests. 

The story’s the same with gasoline engines, too! The 
world’s best known producers of passenger cars, trucks, 
tractors, earth-moving equipment, and _ stationary 
engines have found Purolators best . . . and install them 
as standard factory equipment. 


If you are contemplating new designs or modifications 
of existing ones, remember . . . there’s a well-engineered 
and use-tested Purolator for any filter application, in- 
cluding fuel oil, gasoline, hydraulic fluid, and water. Write 
for the Purolator catalog issued for your special field. 
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coupe, $2,380*, $2,290*; sedan, $2,210*, | BUTOK—’52 Riviera sedan, $2,200*. ‘50 


$2,195*, $2,085*. ‘51 club coupe, $1,585", 
$1,550*; 4-dr., $1,530. ‘50 club coupe, 
$1,410, $1,350*; 4-dr., $1,375*. ‘49 club 
coupe, $1,190*, $1,060". 

NASH—’'52 Rambler conv., 
Rambier station wagon, 
$1,100. 


OLDSMOBILE—’53 (98) Holiday, $3,750*; 


$1,375". ‘51 
$1,210*; conv., 


4-dr., $3,550*. ‘52 Super (88) Holiday, 
$2,670"; (98) sedan, $2,615*, $2,300*. ’51 
(98) Holiday, $2,175*; 4-dr., $1,910*; 
(88) 2-dr., $1,445*. ‘50 (88) Holiday, 
$1,885*; club coupe, $1,375*, $1,230*; 
2-dr., $1,315*, $1,300*; club sedan, §$1,- 
235*. %°49 (98) 4-dr.. $1,235*, $1,015°*; 
(88) 4-dr., $945*. 

PACKARD—’52 (200) 4-dr., $2,155*. ‘51 
(200) 4-dr., $1,530*, $1,500*. 

PLYMOUTH—'52 Suburban, $1,775; Cam- 


bridge club sedan, $1,505, $1,400. ‘51 
Suburban, $1,550, $1,495; Belvedere, $1,- 
395; Cranbrook club coupe, $1,270, $1,- 
310; 4-dr., $1,220. °50 Suburban, $1,185; 


SD 4-dr., $1,070; Deluxe club coupe, 
$970. 

PONTIAC—’53 Chieftain (8) 4-dr., $2,765*. 
*52 Catalina, $2,430*, $2,345*. °51 Chief- 
tain (8) 4-dr., $1,605*; SL (8) 4-dr., 
$1,445. °50 Catalma, $1,710*; Chieftain 


(8) club coupe, $1,250*; conv., $1,245*; 
4-dr., $1,030*. 

STUDEBAKER — '52 Champion Starliner, 
$1,630*; Commander (8) club coupe, $1,- 
460*. '51 Commander (8) 4-dr., $1,285*. 
‘50 Champion 4-dr., $920*. 


PHILADELPHIA 


(H. B. Robinson Auto Sales & Auction. 


Sale every Tuesday and Thursday. Prices 
are for sales of Jan. 22, 27.) 
(Prices steady to $20 lower. Larger 


number of cars offered, and buyers were 
very active. Sold 169 cars out of 221 
offerings.) 








Special sedan, $1,095, $1,070. '48 RM 
sedan, $675, $610; Super sedan, $555. '47 
RM sedan, $560, $240; Super conv., $610; 
Special sedan, $600. 
CADILLAC—’52 conv., 
sedan, $1,850°. 
CHEVROLET—’52 SL Deluxe sedan, $1,- 
650, $1,640, $1,610, 2 at $1,580, 2 at 
$1,570, $1,540, $1,500; SL Special sedan, 
$1,500, $1,480, $1,470, $1,465, $1,450, 
$1,410, $1,400. 51 SL Deluxe sedan, $1,- 
400, $1,350, $1,300, $1,290, $1,260, $1,- 
240, $1,230, $1,220; FL Deluxe sedan, 
$1,280. '50 Bel Air, $1,335; FL Special 
sedan, $1,010, $900; %-ton panel, $705. 
49 SL Deluxe sedan, $950, $935; SL 
Special sedan, $850, $790, $930; FL 
aerosedan, $575. ‘47 FM club coupe, $610, 
$590; SM sedan, $550. ‘46 FM sedan, 
$430; SM sedan, $200. ‘42 SM sedan, 
$150. '39 MD sedan, $215. 
CHRYSLER—'49 Saratoga sedan, 
"48 NY sedan, $875. 
DeSOTO—’'51 Deluxe sedan, $1,370. '50 
Deluxe special coupe, $1,160. '49 Deluxe 
sedan, $940. '48 Deluxe sedan, $630. '46 
Custom sedan, $505. 


$4,025°. '49 (62) 


$1,110. 


DODGE—’51 Coronet sedan, $1,175. °'48 
Custom sedan, $700. 
FORD—’'52 Custom (8) sedan, §$1,780*; 


Mainline (8) sedan, $1,500, $1,465, $1,- 
435, 2 at $1,420, 2 at $1,395, 2 at $1,- 
390, $1,320; Mainline (6) sedan, $1,440. 
’51 Victoria, $1,620*; Custom (8) sedan, 
$1,170; Deluxe (8) sedan, $1,060, 2 at 
$1,050, $900. '50 Deluxe (8) sedan, $950; 
tractor, $500. ‘49 Custom (8) sedan, 
$870, $825, $650. °46 SD (6) sedan, $380. 
’41 SD (8) sedan, $200. 

HUDSON—’48 sedan, $500. 

KAISER—'48 sedan, $260. 

LINCOLN—'49 Cosmopolitan sedan, $410. 

MEROORY — '50 sedan, $1,055. °'49 club 


(Continued on Page 46, Col. 3) 








Purolator Micronic Filters in a typical Diesel full- 
flow installation. Although the Purolator Micronic 
filter elements measure only 4% in. by 9 in., each one 
filters 9 gallons of oil per minute, giving a total of 27 
g-p.m. for the complete filter unit. 


PUROLATOR PRODUCTS, INC. . 
Rahway, New Jersey, and Toronto, Ontario, Canada 
Factory Branch Offices: Chicago, Detroit, Los Angeles 


*Reg. U.S. Pat. Off. 


PURSLATOR 


MICRONIC OIL FILTER 











46 
in charge of mechanical labora-| 
tories in Chrysler’s engineering di- 


DeSoto, Plymouth | 
vision. Anderson was assistant 


Engineers Named | body engineer in the same division. | 


DETROIT. — Appointment of A.| 


E. Kimberly as chief engineer of ° ° 

DeSoto ond Robert Anderson as Rep. Bailey in 2nd Term 
chief engineer of Plymouth has| Paul L. Bailey, dealership sales 
been announced by James C. Zeder,| manager of Huntington, is serving 
director of engineering and re-|his second term as a member of 
search of Chrysler Corp. the Indiana House of Representa- 





Kimberly had been staff engineer | tives. 
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Used-Car Auction Prices 


(Continued from Page 45) 


coupe, $1,030 '48 sedan, $610 "47 
conv., $525. 

NASH-~’51 Ambassador sedan, $825 

OLDSMOBILE "50 (98) sedan, $1,225". 
’49 (98) sedan, $1,060*; club coupe, $910; 
(88) sedan, $1,010*. '48 (76) sedan, 
$670. ‘47 (98) sedan, $485; (66) sedan 
$515. 


PLYMOUTH 
’52 Cranbrook sedan, 
sedan, $1,475, 2 at $1,430, 2 at $1,410, 
2 at $1,400, $1,360, $1,350, $1,345, $1,- 
330, $1,320, $1,315, $1,310, $1,305, $1,300, 
$1,295, $1,290, $1,285. ‘51 Belvedere, $1,- 
450; Cranbrook sedan, $1,125; Cambridge 
sedan, $1,140, 2 at $1,100, $1,080, $1,070, 
$1,060, 2 at $1,050, $1,040, $1,035. '50 
SD sedan, $1,090. ‘49 SD sedan, $770; 
Deluxe sedan, $900. '48 SD sedan, $700, 


’53 Cranbrook coupe, $1,960 
$1,460; Cambridge 


$595. °47 SD sedan, $560; Deluxe sedan, 
$510. '46 SD sedan, $510. 
PONTIAC—'51 Chieftain (8) sedan, §1,- 
685*. ‘50 Chieftain (6) sedan, $1,210. 
'49 conv., $1,100; Chieftain (8) sedan, 
$950. °47 Torpedo (8) sedan, $515. 


STUDEBAKER—’51 Champion sedan, 2 at 
$1,010. °49 Champion sedan, $680. ‘48 
Land Cruiser sedan, $630. °42 Champion 
sedan, $165. 


EBENSBURG, PA. 


(Ebensburg Auto Auction. Sale every 
Thursday. Prices are for sale of Jan. 29.) 
(Prices and demand strong. Blizzard 
kept consignments low. Sold 37 units out 
of 52 offerings.) 
BUICK—’42 Special 4-dr., $200. 
CADILLAC—'51 (62) 4-dr., $2,775°*. 
(61) 4-dr., $200. 
CHEVROLET—’52 SL Deluxe 4-dr., $1,385. 
‘50 FL Deluxe 2-dr., $1,060, $1,055". °49 
FL Deluxe 2-dr., $920; SL Special 2-dr., 


42 


$800. '48 FM club coupe, $700. ‘41 MD 
2-dr., $255. 
CHRYSLER—’'49 Windsor 4-dr., $1,075. '46 


Royal 4-dr., $415. 


DeSOTO—'49 Custom 4-dr., $990. 


DODGE—’52 %-ton pickup, $1,025. 

FORD—’51 Custom (8) 4-dr., $1,325*, $1,- 
300*. °49 Custom (8) conv., $860; 4-dr., 
$800. °47 SD (8) club coupe, $350. 

FRAZER—'47 4-dr., $230. 

KAISER—’51 Deluxe 4-dr., $1,060*. ‘47 
Special 4-dr., $210. 

LINCOLN—’47 4-dr., $400*. ‘39 Zephyr 
coupe, $200. 

MERCURY—'47 4-dr., $575. 

NASH—’50 Ambassador 4-dr., $780*. '49 


(600) 2-dr., $650. 
OLDSMOBILE—’47 (66) sedanet, $605*. 
PLYMOUTH ’51 Cambridge club coupe, 


$1,085. '48 SD 4-dr., $810. 
PONTIAC—'49 Chieftain (8) 4-dr., $890*. 
STUDEBAKER—-'50 Champion 4-dr., $820*; 
Commander (8) 2-dr., $800*. °49 1%-ton 
stake, $460. 

WILLYS—’'47 Jeep, $500. 
HORSEHEADS, N. Y. 
(Horseheads Auto Auction. Sale every 
Friday. Prices are for sale of Jan. 30.) 


BUICK—’50 Super 2-dr., $1,160, $1,305*, 
$1,210*. °49 Super 2-dr., $1,010*. ‘'48 
Super 2-dr., $595. ‘47 RM 2-dr., $515. 

CADILLAC—’49 (60) 4-dr., $1,850*. 

CHEVROLET—’52 SL Deluxe 4-dr., $1,495. 
*51 SL Deluxe 2-dr., $1,230, $1,225. ‘50 
SL Deluxe 2-dr., $1,135, $1,110; Bel Air, 


$1,135. ‘49 SL Deluxe 4-dr., $895, $920, 
$800. °48 SM club coupe, $630. '47 SM 
sedan, $480. 

DeSOTO—’48 Deluxe 4-dr., $580. °46 Cus- 
tom 4-dr., $465. 

DODGE—’51 Wayfarer 2-dr., $1,220*. °50 
Wayfarer 2-dr., $880. ‘49 Custom club 
coupe, $790. ‘48 Custom 4-dr., $800, 
$580. °46 Custom 4-dr., $385. 

FORD—’51 Custom (6) 2-dr., $1,125. °46 


SD (8) business coupe, $295; %-ton pick- 
up, $230. 
HUDSON—’'52 Wasp 4-dr., $1,450. 


MERCURY — '50 4-dr., $1,195. °49 club 
coupe, $890, $855. 

NASH—’50 (600) 4-dr., $865*. °49 (600) 
4-dr., $685*; 2-dr., $750. 

OLDSMOBILE—’50 (88) 4-dr., $1,225*. °47 


(98) 4-dr., $500*. °46 (76) 4-dr., $335. 
PACKARD — ’'50 (200) 2-dr., $670. ‘46 
Clipper (8) 2-dr., $340. 
PLYMOUTH—’52 Cambridge 4-dr., $1,515*. 
’51 Cambridge 2-dr., $1,045, $1,100. ‘49 
Deluxe 4-dr., $855. °48 Deluxe 4-dr., 
$340. ‘46 Deluxe 4-dr., $495; business 
coupe, $470. 
PONTIAC—’52 SL (6) 4-dr., $1,885. 
STUDEBAKER—’50 Commander (8) 4-dr., 


$970*. °47 Champion 4-dr., $495. 
WILLYS—’47 Jeep, $350. 
MOORHEAD, MINN. 
(Tri-State Auto Auction. Sale every 
Thursday. Prices are for sale of Jan. 29.) 


(Sold 35 units out of 70 offerings.) 
BUICK—’51 Super Riviera sedan, $1,550". 
CADILLAC—’49 (61) 4-dr., $1,780*. 
CHEVROLET—’'51 FL Deluxe 2-dr., $1,- 

000*; SL Deluxe 4-dr., $1,200*. ‘49 SL 
Deluxe 4-dr., $840. 

CHRYSLER—’48 Windsor Highlander, $600. 

DODGE—’49 2-dr., $685. 

FORD—’51 Deluxe (8) 4-dr., $1,035. ‘50 
Deluxe (8) 2-dr., $910; Custom (8) 2-dr., 
$1,005. ‘49 Custom (8) 4-dr., $810; De- 
luxe (8) 2-dr., $805; Custom (6) 4-dr., 
$755. °'47 SD (8) 2-dr., $385; %-ton 
pickup, $450. ‘46 SD (8) 4-dr., $360; 
2-dr., $405. 

KAISER—'51 2-dr., $835. 

LINCOLN—’51 sedan, $1,580*. 

MERCURY—’50 club coupe, $1,095. 

NASH—’49 (600) 2-dr., $650*. 

PLYMOUTH—'52 Cranbrook 4-dr., $1,435. 
’51 Cambridge club coupe, $1,010; 4-dr., 
$1,105. °49 SD 4-dr., $850. 

PONTIAC—'46 Torpedo (6) 2-dr., $355. 

STUDEBAKER—’51 Champion 4-dr., $940*. 

WILLYS—’'49 station wagon, $640. 


MASON CITY, IA. 


(Lapiner Auction Co. Sale every Wed- 
nesday. Prices are for sale of Jan. 28.) 

(Exceptionally large consignment of 
late model cars. Prices steady on newer 
models, older models slightly off. Sold 
104 cars out of 173 offerings.) 
BUICK—’50 Super 4-dr., $1,060*. ‘49 RM 

4-dr., $895*. 
(62) $4,- 
$3,950". 4-dr., 


Coupe deVille, 
"47 (62) 


CADILLAC—’52 
150°; 4-dr., 
$925*. 

CHEVROLET—’53 (210) 4-dr., $2,050. ‘52 
SL Special 2-dr., $1,300; SL Deluxe 
4-dr., $1,550*. ‘51 SL Deluxe 4-dr., $1,- 
355*, $1,320*, $1,250*, $1,145; SL Special 
2-dr., $1,060. ‘50 Bel Air, $1,245; SL 
Deluxe 2-dr., $1,050, $1,000. ‘49 SL De- 











luxe 4-dr., $850 ‘48 FL aerosedan, 
$675. °'46 FM 2-dr., $465 
CHRYSLER—'51 Saratoga 4-dr., $1,685*; 
Royal 4-dr., $780* 
DODGE—’48 Custom club coupe, $605. ‘47 
Custom 4-dr., $600. 


FORD—’53 Mainline (8) 4-dr., $1,885*. '52 
Custom (8) 2-dr., $1,685* "51 Victoria, 
$1,550*; Custom (8S) 2-dr., $1,075. - 50 
Deluxe (6) 2-dr., $760*; Custom (8) 
2-dr., $1,020*. ‘49 Deluxe (8) 4-dr., 
740*, $705, $660. ‘48 Deluxe (8) 2-dr., 
$545. 

KAISER—’51 4-dr., $970. 

MERCURY—’51 2-dr., $1,525*, $1,510*. '50 
2-dr., $1,050*. ‘49 2-dr., $950*. 


NASH—’49 Ambassador 4-dr., $710*. 

PLYMOUTH ’53 Cranbrook club coupe, 
$1,850. '52 Cambridge club coupe, $1,300. 
‘50 Deluxe 4-dr., $970, $960, $895. '49 
Suburban, $1,000; club coupe, $785. 

PONTIAC—’53 Chieftain (8) 2-dr., $2,600*; 
Catalina, $2,775*. '52 Chieftain (8) 4-dr., 
$1,850*, $1,805*. °50 station wagon, $1,- 
390*; Catalina, $1,510*. ’49 Chieftain (8) 


4-dr., $995*. 

STUDEBAKER—’50 Champion 4-dr., $895", 
$775*. 

WILLYS—’49 %-ton pickup, $495. 


DENVER 


(Denver Auto Auction, Sale every Tues- 

day. Prices are for sale of Jan. 27.) 

(Prices holding strong on clean units, 
but rough cars are almost impossible to 
move, Sold 285 cars out of 410 offer- 
ings.) 

BUICK—’53 Special Riviera sedan, $2,630. 
‘52 Super Riviera sedan, $2,300*, $2,400*; 
Special sedan, $1,815*, $1,875*. '51 RM 
sedan, $1,610*, $1,650*, $1,700*. ‘50 Su- 
per sedan, $1,025, $1,065*, $1,100*, $1,- 
155, $1,255*, $1,310*. °47 Super sedan, 
$390, $400, $530, $575. 

CADILLAC—’52 (62) sedan, $3,815*, $3,- 
905*, $4,000*. °51 (60) sedan, $3,015*; 
(62) sedan, $2,825*. ‘49 (62) sedan, $1,- 
710*, $1,740*, $1,815*, $2,040*. °47 (62) 
sedan, $905*. 


CHEVROLET—’53 Bel Air, $2,210, $2,280, 
$2,310, $2,345; (210) sedan, $2,050, $2,- 
115; (150) sedan, $1,850; Suburban, $1,- 
725; %-ton pickup, $1,490, $1,500; %-ton 


pickup, $1,400, $1,410, $1,415, $1,420, 
$1,425, $1,475. °52 FL Deluxe sedan, 
$1,440, $1,465, $1,655, $1,695. °51 Bel 
Air, $1,510; FL Deluxe sedan, $1,210, 


$1,225, $1,230, $1,265, $1,270, $1,305, $1,- 
350, $1,360. ’50 FL Deluxe sedan, $910, 
$985, $1,030, $1,055. °49 SL Deluxe se- 
dan, $900, $915, $920, $940. °48 FL aero- 








sedan, $685, $730. ‘47 SM sedan, $600, 
$605, $680, $630. 
CHRYSLER—'53 NY sedan, $3,195*; Wind- 


sor sedan, $2,795*. ‘51 Windsor sedan, 
$1,595*, $1,620*, $1,625*, $1,635*, $1,- 
660*, $1,665*, $1,675*. ‘50 Windsor se- 
dan, $1,350*, $1,400*%. ‘49 NY sedan, 
$905*. °48 Windsor sedan, $820*. ‘47 
Windsor sedan, $640*. 
DODGE—’53 Suburban, $2,355*. '51 Coro- 


net sedan, $1,180*, $1,200". 
sedan, $755*. 


’49 Coronet 


FORD — '53 Victoria, $2,500*, $2,550*: 
ranch wagon, $2,495*, $2,500*: conv 
$2,350, $2,390*, $2,445*; Custom (8) se- 
dan, $1,610*, $1,695*, $2,050*; %-ton 
pickup, $1,350. ’52 Victoria, $2,090", 
$2,095*, $2,100*, $2,175*, $2,275*; Cus 
tom (8) sedan, $1,710, $1,725*, $1,790, 
$1,800*, $1,830*%; %-ton pickup, $1,410 


$1,450, $1,535. °51 Victoria, $1,445*, $1 
530, $1,570*, $1,620*; Custom (8) sedan 


$1,290*, $1,300*, $1,310*, $1,320*, $1,- 
340*, $1,405*. ‘50 Custom (8) sedan 
$955, $965, $970, $995, $1,110*. ‘49 Cus 


tom (8) sedan, $910*. '48 SD (8) sedan 
$435, $540, $545, $610, $685, $705. 


HUDSON—’51 Hornet sedan, $1,550*; Com 
modore (8) sedan, $1,285*, $1,300*, $1, 
325*. °'50 PM sedan, $735, $825. ‘'49 
Super (6) sedan, $600. 

LINCOLN — '53 Cosmopolitan sedan, $3, 
615*. ‘'52 Cosmopolitan sedan, $2,755* 


’50 sedan, $1,495*. 


MERCURY—’53 sedan, $2,580*. °52 Mon 
terey sedan, $2,155*, $2,175*, $2,235*, 
$2,280*, $2,580*. ‘51 sedan, $1,635*, $1, 
640*, $1,645*. ‘50 sedan, $1,130*, $1,- 
165*, $1,310*, $1,345*. °49 sedan, $810 
$825, $870, $880, $945*, $1,000*. 


OLDSMOBILE — ’53 (98) sedan, $3,550* 
"52 (98) Holiday, $3,100*; sedan, $2, 
310*, $2,345*, $2,350*, $2,390*, $2,410*, 
$2,610*, $2,700*.| ‘51° (98) sedan, $1, 
720*, $1,725*, $1,800*, $1,860*. °49 (88) 
sedan, $895*, $910*, $995*, $1,095*, §$1,- 
190*. 

PLYMOUTH—’53 Suburban, $2,105; Cran- 
brook sedan, $1,880, $1,900. °52 Belve- 
dere, $1,505*; Cambridge sedan, $1,380. 
51 Suburban, $1,470. ‘°'50 SD _ sedan, 
$990, $1,010, $1,075. °49 SD sedan, $800, 
$810, $820, $880, $995. 


PONTIAC—’53 Catalina, $2,850*, $2,890*, 
$2,930*, $2,940*; Chieftain (8) sedan, 
$2,420*, $2,425*, $2,535*, $2,580*, $2,- 


595*, $2,650*, $2,655*. °52 Catalina, $2,- 
050*, $2,165*, $2,290*; Chieftain (8) se- 


dan, $1,745*, $1,850*, $1,865*, $2,035*. 
’51 Catalina, $1,845*; Chieftain (8) se- 
dan, $1,310*, $1,365*, $1,450*, $1,505, 


$1,550*. ’°50 Chieftain (8) sedan, $1,300*. 
’49 Chieftain (8) sedan, $800, $815, $830, 
$890*, $900, $970*, $1,015*. 

STUDEBAKER—’51 Commander (8) sedan, 
$1,045*, $1,060, $1,120*. °50 Champion 
sedan, $895*. '49 Champion sedan, $765*. 

WILLYS—’53 pickup, $1,695, $1,700. ‘50 
Jeep, $595. °49 pickup, $365, $540. 





Automotive 
ales Manager 


Excellent opportunity with rapidly expanding 
sales organization. Must have wide and varied 


automotive experience at both wholesale and retail 
levels, with central office executive management 
ability, plus the “know how” to initiate, develop 
and supervise aggressive sales development pro- 
grams nationally and locally. Position requires 
extensive travelling, contacting nationwide dis- 
tributor and dealer organization. Previous back- 
ground must show a proven record of successful 
sales, sales management and executive capacity 
and ability in automotive field, together with in- 
stallation and execution of productive sales man- 
agement programs and policies. All replies 
confidential. Give full particulars in reply. 


Box AN-390, Automotive News, 
Detroit 26, Mich. 














THE EXTRA-COMFORT SEAT CUSHIONING 
IN THE NATION'S LEADING CARS 
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Auto News and Gossip from the Continent. . . 


Old Models Share New Features | 


By George L. Glaser 

Special to Automotive News 
eee Germany.—Owners 
of Germany’s popular Volks- 
wagen have been spared the worry 
that introduction of a new model 
would make their older cars obso- 

lete. 

All the new features and im- 
provements offered on VW’s latest 
model can be incorporated in the 
older types. The new car was de- 
signed with this thought in mind, 
as promised earlier by Dr. Nord- 
hoff, General Motors-trained gen- 
eral manager of the Volkswagen 
Works. 


It wasn’t easy to keep this 
promise. In the face of space 
limitations, a new transmission 
had to be designed, with three 
of the four speeds synchronized. 
With the help of ZF transmis- 
sion producers, a solution was 
found. 


Other features of the new Volks- 
wagen include no-draft windows, 
a redesigned dashboard, low-pres- 
sure tires, improved bumpers and 
guards, a new carburetor and bet- 
ter insulation against noise. 

The export model, priced the 
same as last year, carries all of the 
new items while the standard job, 





Small but Oh, My!— 


This is the new model being manufac- 
tured by Gutbrod, of Plochingen, near 


Stuttgart, Germany. Together with the 
Bosch firm, Gutbrod has developed what 
is described as 
injector unit. 


a foolproof gasoline- 
An engine equipped with 
this device, instead of a carburetor, de- 
livers four more horsepower, for a total 
of 30. Among changes in the body design, 
the gas tank has been relocated and a 
draft-deflecting been 
added. The spare wheel, housed in its 


side window has 


own compartment in the rear of the car, 
now can be removed from the outside. 


with prices down 5 percent, has 
only some of them. 
x a * 


Idea for Night Safety 


T= German _ sponsorship, 
tests are being held in an effort 
to eliminate one of the hazards of 
night driving. 


This is the brief but dangerous 
period when two vehicles are ap- 
proaching each other and their 
lights are dimmed. Until they can 
switch back to bright lights, both 
drivers have a difficult time mak- 
ing out what lies directly ahead 
of them. 


Under a proposed solution, a ve- 
hicle—say a truck—could throw a 





Idea from Rails— 


In the exploded view above is shown 
(black parts) the eccentric drive used by 
the German motorcycle firm, NSU, to 
transmit power from crankshaft to over- 
head camshaft without complicated gear 
train or chain drive. The arrangement has 
been common for years in the drive 
wheels of steam locomotives. 


|beam of light backward from its; production model, with the differ-| 
left front fender at the same time|ential mounted on a rear frame 
that it dimmed its headlights. Thus,| member and two half-axles coil 


an oncoming motorist would have| sprung. The suspension is similar | 


the road in front of him lighted up. | to that used earlier on a Dodge 


* x * 


Borgward Gets Race Team 


| house-to-house delivery truck. 


* * * 


Boars, of Bremen in West| New Camshaft Drive 


Germany, has entered bigtime 
racing competition in an effort to 
cash in on the promotional value 
of sports victories. 


The firm has created its own 
racing team, which will drive a 
low-slung sport model that utilizes 
some units from the production 
model, 

The racing model features a 
welded tubular frame, liberally 
drilled for weight reduction, The 
engine is a modified version of 
the 1.5-liter, four-cylinder produc- 
tion job, with two overhead cam- 
shafts. The left section of the 
radiator forms an oil cooler. 

All four wheels are independ- 
ently suspended, as on the latest 











aw: 


EST Germany’s largest motor- 
cycle firm, NSU, has come up 


| with a revolutionary idea for trans- 
mission of power to an overhead 


camshaft—revolutionary, at least, 
in its application to internal com- 
bustion engines. 

NSU’s latest model, the Max, bor- 
rows the eccentric drive common 
for years to steam locomotives. It 
thus avoids the complex gear trains 
or heavily damped chain drives 
which have made overhead cam- 
shafts impractical for any but rac- 
ing or sports cars in the past. 

NSU places a two-journal ec- 
centric drive unit behind the 


timing gear, which reduces speed | power to a similar pair of upper 


e 


- 
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Volkswagen Keeps a Promise— 

All new features of this Volkswagen can be incorporated in earlier models, thus 
keeping a promise that previous buyers would not find their cars outmoded. Internal 
features are not visible here, but to be seen are the new no-draft windows, improved 
bumpers and guards, and low-pressure tires. Prices have remained unchanged, with 
export models featuring the complete list of improvements, Volkswagen officials said. 


journals which rotate the cam- 

shaft. 

The journals are 90 degrees 
(Continued on Page 54, Col. 4) 


by one-half. Two narrow “con- 
necting rods,” driven by the two 
narrow lower journals, transmit 











WEAVER WHEEL 
ALIGNMENT OUTFITS 


in choice of 3 “packages” starting at less than $9759 


WAY wheel alignment system is the 
wea complete method for checking 
wheel alignment. It is endorsed 
F rnanufacurers and service Shops 






NEW!...W4J-120 Deluxe ‘Floor Level’’ ALIGN- 
MENT OUTFIT is ideal for the busy shop where 
floor space is limited. It consists of: 1 ‘Floor 
Type’ Alignment Rack, 2 ‘“3-Way’ Alignment 
Gauges, 1 Tru-Way Toe Gauge, | Pair Turning 
Radius Gauges, 1 Portable Wheel Alignment 
Tester, 1 Knee-Action Caliper, 1 Knee-Action Cam- 
ber Correction Outfit, 2 Front End Service Jacks, 
1 Safety Lift Stand, 1 Special Tool Board. 


Act now to cash in on the rapidly growing need for wheel alignment 
service by equipping with a Weaver Wheel Alignment Outfit. Then 
any mechanic in your shop can check and correct camber, king pin 
inclination, caster, turning radius, and toe...faster, easier, and more 
accurately than ever before. 

It takes no big investment, either, to establish your own wheel align- 
ment department, for these Weaver Outfits are priced surprisingly 
low. You pay for no useless “ballyhoo” or “fancy glitter’. They are 
designed for use back-in-the-shop where mechanics can work without 
distraction. 

To “merchandise” your facilities, a Weaver Wheel Alignment Tester 
can be placed “up front” to catch the eye of your customers and pro- 
mote wheel alignment service. 


NEW!...WJ-115 DeLuxe “Rack Type” ALIGNMENT OUTFIT (Illus- 
trated above) is for both checking and correcting wheel alignment. 
All measurements, including toe, are made from the spindle, thus 
avoiding errors due to crooked wheels and rims. Car is perfectly level- 
ed on the rack and held at a convenient working height. WJ-115 Out- 
fit includes: 1 DeLuxe Alignment Rack, 2 “3-Way” Alignment Gauges, 
1 Tru-Way Toe Gauge, 1 Pair Turning Radius Gauges, 1 Portable 
Wheel Alignment Tester, 1 Knee-Action Caliper, 1 Knee-Action Cam- 
ber Correction Outfit, 2 Front End Service Jacks, 1 Service Jack 
Stand, 1 Safety Lift Stand, 1 Drive on Mirror, 1 Tool Display Board. 









NEW!.. 


.WJ-125 *‘On-the-floor’’ 
CHECKING OUTFIT is the minimum package for 
the complete checking of wheel alignment. Cor- 
rection tools may be added piece-by-piece as 


ALIGNMENT 


needs demand. Outfit consists of: 2 ‘'3-Way’’ 
Alignment Gauges, 1 Tru-Way Toe Gauge, 1 Pair 
Turning Radius Gauges, 1 Portable Wheel Align- 
ment Tester. 


For details consult your Weaver jobber or write us for Bulletin AN-486 


SERVICE SHOP EQUIPMENT 


WEAVER MANUFACTURING CO., SPRINGFIELD, ILL., U.S. A. 
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SPECIAL 
atta Bolles 


Tool Display Board for K-F Dealers— 


This special-tools board is one of two being offered to Kaiser-Frazer dealers by the 
factory. It is the No. KF-148, designed to hold all essential service tools other than 
those used for Hydra-Matic. The boord is 96 inches by 48 inches and is made of 
tempered masonite, with a hard plastic finish laminated to the top surface, the factory 
says. Each hook slips into a punched hole and automatically locks in place. A set of 


metal tool name clips also is furnished. 


Ist Shows Lure Crowds 


Power-Minded Public Turns Out in Baltimore, 
Syracuse, St. Louis and Buffalo 


(Continued from Page 2) 


area dealers—were convinced that 
they had the greatest success of 
all time on their hands. 

* * * 


S A sidelight, reported orders 
taken during the GM Mo- 
torama in New York’s Waldorf- 
Astoria totaled more than $600,000. 


Eastern observers considered the 
showing as a sound indication that 
area sales were slated to move 
along nicely in the early portion of 
the year. More than 40,000 persons 
attended the show each day, GM 
reported. 

Meanwhile, the number of 
shows scheduled for the 1953 
selling season climbed to 36 with 
the announcement that three 
more dealer associations would 
hold theirs in March. 


In Anderson, S. C., the Anderson 
Automobile Dealers Assn. will hold 
its 1953 show Feb. 26-28 in the 
Anderson City Auditorium. 

Columbia City (Ind.) auto dealers, 
cooperating with their Chamber of 
Commerce, will sponsor the first 
automobile show ever held in the 
city March 27-29, in the new 4-H 
Bldg. at the fair grounds. Free 
entertainment is scheduled each 
day. 
The first show in Hutchinson, 
Kans., since World War II is slated 
for the Hutchinson Arena March 
7-8 by the Hutchinson Automobile 
Dealers Assn. 

7 * ® 
WAUKEE’S show got under 
way Saturday (Feb. 7) and 
will continue through Friday. 
General chairman Edward C. Wehe 
said, on the eve of opening: 

“While any estimate on attend- 
ance would be predicated on 
sheer guess, from the interest of 
those around us, we venture a 
prediction that this year’s show 
will outdraw the 1951 show by 
a substantial margin.” 

One of the major accomplish- 
ments of the show was in getting 
it under way at all. From the 
closing of a hardware exhibit in 
Milwaukee’s huge Auditorium 
Blidg., dealers had just 23 hours to 


get all exhibits in place and ready 
to greet the first guests. 
* * oa 


OMMITTEE heads to share ma- 

4 jor responsibility for the 1953 
Seattle show, March 7-15 in the 
New Armory, have been named by 
Henry Rahe, Pontiac dealer who is 
president of the Seattle Automobile 
Dealers Assn. 


Rahe and Dale Huling (Chrys- 
ler-Plymouth), association vice- 
president, will be members-at- 
large of all show committees. 
Richard A. Smith (Ford) will 
head the general committee. 


Co-Chairmen of the operating 
committees are: Finance and 
operations, John Riach (Oldsmo- 
bile) and Lee Moran (Lincoln-Mer- 
cury); advertising and publicity, 
Robert B. Dunn (Pontiac) and W. 
G. Powell (Dodge - Plymouth); 
decorations, Frank L. Hawkins 
(DeSoto-Plymouth) and L. E. Bel- 
court (Studebaker); entertainment, 
A. W. Hauck (Lincoln-Mercury) 
and T. Dayton Davies (Chevrolet); 
space and rules, Harry D. Baker 
jr. (Nash) and Deane D. Howard 
(Ford). 

Major apportionments for the 
$30,000 operating budget are: Ad- 
vertising, $10,000; entertainment, 
$5,500; decorations, $5,000; payroll, 
$4,000; rental, $3,245, and lighting, 
$1,500. 

oe * 7 
Y/CRD- PICTURES of the coming 
Chicago show, March 14-22 in 
the International Amphitheater, 
are still coming from the Windy 
City. 

Phrases such as “eye-catching 
—motordom’s major event—gala 
inaugural—creative genius” and 
others help set the stage for a 
prediction that more than a half 
million visitors will see the ex- 
hibits during the show’s nine-day 
run. 

The exhibit of each of 19 car 
makes and nine truck lines will 
provide separate shows in them- 
selves, with special models, ani- 
mated units, and factory lecturers. 


ONE OF DETROIT'S LEADING 
FORD DEALERS 


requires the services of an experienced 
TRUCK SALES MANAGER 


An exceptional opportunity for the right man 
SALARY and LIBERAL BONUS 


Give complete business history and salary expected 
All Replies Strictly Confidential 


Box AN-410, c/o Automotive News, Detroit 26, Mich. 


Dealer Council, 


| 
Oldsmobile Scan | hl 


Market Outlook 


LANSING. Dealers from 21 
states gathered here last week for 
a meeting of the Oldsmobile dealer 
council. 

The 24 council members met with 
J. F. Wolfram, general manager, 
and G. R. Jones, general sales man- 
ager, to discuss the business out- 
look for 1953 and to study the 
potential market for such optional 
equipment as air conditioning, 
power steering, power brakes and 
the automatic headlight dimmer. 

The following dealers are repre- 
sented on the council: 

Lawrence J. Thibaut, East Cam- 
bridge, Mass.; Charles W. Bradley, 
of Bradley Olds-Cadillac, Inc., Nor- 
walk, Conn.; George H. Wise, Leba- 
non, Pa.; W. J. Kilkins, of Norfolk 
Motor Co., Inc., Norfolk, Va.; Ray 
Wengender, of Fincher Motors, Inc., 
Rochester, N. Y.; J. A. Dishman, of 
Tri-City Olds Co., Inc., Louisville; 
J. W. Barber, of Barber Motors, 
Inc., Cleveland Heights; A. P. Wag- 
ner, of Wagner Oldsmobile, Inc., 
Detroit. 

John R. Runner, of Runner Olds- 
mobile, Inc., Somerset, Pa.; M. P. 
Tomlinson, of M. P. Tomlinson Co., 
Lakeland, Fla.; J. F. Timmons, of 
Pate-Dawson Motor Co., Inc., Golds- 
boro, N. C.; G. T. Williams, of 
Jackson Motors, Inc., Jackson, 
Tenn.; Lawrence P. Faul, of Faul 
Oldsmobile Co., Inc., Oak Park, IIL; 
Warren J. McEleney, of McEleney 
Motors, Inc., Clinton, Ia.; Glenn L. 
Humphrey, of Humphrey Cadillac- 
Olds Co., Rockford, Ill.; G. A. Gra- 
ham, of Midwest Motors, Winona, 
Minn. 

James W. Mueller, of Mueller 
Oldsmobile, Inc., St. Louis; J. M. 
Cavender jr., of General Oldsmobile 
Co., San Antonio; Everett Herrick, 
of Herrick Motor Co., Inc., Spring- 
field, Mo.; W. L. McCulloch, of 
Smith-McCulloch Motor Co., Ard- 
more, Okla.; Ken Garff, of Ken 
Garff Co., Salt Lake City; Russell 
G. McLean, of McLean Motor Co., 
Santa Ana, Calif.; H. S. Bray, of 
Bray Motor Co., Redwood City, 
Calif.. and Earl Morley, of Earl 
Morley Motors, Hillsboro, Ore. 


Colbert Discounts 
Predictions of 


Slump This Year 


SEATTLE.—Businessmen expect- 
ing a business decline in the second 
half of this year are “a minority 

of pessimists,” L. 

L. (Tex) Colbert, 

president of 

Chrysler Corp., 

told Seattle busi- 

ness leaders and 

Chrysler dealers. 

Colbert said his 

company had 

“high optimism“ 

for the national 

: economy and the 

ec Gomest general business 
— , scene in 1953. 

He said he was certain that every 
businessman in America would 
agree with him “that we should 
definitely end the (Korean) con- 
flict at the earliest opportunity and 
not even consider what effect, if 
any, would ever be on the economy 
of this nation.” 


Colbert told Chrysler dealers that 
Chrysler “was most definitely and 
emphatically not in a race for 
horsepower in the automotive field” 
and that the company first had an 
obligation of safety and economy to 
present in its new cars and engines. 


Youngstown Assn. 


Elects Heindel 


YOUNGSTOWN, O.—Members of 
the Youngstown Automobile Mer- 


chants Assn. have elected Dan 
Heindel jr., of D. A. Heindel 
(Buick), as president for 1953. 

Other executive officers include 
R. J. Hanna, first vice-president, 
Wick Motors (Lincoln-Mercury); 
Wayne Barrett, second vice-presi- 
dent, Barrett Cadillac, and Karl W. 
Armbrecht, of Armbrecht Motor 
Truck Sales (GMC), _ secretary- 
treasurer. 

Trustees include Heindel, Hanna, 
Barrett, Armbrecht and E. A. Mo- 
lenske, Trinity Motors (Hudson). 





| Crow, 


Boston Pontiac Dealers Plan Open House— 

Pontiac dealers of greater Boston met recently to plan their annual open house on 
Washington's birthday. Seated (from left) are J. Mark Kolligian, secretary of the group, 
Somerville; Daniel F. Pierre, president, Beverly; John Hosmer, Medford; Hugo Separini, 
director, Newton Centre; Charles N. Kane, treasurer, Boston, and Earl Dunham, Need- 
ham. Standing are M. B. Lawrence, East Milton; Robert E. Longpre, Arlington; John W. 
Perry jr., Waltham; Frank Battles jr., director, Newton; Walter H. Van Dyke, Peabody; 
George L. Olson, Malden; Samuel L. Baer, Melrose; Albert F. Lane, Stoneham; Charles 
D. Farmer, Salem; Edward Nahigian, Cambridge; Richard F. Long, Wellesley; George 
W. Dodge, Danvers; Sanford Purinton, East Weymouth, and C. W. Newhouse, Everett. 





Obituaries... 


Early Auto Newsman, 
Mel Adams, Dies 


By Jack Weed 


CHICAGO.—Melvin J. Adams, 64, 
AvuTomoTiveE News editorial repre- 
sentative since its early days died 

last Tuesday at 
Michael Reese 
Hospital here fol- 
lowing a_ short 
illness. 

An old-timer in 
the automotive 
industry, Mr. 
Adams handled 
publicity on the 
original EMF, the 
Chalmers and the 
Saxon among 
early makes. He 

started his journalistic career fol- 
lowing graduation from the Uni- 
versity of Chicago in 1909, going 
with the Chicago Daily News for 
whom he had been campus corre- 
spondent for several years. 

His first connection in the auto- 
mobile business was with the Sea- 
man Agency which handled EMF 
advertising. He later went to De- 
troit with the Carl M. Green Co. 
where he handled Chalmers and 
Saxon. 

Mr. Adams was associated with 
Walter Birmingham for 35 years 
in handling the publicity of the 
Chicago Auto Shows, was publicity 
director of the Chicago Auto Trade 
Assn. for more than 20 years, a di- 
rector of the Publicity Club of 
Chicago, of the Orphans Auto Day 
Assn. and a member of Sigma Delta 
Chi, a journalistic fraternity. 

* + *~ 
Harry J. Ulrich 

PATERSON, N. J.—Harry J. Ulrich, 54, 
treasurer of Brogan Cadillac-Oldsmobile 
Co. and manager of the firm’s Ridgewood 
branch, died Jan. 28 at his home. Mr. 
Ulrich had been suffering from a_ heart 
condition for some time. He was a past 
president of the Passaic County Automobile 
Dealers Assn. 

as * * 
J. Clifford Ware 

COVINGTON, Ky.—J. Clifford Ware, 63, 
president of Covington Buick Co. for the 
last 35 years, died Jan. 28 in St. Eliza- 
beth Hospital here after a brief illness. 
Mr. Ware was a director of the Kentucky 
Automobile Dealers Assn. 

as * + 
Milton E. Bonnell Sr. 

DALTON, Ga.—Milton E. Bonnell sr., 
service manager of Lambert Motor Co. 
from 1934 to 1951 and later associated 
in the same capacity with Burnett-Jones 
Motor Co., died Jan. 30 in Piedmont 
Hospital, Atlanta. At the time of his 


death, he was owner of Dalton Body Shop. 
* * * 


Earl O. Crow 
EUREKA SPRINGS, Ark. — 
56, owner of a Ford 
here, died at his home Jan. 26. 

* * * 

Thomas Hutson 
NEWPORT, Ark.—Thomas Hutson, 72, 
who established his Ford dealership here 
in 1914, died in a local hospital Jan. 28. 

* * 


* 
Joseph G. LeBlanc Jr. 

NEW IBERIA, La.—Joseph G. LeBlanc 
jr., 75, co-founder of the local Ford dealer- 
ship, died in a hospital Jan. 27. Mr. Le- 
Blanc was in the automobile business 
even before he and Henry Broussaed re- 
ceived the Ford franchise in 1914. 

* * * 
William Grote 

CINCINNATI,—William Grote, 85, chair- 
man of the board of Grote Mfg. Co. and 
Grotelite Co., died Jan. 16. Mr. Grote 
was considered a pioneer in the produc- 
tion of injected-moided plastics in Amer- 


Earl O. 
dealership 


ica, having brought the process and the 
first hand-operated machine from Europe 
in 1922. He was credited also with build- 
ing the first automatic plastic injection 
molding machine in this country. The 
companies which he headed produce plastic 
lenses, reflectors, automotive lamps and 
safety lighting devices. 

* * + 


Arthur DeForest Barnes 
CARBONDALE, Pa. — Arthur DeForest 
Barnes, 95, retired automobile dealer, died 
at his home Jan. 28. He operated a 
Dodge-Plymouth dealership in Herrick Cen- 
ter for many years. 
* + ~ 


Vernon C. Genn 
DETROIT.—Vernon C. Genn, 59, general 
sales manager of the Detroit diesel engine 
division of General Motors, died Jan. 30. 
He joined GM in 1920, became sales pro- 
motion manager for Chevrolet in 1927. 
served in various countries for the GM 
overseas operations division and was pro- 

moted to his last post in 1941. 

* * * 


Robert C. Pulliam 

COLUMBIA, S. C.—Robert C. Pulliam, 
55, president of Wilson Motor Co. and 
Pulliam Parts Co., died Jan. 30 after a 
heart attack. His parts firm is the au- 
thorized Ford engine-rebuilding concern for 
South Carolina. Pulliam served on the 
Motor Vehicle Dealers Industry Advisory 
Committee of the War Production Board 
during World War II. 
* o * 


Frank Sidney Dorlon 
LAKELAND, Fla.—Frank Sidney Dorlon, 
60, died Jan. 27. A retired auto dealer, 
he had lived in Lakeland for 10 years, 
coming here from Freeport, N. Y. 
+ * + 


Mrs. Anna Alcock Pike 
BUFFALO.—Mrs. Anna Alcock Pike, 73, 
onetime office manager and treasurer of 
the old Edward H. Baker Co., auto dis- 
tributing firm here, died Jan. 25. 
* * * 


Cecil F. Hennis Sr. 
MT. AIRY, N. C.—Cecil F Hennis sr., 
67, pioneer dealer here, died Jan. 31. 
* a ° 
Edward J. Schroeder 
SAGINAW, Mich.—Edward J. Schroeder, 
auto dealer here, died after a long illness 
at the age of 60. Prominent in civic affairs, 
he had just celebrated his 35th anniversary 
as an auto dealer. 
* * * 
T. H. Strunk 
GREENVILLE, Tex.—T. H. Strunk, 85. 
Greenville’s first automobile owner, and a 
prominent businessman and property owner, 
died here recently. Mr. Strunk came to 
Greenville in 1895. Soon after his arrival. 
he purchased the first self-propelled vehicle 
to be operated on the streets of this city- 
a one-seated, single-cylinder machine. After 
motor vehicles became popular, Strunk be 
came a dealer. 
* 7 
Stuart Bumpass 
ASHLAND, Va.—Stuart Bumpass, head 
of the sales department of J. N. Luck 
Motor Co. here, died Jan. 31 at his home 


Oil Deposit F ound 


In Saskatchewan 


NEW YORK.—Tide Water Asso- 
ciated Oil Co. has announced dis- 
covery of an oil field in eastern 
Saskatchewan, Canada. 

The new discovery, near the town 
of Forget, produced clean 29.5 grav- 
ity oil at the rate of 3,600 barrels 
per day in a test, Tide Water said. 

The well is located on a portion 
of the 9 million acres being ex- 
plored jointly by Tide Water, as 
operator; Ohio Oil Co.; Atlantic 
Refining Co., and Columbian Car- 
bon Co. 

The new well appears to be the 
largest to date in Saskatchewan. 
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Overall Average Off $8 . . . 


U. C. Price Index Slips; 
Relief Seen in March 


(Continued from Page 1) 


nies are taking a dimmer view of|sylvania auction held down con- 


requests for low - down - payment - 
long - time - to- pay terms. 
* + * 


| 


| 


7,XPERIENCED dealers will be- 


4 gin to pull out the old bag of 
tricks, and polish them up for re- 
newed use. 

Both franchised and independ- 
ent used-car dealers, it is re- 
ported, are putting emphasis on 
used-car merchandising. While 
some used-car dealers are begin- 
ning to fall by the wayside, others 
are advertising heavily on used 
cars and enlarging sales forces. 

Long credit terms are advertised 
where possible, but Memphis, Tenn., 
and Detroit report that finance 
companies are tightening down on 
credit terms. Repossessions are 
reported higher in at least two 
areas—Detroit and Sedalia, Mo. 

New-car dealers in St. Louis are 
concerned over the high production 
aims of the manufacturers. They 
feel, it is reported, that a 6,000,000- 
unit year will require the sale of 
more used cars than the market 
has ever absorbed in any previous 
year. 

* * + 

T. LOUIS dealers also said that 

the wholesale buyer had appar- 
ently vanished. What few they see 
are offering “distress prices” for 
cars, and dealers are still refusing 
to move them at such a sacrifice. 

Only one area reported that 
used-car sales were up during the 
week. At Lawrence, Kans., deal- 
ers say business is good. One 
dealer said he had sold more used 
cars in December than in any 
previous month last year. Farm- 
ers, in spite of reduced buying 
power, are said to be active on 
the used-car market. Only the 
market for new trucks is said to 
be slow there. 

Reports from auction operators 
last week said that prices on late 
model cars were steady in most 
eases, but slightly down on older 
cars. H. B. Robinson, at Phila- 
delphia, said that prices were 
steady to $20 lower. 

J = * 
T ALL of the auctions except 

Ebensburg. Pa., consignments 


were up. A blizzard at the Penn- 


DeSoto Dealers 
Confer with 
Factory Chiefs 


DETROIT. — The national panel 
of the DeSoto-Plymouth factory 
dealer conference met here last 
week for its first business session 
of 1953. 

L. I. Woolson, DeSoto president, 
said that the conference is com- 
posed of delegates from each of 
DeSoto’s sales regions throughout 
the country. 

During the two-day session here, 
conference members met with fac- 
tory representatives of Chrysler 
Corp. and Plymouth, as well as 
with DeSoto executives. 

The dealer group included: 

E. J. Arnstine, of E. J. Arnstine 
Co., Syracuse; E. J. Brodell, Brodell 
Motors, Inc., Cincinnati; C. C. 
Freed, Freed Motor Co., Inc., Salt 
Lake City; D. M. Herrick, Herrick 
Motors, Inc., Los Angeles; Paul 
W. Jones, Galen & Jones Motor Co., 
McKeesport, Pa., and Wilson T. 
Kirksey, Kirksey Motors, Inc., 
Birmingham, Ala. 

N. J. Koppy, Koppy Motors, Inc., 
St. Paul; James A. Meador, Wright 
Motor Corp., Roanoke, Va.; Harold 
Medow, Modern Motors, Inc., South 
Bend; Nelson Mintz, Nelson K. 
Mintz, Great Kills, N. Y.; Tom 
Murphy, Hub Motor Co., Lubbock, 
Tex., and G. R. Perkins, Perkins 
Motor Co., Colorado Springs, Colo. 

B. H. Roberts, West End Motors, 
Inc., St. Louis; Ray L. Schappe, 
Schappe Motors, Inc., Madison, 
Wis.; Sidney Stallings, Foster Mo- 
tor Co., Greenville, Miss.; W. L. 
Stone, Penn-Stone Motor Co., Inc., 
Muskogee, Okla.; L. S. Snyder, 
Warner Motors, Harrisburg, Pa., 
and Frank H. Wing, Lawton Wing 
Co., Boston, 








signments, G. W. Bixler said. 
Mason City, Ia.; Los Angeles, 
and Philadelphia reported near- 
record number of cars consigned. 
Automotive News’ index supported 
this apparent trend, showing that 
2,107 cars were offered at 11 auc- 
tions last week—a near record. 
At the same time, the index 








Industry Study on Detroit Auto Show Ready— 


When Detroit's Mayor Albert E. Cobo returned from a vacation, a report was waiting 


showed that the sales ratio was off | for him on the possibility of national auto shows and major auto trade exhibits for the 


3 percentage points. Last week’s 
ratio of 62 percent was the lowest 
for the year except for the first 
week, when only 58 percent of the 


Convention Hall exhibits building to be constructed in the Motor City. From left are 
James Lee, a partner in Ivy Lee & T. J. Ross, public relations counsel to Chrysler Corp.; 
Seldon Duame, president of Detroit Trust Co. and chairman of the advisory committee 
on the exhibits building, and Fred Black, public relations director of Nash-Kelvinator. 





cars offered were sold. 
* * + 
STUDY of the index over the 
last four weeks shows that ’50 
and ’51 cars have been the most 
stable, as far as price is concerned. 
Older models are uncertain, rang- 
ing upward or downward as much 
as $60 over the period, and ’52s 


appear to be an exaggerated needle- 
indicator of the market. 

Last week, °’52s dropped off 
$106; the week before that they 
rose $32; for the week ending 
Jan. 24, they dropped $17, and a 
week before that, rose $23. 

Prices have dropped off on ’53s 


sood 


names 


as they trickled into the auctions, 
but took a comparatively mild drop 
of $20 last week to stand at $2,329. 
As the less expensive cars showed 
up, the average price of '53s leveled 
off. Only two ’53 models have yet 
to bow at the blocks—Studebaker 
and Nash Rambler. 
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For genuine quality and coverage, the group 
of lines your NAPA Jobber stocks cannot be 
surpassed. Many of these NAPA lines are widely 
used as original equipment. All are produced by 
manufacturers known and respected throughout 
the industry. And combined with this depend- 
able, uniform standard of quality, your NAPA 
Jobber is equipped to offer you exceptional serv- 
ice. Even rarely used, “emergency” numbers he 
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|Maryland Dealers 


Reelect Talbott 
President for 753 


BALTIMORE. — Foster Talbott 
was reelected president of the 
Maryland Automobile Trade Assn. 
at the group’s yearly meeting here. 

Also -named were Robert B. 
Fleigh, vice-president; Fred H. 
Onnen, secretary-treasurer, and J. 
Cavendish Darrell, general man- 
ager. 

Elected to the group’s board of 
directors were Foster Fenton, 
Thomas O’Donnell and Sidney Zell, 
all of Baltimore, and William Toad- 
vine, of Salisbury. 

After the meeting, the organiza- 
tion was host to legislators and 
Gov. Theodore R. McKeldin at a 
banquet. 

Also present were M. R. Darling- 
ton jr., managing director of the 
Inter-Industry Highway Safety 
Committee; Charles Farrington, as- 
sistant to the president of NADA, 
and Thomas Mudd, state motor ve- 
hicle commissioner. 


The AUTOMOTIVE NEWS ALMANAC is 
a year-long friend. Use it often for statis- 
tics, buyer information and personne! data. 
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can put in your hands in record time... by draw- 
ing on factory-type master stocks in the nearby 
NAPA Warehouse. This unbeatable NAPA com- 
bination of quality-coverage-service is yours in 
any purchase you make from your NAPA Jobber. 
Wouldn’t it pay you to concentrate your parts 


business with him? 


NATIONAL AUTOMOTIVE PARTS ASSOCIATION - 


Sor genuine quality « genuine service 


Your N-A-P-A Jobber 
is a good man to know! 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Salem, Ore. | 
The closing of the logging and | 
mill industry during the past 
month, coupled with the usually 
high water, has slowed up car sales 
in the Willamette Valley of Oregon. 
Used-car lots in Salem and Eu- 
gene, largest inland centers, are 
packed with stock, and there is 
little likelihood of extensive sales 
during the next two months, deal- 
ers say. 
Even new-car dealers have con- 
centrated on moving used cars.— 


(F. K. Haskell.) 
. 6 ®@ 


Cleveland 


A strong new-car market con- 
tinues to be evidenced in greater 
Cleveland. According to Leonard 
Fuerst, clerk of courts, new-car 
sales for the week ended Jan. 18 
were the best for the year, amount- 
ing to 1,307, or more than 200 better 
than the previous week. 

Used-car sales totaled 1,142. In 
the truck field, there was an 
unusual movement in new units, 
with 106 sales reported for the 
week, biggest so far this year. 
There were 63 used trucks sold. 

Good weather and new-car show- 


ings were credited for the “main- 
tained interest.” In some instances, 
low inventories are said to be hold- 
ing back sales. 

Independents still are gaining 
strength in the car market. Al- 
though Chevrolet, Ford, Plymouth 
and Dodge continue to pace the 
field, in that order. Nash chalked 
up total 1952 sales of 1,768, or 
about 90 over a year ago. Foreign 
cars also are climbing in the list- 
ing, with 1952 sales reported at 185, 
double the 1951 figure.—(Dorothy 
Macey.) 


* * * 


Pittsburgh 


Business in the Pittsburgh dis- 
trict showed a further advance last 
week, according to the bureau of 
business research of the University 
of Pittsburgh. New-car registra- 
tions were said to be up appreci- 
ably. 

Freight shipments were down a 
little, but the gains in industrial 
production and in the volume of 
trade more than offset the drop. 

The Pittsburgh steel ingot rate 
rose to 107 percent of the rated 
capacity as of Jan. 1, the highest 
rate reported in recent months. 
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Custom-Tailored 
De Luxe 


ARI REST 
COVERS 


CUSTOM MADE 


IN SIZES TO FIT 
MOST POPULAR CARS! 





Acclaimed everywhere os the finest and best-fitting 
arm rest covers made! They're custom tailored and 
guoronteed to fit as snug as the original upholstery 
— without tocking or nailing! Made of HEAVY- 
WEIGHT Boltoflex with o full length zipper closure. 


CHOICE OF S CAR-INTERIOR 
MATCHING COLORS: — 
Bive, Brown, Green, 
Grey or Maroon 
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graphed counter 
cards also available 
® 
USED AND SPECIFIED AS 
AN ORIGINAL REPLACE 
MENT PART BY LEADING 
CAR FACTORIES 






Order through your Jobber or 
direct. List prices shown subject 
to usual deoler discount. Write 
for cotalog ond cor guide. 


SILVER VOGUE AUTO SEAT COVER CO. 6713 Fifth Avenue + Brooklyn 20, N Y 
LARGEST MANUFACTURERS OF ARM REST COVERS IN THE WORLD! 
See the Silver Vogue Line at NADA Booth 147 












DISTRIBUTOR CONTACT MAN WANTED 


A nationally known manufacturer of Hydraulic Dump Units is developing a 
distributor expansion program and requires the services of an experienced 
distributor contact man. This man may now be connected with a truck factory 
zone office or selling allied equipment through distributors. The job requires 
extensive traveling throughout the United States. The man selected will report 


to the sales manager and will be expected to work with the District Sales 
Offices in the expansion of a hard hitting, productive distributor sales organi- 
zation. He will headquarter at the factory located in a large, Mid-Western 
city. Please reply by letter stating age, educational background, experience 
and present salary bracket. 


Address: Box AN-370, c/o Automotive News, Detroit 26, Michigan 








Bituminous coal production in- 
creased for the third consecutive 
week, but electric power output 
was a shade lower. Department 
store sales reflected a counter- 


seasonal rise. 
* * * 


Toronto 

The used-car market in the To- 
ronto area, in recent months, has 
declined slowly, except for 1942 and 
earlier models, which have dropped 
in price about 50 percent in the 
past year. Few of these earlier 
models are expected to be available 
by summer. 

Stocks of used cars have been 
fairly heavy, and the lack of 
snow in the Toronto area has 
seen more of these in the open 
than is usual in the winter 
months, Also, more cars are ex- 
pected on the market within the 
next month, according to a sur- 
vey of dealers. 

Prices of models from ’48 to ’51 
have dropped about $100 since last 
spring. Many dealers are optimistic 
about a recovery in the coming 

spring, but fear the summer will 
see a sharp drop in prices. Last 
year’s models are selling at dis- 
counts of about 25 percent.— (James 


Montagnes.) 
* * 


Sedalia, Mo. 


While new-car demand here is 
reported high, it is not being given 
full sway because of the reluctance 
of dealers to accept the average 
used-car trade. 

Many used-car inventories are 
high, and dealers expect to have 
to reduce this inventory on a fall- 
ing market. 

All admit that the used car is 

a problem on today’s market. 
Late models are particularly slow. 
Old models sell best because of 
low prices. 

Repossessions are evident, though 
not abnormally high in relation to 
volume, but the amounts at which 
some cars are repossessed sets a 
new pattern. Most repossessions 
are ’38 to ’41 cars brought in for 
balances as small as $45, $60 and 
$75. 

Service business is reported 
normal for the season despite a 
shortage of some parts. Fenders 
and hood panels are mostly in short 
supply with some back orders a 
year old, which slows down com- 
pletion of wreck rebuilds——(L. H. 
Houck.) 


* * * 


Massachusetts 

The economic outlook for Massa- 
chusetts in 1953 is “good,” predicts 
Donald Gilmore, of the Federal 
Reserve Bank at Boston. 

“The state’s future depends on 
its ability to adjust to changing 
conditions in the economic environ- 

ment and to ‘stay ahead of the 
pack,’” he says. 

“Massachusetts must continu- 
ally adapt its existing industries 
to new technologies and products 
to keep a thriving economy.” 

Gilmore suggests establishment 
of a development credit corporation 
to help industry, as in Maine and 
New Hampshire, and the provision 
of adequate plant sites for firms 
contemplating new developments. 
—(Guy Livingston.) 

7” * 


* 


Vancouver, B. C. 

New-car registrations in Van- 
couver, B. C., totaled 12,416 in 1952, 
as against 13,116 the previous year. 

Leading all other makes, Chevro- 
let sold 2,835 cars; Pontiac, 1,316; 
Austin, 1,223, and Ford, 1,041. Chev- 
rolet accounted for 22.8 percent of 
all new automobiles sold in Van- 
couver in 1952. 

New - truck sales also declined 
slightly in 1952, with 2,855 new 
registrations against 2,930 in 1951. 
Chevrolet was first, with 832, and 
Ford was second, with 346. GMC 
and Mercury tied for third, with 
234 each. International followed 
closely with 216. 

The General Motors group sold 

4,979 cars, or 40.1 percent of the 


market. Next came the British 
makers, with 3,429 sales, or 27.6 
percent. 


Ford, with 2,115 sales—17 percent 
—was third. The Chrysler group 
sold 1,348 cars, or 10.8 percent. 

Among bigger cars, Buick’s 388 


sales were tops. Cadillac sales 
totaled 87. The Ford group sold 196 
Mercurys and 21 Lincolns. There 
| were 74 DeSotos and 180 Chryslers 
| registered. 

| Studebaker led the independent 
| group with 272 new cars sold. 
| Nash, with 109, was second, and 

Kaiser, with 77, third. 

Here is the breakdown: 

General Motors: Chevrolet, 2,835; 
Oldsmobile, 353; Pontiac, 1,316; 
Buick, 388; Cadillac, 87. 

Ford: Ford, 1,041; Monarch, 133; 
Meteor, 724; Mercury, 196; Lincoln, 
ai. 

Chrysler: Plymouth, 562; Dodge, 
532; DeSoto, 74; Chrysler, 180. 

Independents: Hudson, 27; Nash, 
| 109; Packard, 42; Studebaker, 272; 
Kaiser, 77; Willys, 17. 

British: Austin, 1,223; Vauxhall, 
21; Hillman, 433; Standard, 178; 
Morris, 751; English Ford, 596; 
Triumph, 124; MG, 15; Jaguar, 40; 
miscellaneous, 48.—(F. H. Fuller- 
ton.) 





* * * 


Akron 

New-car business in Summit 
County (Akron) in 1952 reflected 
the Government’s curbs on the use 
of steel and other metals in auto- 
mobile manufacturing. Sales were 
the lowest in four years. 

In all, 14,936 cars were sold in 
the county, a drop of 2,645, or 15 
percent, under 1951. Last year’s 
volume, however, was still substan- 
tially ahead of 1947 and 1948. 

Chevrolet retained a comfort- 
able lead among the makes of 
cars with 3,255 sales as against 
Ford with 2,313. Plymouth was 


| third with 1,708; Buick, fourth 


with 1,159; Dodge, fifth with 1,066, 
and Pontiac, sixth with 826. 


barometer. of business conditions, 





were off 21 percent. Registrations 
fell to 1,921, a decrease of 477 units 
from the previous year. 
Meanwhile, dealers handling used 
cars had one of their best years 
with 34,974 transactions—1,365 over 


Truck sales, usually a fairly good | 


Advertised as Britain’s smallest 


truck, this motor vehicle was 
used as a delivery truck in Eng- 
land in 1936-37. It was about 
three feet high and could carry 
500 pounds. 


1951. Casual sales by individuals 
continued to decline, dropping to 
18,061 as against 21,891 the year 
before.—(Joe Kuebler.) 

* * 


a” 


Ottawa 

Used-car dealers are making a 
strong bid this winter to stimulate 
business by accepting small down- 
payments and stretching the time 
allowed to pay the balance. 

Such schemes reportedly are 
being used by dealers in all areas 
of Canada, and Government of- 
ficials are watching the trend 
closely to determine whether it 
poses any inflationary threats. 
Some dealers complain that the 
easier terms are causing buyers to 
purchase cars beyond their means 

(Continued on Page 51, Col. 1) 


New Low-Priced Passenger Car ROAD SANDER 









RETAIL PRICE $19 95 


Q 
>» Order Your Sample for Foot Control Releases Sand 
Demonstration Now. For Instant Traction 


CONNECTICUT TELEPHONE & ELECTRIC CORP. © MERIDEN, CONN. 





How to Wake Up 
“Sleeper” Market! 


It’s easy! Make sure that your product is 
shipped by American Airlines Airfreight. 
This way, it gets to market quicker—has 
added sales value—and your stocks can be 
replenished overnight. 


For further information, wire us collect— 
American Airlines, Cargo Sales Division, 
100 Park Ave., New York 17, N. Y. 
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(Continued from Page 50) 


and making it almost impossible to, the sale of more used cars than the 
sell older or less expensive models. | market has ever absorbed in any 


‘Why should a customer buy a 


Wholesale buyers are vanishing 
and the purchases they are mak- 
ing are at “distress” prices, it is 
said. 

Most dealers express the hope 
that with the start of spring—that 
means around March 1 in this area 
—the demand for used cars will 
improve. 

Dealers are somewhat concerned 
over reported production plans. 
They say that if six million units 
are produced in 1953, it will require 





Macauleys Offer Detroit 


$30,000 for Civic Center 


DETROIT.—Carl Milles, famous 
Swedish sculptor, is expected here 
soon to start discussions with City 
authorities and members of the 
family of the late Alvan Macauley, 
former president of Packard, on 
designs for a statue for Detroit’s 
planned Civic Center. 


The Macauley family had offered 
the city a gift of $30,000 for a 
Milles sculpture depicting the spirit 
of transportation as the city’s fore- 
most characteristic. The gift was 
accepted by the mayor and Com- 
mon Council. 

The offer came from Alvan Mac- 
auley jr., vice-president of the Na- 
tional Bank of Detroit. 
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;}one year. Doubt is expressed that 
such a ready market actually exists. 
| Parts and service business is re- 
fair to good.—(Sam X. 


| 
| 


| ported 


| Hurst.) 


‘Hi jackers Loot 
92 Truck Cargos 
‘Of $75 Million 


| NEW YORK.—An estimated total 
of $75 million was lost in truck 
cargo thefts during 1952, it is re- 
ported by the Cargo Protection 
Bureau here. Such thefts showed 
an increase for the 10th consccu- 
tive year. 

The bureau said that unless the 
trend was reversed, which seems 
unlikely, 1953 thefts would reach an 
alltime high of $90 million. This 
means that more than 300 trucks 
| 





a week will lose all or part of their 
cargo. 

The bureau noted that there was 
a shift in the types of cargo stolen, 
with the favorite 1952 choices being 
television equipment, metals and 
food. In former years, hijackers 
have concentrated largely on liquor, 
furs, tobacco and clothing. 


Many new items also appeared 
on this year’s list, the bureau said. 
Thefts of phonograph records, lip- 
sticks, lighters, toys and copper 
tubing were “firsts” for the year. 





College Gets a DeSoto 

A new car has been given the 
department of agricultural engi- 
neering at Oregon State College for 
instructional and demonstration 
purposes as a gift from DeSoto 
through its Corvallis (Ore.) dealer, 
Hartsook & Tharp Motors. 


PRICES 


Here’s Good News for You 


Prices are down! What’s more, you can build 
-term automobile cushion program on 
Bemis Burlap—as you prefer it — because 
everything points to a long continuation of the 


price and supply situation. Keep in 


touch with the Bemis Man for the up-to-the- 
minute burlap picture. 


Bemis & 


General Offices —St. Louis 2, Mo. 
Detroit ¢ Brooklyn @ Chicago @ Indianapolis @ Boston 


New Orleans @ New York 
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cheaper car now when all he has 
to pay is about 15 percent down 
and the balance stretched over two 
years or more?” remarked a large 
Ottawa dealer.—(M. L. Schwartz.) 
* = 2 
St. Louis | 
While there is much interest in 
new cars in St. Louis, a bottleneck 
has rapidly developed in used-car 
sales. Stocks have been high and 
sales very slow, dealers report. 
’ 
i 
j 
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License Frames 


SOUTH e 


Finest 


blems Made. 


Advertising Em- 
Permanent, At- 


tractive, Legible, Chrome Plated, Individual 
and Distinctive Designs made by Douglas Crafts- 


for Free Sample Without Obligation. 


Some Sales Territories Open for Top Salesmen. 


Rear Deck Plates 


GLAS CO. 


MINNEAPOLIS 4 MINNESOTA 














Bends Crankshafts— 


This giant tuning fork, which bends auto 
crankshafts as many as 5,000 times a 
minute, is one of the research tools Chrys- 
ler Corp. engineers use to test crankshaft 
strength and endurance. Each of the bend- 
ing cycles the machine gives to a crank- 
shaft is considerably more severe than the 
bending it would receive from the down- 
ward push of the pistons in the heaviest 
service in a car, the corporation says, and 
in only a few hours the crankshaft is sub- 
mitted to more punishment than results 
from years of driving. 









Junior’s Word 


Counts Heavily 
In Car Choice 


NEW YORK. — More than eight 
out of 10 teen-agers have a word 
to say about the new family car, it 
was revealed in a recent survey of 
the Youth Research Institute. 


A nationwide sampling of youths 
between the ages of 9 and 20 as- 
certained that 82 percent of the 
boys aged 15-20 were consulted by 
their fathers before a car was pur- 
chased. About 92 percent accepted 
the make finally selected, but only 
50 percent were in full agreement 
as to model, color and accessories. 


The 9-14 male age bracket was 
consulted in 40 percent of the pur- 
chases, but 80 percent of them 
agreed with their parents’ choice. 


Of the girls between 12 and 20, 
a total of 75 percent claimed par- 
ticipation in family councils. Only 
30 percent believed that their 
opinion had any influence as far as 
the make of the car was concerned, 
but 65 percent thought they had 
helped determine color and acces- 
sories. 


Test Track Paving 
Let by Chrysler 


DETROIT.—A contract to pave 
the high-speed test oval and two 
straightaways of the new 3,800-acre 
Chrysler proving grounds near 
Chelsea, Mich., has been awarded 
to S. J. Groves & Sons Co., of Min- 
neapolis, builder of the U. S. air 
base at Thule, Greenland. 


James C. Zeder, Chrysler Corp. 
director of engineering and re- 
search, stated that the paving op- 
eration will begin in May and is 
scheduled to be completed by 
October. 


He said that the 4.7-mile oval 
section has been engineered to per- 
mit speeds as high as 140 miles an 
hour on its curves without side 
thrust. Laying reinforced concrete 
on its contours will require special 
modifications in paving equipment. 

The excavation and grading, 
which is about 90 percent com- 
pleted is the largest earth-moving 
project ever undertaken in Michi- 
gan by a private organization, 
Chrysler said. More than two mil- 
lion cubic yards of earth have been 
moved so far. 


Insurance Fraud Laid 


To Florida Couple 


TAMPA, Fla.—A man and his 
wife, listed as operators of Univer- 
sal Automobile Assn. here, have 
been charged with obtaining money 
under false pretenses. 


Irwin Schatten and his wife, 
Edythe, were placed under $8,000 
and $6,000 bonds, respectively. 

Police said the association was 
“supposed to furnish its members 
with various mechanical aids, and 
—_ and pedestrian insurance as 
well.” 


The couple said there was no writ- 
ten agreement between the associa- 
tion and the garages and service 
stations involved. 
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Capitalism’s ‘Revolution 
U. 8. Chamber Official Declares Free Enterprise 
Is Ideology of Greatest Change 


ROANOKE, Va.—What is thejand supply. It offers the greatest 
most revolutionary force in the| reward to him who makes or sells 
world today— communism, social-|the best products at the lowest 


ism or atomic energy? 

Clem D. Johnston, a vice-presi- 
dent of the U. S. Chamber of Com- 
merce, believes that none of these 
answers the question. Next to 
Christianity itself, he said in a re- 
cent radio address, competitive 
capitalism is the world’s greatest 
revolutionary force. 


Johnston summarized his reason- 
ing this way: 

Capitalism is relatively new in 
the world. It is basically Ameri- 
can. Europe distrusts capitalism 
and restricts its practice by gov- 
ernment-sanctioned cartels. 

A cartel is designed to regulate 
prices and restrict competition. The 
inefficient or high-cost operator 
and the inefficient and high-cost 
worker are thus protected. The 
basic aim is security. 

Capitalism has a radically differ- 
ent aim. It is free competition, gov- 
erned only by the laws of demand 


| price. 

This conflict between the old 
established order and America’s 
| competitive capitalism, Johnston 
| said, explains in part why this 
| country is in difficulty at home 
and abroad. Capitalism contains 

the seeds of revolution, he said, 

by posing a threat to the old or- 
der. 

But another part of this country’s 
difficulty, Johnston said, is the op- 
position to capitalism even in 
America. He declared that a star- 
tlingly larger number of persons, in 
government and out of it, are 
against capitalism. 

They prefer security to individ- 
ual enterprise, and argue that gov- 
ernment can do more for a man 
than he can do for himself, and 
that security can be guaranteed by 
planned economy, Johnston said. 
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You can cut service repair and re- 


placement costs sharply by installing 


LISLE PLUGS 


as original equip- 


ment in crankcase, rear axle and 


transmission. The strong, perma- 


nent magnet in 


the LISLE PLUG 


attracts and holds metal particles 


that flake off moving parts, prevents 


them from circulating in lubricants 


and causing noise trouble. 


REPLACE 
ORDINARY 
PLUGS 
Anes 


BRE 
PLUGS 


TO REMOVE 
IRON AND 


STEEL 
PARTICLES 
FROM OIL 





WRITE 


for FREE 
sample 
plugs for 
testing. 
Just state 
size and 
type of plug 
desired. 
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Sinclair Reelected 
Elected to the board of directors 


By D.C. Dealers were Ralph H. Dillion, William H. 


WASHINGTON. — A. Leftwich| Emerson, Mitchell Marston, Curtis 
Sinclair jr. has been elected to|E. McCalip jr, A. Lee Painter, 
a second term as president of the|Frank G. Stewart, Hubert Peter- 
Washington Automotive Trade|s0n, William C. Shelton jr. and 
Assn. Vincent A. Sheehy. 

Harry Monroe was elected dele- 
gate from Maryland and Lawrence 
Kenyon delegate from Virginia. 


turned as treasurer, and Joseph B. 
Paul, secretary. 











E. L. Stohlman and Tom K.| 
Wheeler were named vice-presi- 
dents. Marshall Marston was re- 


DEALERS: We're Sorry! 


For Hundreds of Late Deliveries of 


Crusuproor Tusinc 


in 
November and December, due to an 
Avalanche Of Orders. . so — 


With production capacity doubled Jan. 1, 
DELIVER QUICKLY OR PAY A PENALTY! 

In the future, if shipment isn't made within 10 
days after receipt of order, deduct 5% from your 
bill, in addition to the usual 2% 10-day discount. 


Yes Sir, To Carry Off MONOXIDE 
FUMES in Service Shops, 150,000 
Mechanics Prefer .. . 


CRUSHPROOF 


BECAUSE: 
It Springs Back Into Shape After Car Wheels Run Over It .. . It’s All 
Neoprene Rubber, With No Wires or Coils . . . It Takes the Heat . 
Takes Full Bend Without Kinking .. . It’s Unaffected by Fumes, Water 
or Oil . . . Nothing to Rust or Scratch Cars... You'll Get Rid of Fumes 
Because Mechanics Like to Use It .. . It’s.so Easy to Handle . . . Sold in 
50-foot rolls... You cut the lengths you need... (Minimum Order—20 ft.) 

























we'll 














(Pats. Pending) 












Large tubing with 
Large Adapter 











Regular tubing 
with adapter 












Brass turn.buttons hold 


Slip first ring of tubing into 
adapter tight to tailpipe , eee rd 


slot in adapter collar, like this: 







Won't blow 
off under 
pressure 







All-Neoprene Adapters Thick Where Thickness Counts . . . 
Over Tubing for Tight Fit. 
SOLD ENTIRELY BY MAIL ORDER TO KEEP COST DOWN TO YOU— 
AT THESE PRICES: 
LARGE SIZE TUBING (214 in. inside Diameter, 2 15/16 in. 
O.D.) $1.09 per ft. (Recommended for dealers in cars 
over 120 h.p.) 
REG. SIZE TUBING (2 in. L.D., 2/3 in. O.D.), 79¢ per ft. 
(For dealers in cars under 120 h.p.) 
ADAPTER FOR LARGE TUBING—$3.99 each. 
(12 in. long, 16 in. circumference at open end.) 
ADAPTER OR REG. TUBING— $3.89 each. 
(11 in. long, 16 in. circumference at open end.) 
(2% — 10 days; Net — 30 days) 
(Special discounts, only in quantity lots, to manufacturers of exhaust ventila- 
tion systems and firms installing such systems.) 
YOU TAKE NO CHANCES IN ORDERING BY MAIL .. . IF NOT 
FULLY SATISFIED, RETURN TO OUR FACTORY, ‘ SHIPPING 
CHARGES COLLECT, FOR FULL REFUND. 
SEND ORDER “ YOUR PURCHASE ORDER BLANK 
R LETTERHEAD TO: 


Crusuproor Tupinc Company 


POST OFFICE BOX 796, CLEVELAND 22, OHIO 


Offices — 860 Leader Building 
Phone: Superior 1-3353 


Easily slipped 
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| Huge Press for Ford— 


It took 10 freight cars to deliver the 
component parts of this 5,000-ton Bliss 
hydraulic press to the Ford division's 
Kansas City aircraft plant, where wings 
are being built for Boeing's B-47 Stratojet 
bomber. The press stamps ribs for the 
leading edge, box section and trailing 
edge of the wing, and also is used for 
hundreds of smali and intricately shaped 
parts. It exerts about 2,200 pounds of 
pressure per square inch. 


Exhibitors List 
Headquarters 


For NADA Show 


SAN FRANCISCO.—Following is 
a list of exhibitors, their represent- 
atives and hotels where each will 
maintain headquarters during the 
NADA convention and show Feb. 
14-18. 


Allen Electric & Equipment Co., 
A. T. Schutz, St. Francis Hotel; 
Ammco Tools, Inc., Martin Bazner 
sr., Fairmont Hotel; Aro Top Sales 
Co., O. S. Hamlin, Whitcomb Hotel; 
Automotive Equipment Mfg. Co., 
Lee Reisig, Palace Hotel; Briggs 
Mfg. Co. W. J. Athanson, Whit- 
comb Hotel; Barrett Equipment, 
Harry B. Barrett, St. Francis Ho- 
tel; Bay Mfg. Co., Inc., P. G. Cloud, 
Sir Francis Drake Hotel; Binks 
Mfg. Co., E. F. Watts, Fairmont 
Hotel. 


Cedar Rapids Engineering Co., F. 
Critz, Whitcomb Hotel; Darubu, 
Ltd., Willis B. Robertson, Maurice 
Hotel; Doyle Vacuum Cleaner Co., 
Lou F. Hodgins, Whitcomb Hotel; 
Dry Clime Lamp Corp., T. R. Mor- 
rison, Whitcomb Hotel; Executone, 
Inc., Tom Northern, Palace Hotel; 
Edmund J. Wudel Mfg. Co., Ed- 
mund J. Wudel, Manx Hotel; Fos- 
toria Pressed Steel Corp., F. M. 
Ohler, Whitcomb Hotel; Harley- 
Davidson Motor Co., A. J. Goodwin, 
Whitcomb Hotel; Kent-Moore Or- 
ganization, Inc., D. R. Abbey, Whit- 
comb Hotel. 


Litho-Paint Poster Co, Harry 
Coleman, Palace Hotel; Lisle Corp., 
O. S. Gregory, Whitcomb Hotel; 
Mopar division, C. L. Jacobson, 
Fairmont Hotel; Magnaline Co., Al- 
bert Peters, local office; Pierce 
Governor Co., L. B. Hakes, Palace 
Hotel; Reynolds & Reynolds Co., 
W. G. Pfeiffer, Drake-Wiltshire 
Hotel; Storm - Vulcan Ine., H. 
Phillip Scarborough, Whitcomb 





Hotel; Vacuum Grip Cover Co., 
Inc., E. B. Johnson, Californian 
Hotel. 


Clayton Mfg. Co., J. A. Corth- 
right, Whitcomb Hotel; Gray Co., 
Inc., J. W. Buckpitt, Whitcomb 
Hotel; Rodman Mfg. Co., Inc., L. 
R. Grosslight, Whitcomb Hotel; 
Stemac Co., Earl Stevens, Hotel 
Maurice; Stewart-Warner Corp., J. 
G. Dokos, Alexander Hamilton Ho- 
tel; Ven Corp., John N. Noland, 
Whitcomb Hotel. 


New Adding Machine 


To Make Debut in N. Y. C. 


NEW YORK.—A “live keyboard” 
adding machine will be demon- 
strated here at 3 p.m. tomorrow 
(Feb. 10) at the Roosevelt Hotel by 
National Cash Register Co. 

According to the firm, each key 
is electrified, thus eliminating from 
20 to 50 percent of hand operations. 
The machine also subtracts, multi- 
plies and divides. 


Rowden Promotes Rings 
Rowden Motor Sales, of Grand 


Rapids, Mich., has promoted Bobby 


Rings to assistant sales manager. 
Rings is a local boxing referee and 
former middleweight contender. 
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Exhibition Opens Saturday in San Francisco; 
8,500 Expected at Convention 


for Parley 


(Continued from Page 1) 


Brandon, Compton, Calif.; W. W.| 
Danyluk, Glendale, Calif.; Theodore | 
Mark, Hollywood, Calif., and James | 


F. Keel, Los Angeles, will make up | 


the panel. 

The afternoon clinic on “Sell- 
ing” will be moderated by Jack 
Lacy, of New Centre, Mass. 

A musicale, “The Standard Hour,” 
at 8:30 p.m. will wind up the 
second day of the exhibit. 

Monpay—“New-Car and New- 
Truck Sales Management and Ad- 
vertising” will be the theme of the 
morning clinic, with Hilary T. 
Martin, San Francisco, as moder- 
ator. Slated as speakers are Les 
Schwimley, Sacramento, Calif.; 
Harvey Crane, San Francisco; Lee 
Moran, Seattle, and Page H. Lamo- 
reaux, Vallejo, Calif. 

* = + 


N THE afternoon, J. Saxton 

Lloyd, NADA presidént, will de- 
liver a major address. Other speak- 
ers are Robert S. Armacost, chair- 
man of the NADA industry rela- 
tions committee, and Charles C. 
Freed, chairman of the NADA na- 
tional affairs committee. They will 
be introduced by Hanford A. 
Crockard, convention committee 
chairman. 

Tuespay — At 10 a.m. Walter B. 
Cooper, NADA director from Colo- 
rado, will speak on the topic, “Un- 
happy Highways.” After the pres- 
entation of awards, a dramatic 
presentation, “You’re Important,” 
will be staged. 

The session will be under the 
chairmanship of George Ziesmer, 
chairman of the NADA public 
relations committee. 

After a luncheon for area chair- 
men at 12:30 p.m., a discussion will 

be held at 2:30 p.m. on “Used-Car 
and Truck Sales Management,” 
with Art Kenney, of Vallejo, Calif., 
as moderator. The panel will be 
composed of Lex Daoust, Marys- 
ville, Calif.; John Allen, San Fran- 
cisco; Walter Allee, Oakland, Calif,., 
and Fred Georgi, San Francisco. 
* * 


Also at 2:30 p.m., a fashion show 
for women guests will be pre- 
sented at the Opera House. 

A Valentine party and ball at 
9:30 p.m. in the Civic Auditorium 
will conclude the day. 

Wepnespay — The morning clinic 
will be highlighted by three ad- 
dresses. Martin Johnson, of Atlanta, 
will discuss “Potential, People, 
Plans, Production, Profit”; i &. 
Penney, of San Francisco, “Dealer 
Tax Problems,” and Ed Bogert, of 
Pocatello, Id., a subject yet to be 
announced. Moderator will be J. M. 
Sanders, of Washington. A movie 
produced by the Michigan Automo- 
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The general session at 2:30 
p.m., presided over by Lloyd, will 
hear a report of the resolutions 
committee as read by Fred Sut- 


| ter, chairman. 


After the introduction of new 
officers, Dr. Clarence Manion will 
give the convention a “Blueprint 
for Peace.” 

An NADA family party at 8:45 
p.m. will conclude the annual meet- 
ing. 


Calfin Is Elected 
Head of Michigan 
Used-Car Dealers 


DETROIT. — Herb Calfin, of 
C & M Motor Sales, Detroit, has 
been elected president of the Michi- 
gan Used Car Dealers Assn. He 
succeeds John Mohrhardt, of Sagi- 
naw. 

Howard Lintz, of Flint, was 
elected vice-president, and Nate 
Myers, of Grand Blanc, is the new 
treasurer. Myers is also president 
of the Flint Used Car Dealers Assn. 

Board members present were 
Dick Convis, of Ypsilanti; Martin 
McCollum, of Flint; Mohrhardt; 
Hugh Salway, of Jonesville, and 
Calfin, Arnold Feuerman, Dick 
Haigh, Alec Keller, Allen Kiraly, 
Yale Simons and Gale Smith, all 
of Detroit. 

The new president pledged full 
support of the association’s Sunday 
closing policy. 


Two Dealers 


(Continued from Page 2) 
of new cars was not delivered and 
dealers’ franchises were not re- 
newed last fall. 

The three individuals named as 
defendants were Martin A. Bankert, 
president of Bankert-Hudson; 
Frank Burnham, Hudson dealer 
representative in the Maryland 
area, and Claude W. Margetts, 
Hudson zone manager. 

In a similar suit recently, a for- 
mer Hudson dealer of Denton, Tex., 
won a $82,500 judgment against 
Hudson Sales Corp., while his suit 
against Hudson Motor Co. was dis- 
missed. An appeal was planned by 
Hudson Sales. 


Erb Manages Ohio Deal 
Gene Erb, of Euclid, has been 
appointed general manager of the 
Erb-Pierce Studebaker dealership 
in Willoughby, O. 
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Designed and manufactured by STEMAC—originators and largest 
mokers of Service Emblems 


1277 SO. CHEROKEE ST. 


DENVER, COLORADO 


P.S. if you ore unable to attend the N.A.D.A. Show, we will gladly 
send you a typical STEMAC SERVICE EMBLEM, together with details on 
how leading dealers use this emblem to build service volume. Just 


request it on your letterhead. 
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Put Final Touches on Pittsburgh Show Plans— 
Mapping out the program for the Pittsburgh Auto Show March 7-14 at Hunt Armory 


are (from left) Robert Gunn, director; J. L. Lawlor jr., 
treasurer of the Pittsburgh Automobile Dealers Assn., 


annval show. 


president, and Ken E. Thompson, 
which is sponsoring this 19th 





8-Cylinder Cars Sure Bet 
To Top 6s in Sales Race 


(Continued from Page 1) 


compared with 45 percent the year| power offerings in the six-cylinder 


before. 

Four-cylinder power accounted 
for only about 1 percent of in- 
stallations in all the new cars 
sold during both 1952 and 1951. 

There are now 12 U. S. producers 
in the eight-cylinder model parade, 
which is dominated by V-8 offer- 
ings. 

* * * 
FFERING V-8s are: Buick, 
Cadillac, Ford, DeSoto, Dodge, 

Chrysler, Lincoln, Mercury, Stude- 
baker and Oldsmobile. All but two 
of those makers—Ford and Mer- 
cury—offer V-8s of postwar vintage. 

V-8 engines were installed in 
32 percent of all the new cars 
sold last year, as against 30 per- 
cent in 1951. Pontiac, Chevrolet 
and Packard are rumored ready 
to expand the V-8s sales repre- 
sentation when they bring out 
their 1954 models. 

Also considered likely for the 
1954 model parade are newly de- 
signed V-8 engines for Ford and 
Mercury. 

The straight-eight engine seems 
to be dying a slow death. Only 
about 15 percent of all the new cars 
sold last year were so equipped, 
slightly less than the percentage 
of the year before. 

* + 7 


OWEVER, with Buick and Hud- 
son having bowed out of that 
picture, Packard and Pontiac are 
the only U. S. car makers offering 
straight-eight power for 1953. 
Hudson, although rumored to 
have a V-8 under development, is 
presently concentrating all its 


ADVERTISEMENT 





WHICH ONE 
HAS THE FALSIE 


IT'S COMING NEXT WEEK 


LEASE CARS 
AND TRUCKS 


to save your market? 


an authority on leasing with five years’ 

xperience in the field is available to 
DEALERS ONLY for consultation. Full infor- 
mation on how to set up a tending company, 
how to get business, operational and ad- 
ministrative procedures, profit potential, etc. 
Daily fee basis. Write e R. Hall, 522 Fifth 
Ave., New Yerk, N. Y., TODAY. 








category. 

For every straight-eight new 
Hudson sold last year, another 
16 were sold that were powered 
by a six-cylinder engine. During 
1951, Hudson’s ratio of six-cyl- 
inder sales to eights was only 
slightly more than nine to one. 


As far as any argument over 
eight - cylinder versus six - cylinder 
power might be concerned, it ap- 
pears that producers of both types 
are not participants. 

* * * 


For every Ford Six sold last year, 
more than four Ford V-8s were 
sold. And presently, Chrysler, 
Dodge, DeSoto and Pontiac are 
reported concentrating greater 
portions of their production in the 
eight-cylinder field. 


Outside the eight-cylinder and 
six-cylinder fold are Kaiser- 
Frazer and Willys - Overland 
which offer four and six-cylinder 
power in their vehicles. 

About two-thirds of the Willys 
ears sold last year had four-cyl- 
inder power plants. 

Something of a paradox is evi- 
dent in power installations at K-F, 
inasmuch as only slightly more 
than 50 percent of all the Henry Js 
sold last year had four-cylinder 
engines. 

However, with Sears Roebuck 
marketing essentially the same car 
as the Allstate, the ratio of four- 
cylinder power to six rose to nearly 
two to one. 


Williamson on Board 
Frank Williamson, of Williamson 
Chevrolet Co., Marietta, O., has 
been elected as a trustee to the 
Ohio Automobile Dealers Assn. He 
will represent Athens, Vinton and 
Washington counties. 



















} Ike Jolts Agencies .. . 





OPS Prepares to Junk 
Price Curbs on Cars 


(Continued from Page 1) 


|e described as not essential to] 
| defense preparedness. 


2. He ordered quick wind-up of 
such controls agencies as the 


Office of Price Stabilization, | 


Wage Stabilization Board and 
Salary Stabilization Board. Two 
thousand employes got immedi- 
ate job-termination notices. 


3. He abolished the Defense Pro- 


Pre-1946 Cars Freed 


From Price Controls 

WASHINGTON. — OPS re- 
moved all used cars built before 
1946 from price controls last 
week, 








This move was planned under 
the former Administration and 
has no significance in indicating 
plans under President Eisen- 
hower. 





duction Administration as a sepa- 
rate agency and transferred its 
functions to the Office of Defense 
Mobilization. The present acting 
ODM administrator will also head 
the Economic Stabilization Agency 
and the National Security Re- 
sources Board for the time being. 
+ oo * 

HILE Federal officials are not 

talking for the record on auto 
prices, AUTOMOTIVE News has 


New Sedan Gives 
40 Miles a Gallon, 


Austin Claims 


NEW YORK.—Austin Motor Co., 
Ltd., of England, has introduced its 
new A-30 four-door sedan to the 
American market. 

Priced at $1,495 at coastal port of 
entry, including heater and Federal 
taxes, the new car can give more 
than 40 miles to a gallon of gaso- 
line, according to the maker, and 
can hustle along at better than 60 
miles an hour. 

The new sedan has a valve-in- 
head engine, and a transmission 
with four forward speeds and re- 
verse, with synchromesh engage- 
ment for the second, third and high 
gears. 

It has Lockheed hydraulic brakes 
on all wheels. A pullup-type park- 
ing brake lever is situated between 
the driver’s seat and the door, and 
operates mechanically on the rear 
wheels. Electrical equipment in- 
cludes a 12-volt battery. 

All major assemblies are secured 
directly to the all-steel body by 
reinforced mountings. The interior 
features foam-rubber seats, with 
the individual front seats adjustable 
to three positions. 

With an overall length of 136% 
inches, the car can turn within a 
35-foot circle, and is easy to ma- 
neuver in traffic, according to 
Austin. 





New Austin Introduced in U. S.— 


This is the new A-30 four-door sedan being introduced in the U. S. by Austin Motor 
Co., Ltd., of England. It is priced at $1,495 at the coastal port of entry, which includes 


heater and Federal taxes. 
gallon of gasoline. 


Austin says the car can give more than 40 miles to a 


learned on reliable authority that 


|OPS officials realize that new and 
|used-car prices generally are well 


below ceiling. 


No inflationary danger is seen 
in decontrol, it is said. As a re- 
sult, autos are due for early 
action, 

Dismantling of the Economic 
Stabilization Agency got under way 
at once. 

At the same time, the President 
said that priority and allocations 
controls should be ended “except 
with respect to defense priorities 
and scarce and critical items es- 
sential for our defense.” 

* * * 
T OPS, it was said that the last 
to be decontrolled will be goods 
or services now pushing against 
ceilings, like steel, copper, alumi- 
num, cigarets and washing ma- 
chines. 

It was understood that Harold 
S. Vance, Studebaker chief, who 
last week was named a special 
consultant to the Office of De- 
fense Mobilization, is taking an 
active part in preparing the de- 
control program. 

There was a lot of rumor and 
speculation last week as to what 
might happen to the alphabetical 
agencies. 

One insider said ESA and the 
chief features of DPA will go into 
ODM. And in the end, he said, the 
whole will be swallowed by NSRB, 
which would again become the top 
stand-by defense agency. 

ok * * 

PA was thrown into a dither of 

excitement by DPA’s merger 
with ODM. NPA officials are won- 
dering whether their agency like- 
wise will be shifted into ODM or 
skeletonized and transferred into 
the Department of Commerce. 

The answer to the biggest ques- 
tion of most concern to the auto 
industries and all other segments 
of the American economy did not 
materialize at Automotive News’ 
press time. It was: 

What is going to be done about 
the Controlled Materials Plan? 

There were strong indications 


Presenting 
the 
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Don’t Jump the Gun 
On Price Decontrol 


WASHINGTON.—While it ap- 
pears that new and used car 
prices are due for early decon- 
trol, OPS Director Joseph Free- 
hill warned last week that as 
long as price regulations are on 
the books enforcement programs 
would be carried out, 

“The agency intends to prose- 
cute all violations between now 
and the termination date of any 
regulations,” Freehill asserted. 





that the question, debated at daily 
NPA conferences last week, will be 
answered by the weekend. 


* * Aa 


1. a are three possibilities to 
the CMP problem: 


1. Shall CMP be open-ended— 
that is, shall CMP tickets be hon- 
ored for the second quarter up to 
a certain date, depending on the 
lead time of each industry, and 
after that date permitting a free- 
for-all scramble for materials? 


2. Shall CMP and other con- 
trols be dropped as of Apr. 1— 
thus canceling out all authorized 
allotments and authorized pro- 
duction schedules, and creating 
and immediate all-out dash for 
available materials? 

3. Shall full CMP be reduced to 
a so-called “Little CMP” to assure 
a priorities and allocation system 
for the military, atomic energy, 
petroleum, power and other im- 
portant programs? 

President Eisenhower told a joint 
session of the House and Senate 
that he wants some form of pro- 
duction controls preserved beyond 
June 30, when the Defense Produc- 
tion Act is due to expire. Un- 
doubtedly, some simple priorities 
system and set-aside program at 
the mill level will be devised to 
assure the continuation of deliver- 
ies of materials for military, atomic 
and other essential needs. 


One thing appears certain: There 
will be no CMP for the third 
quarter. NPA has decided not to 
print the CMP 4-B allotment appli- 
cation forms. 


Eventually, after all agencies get 
a thorough going-over and all ex- 
travagances are eliminated, tax 
cuts will be pushed through Con- 
gress, according to Republican 
leaders. Such cuts may not be pos- 
sible at this session, but they can 
be expected in 1954. 





for that ContrrenZaC custom look! 


add that special, distinctive appearance to your car 
. .that extra-special Continental flavor that makes 


tributor for 
and prices. 





your car a sparkling stand-out! 


BONZER MFG. CO. 


1550 SEABRIGHT AVENUE @ LONG BEACH, CALIF. 
Mr. Dealer: contact your nearest, local dis- 


colorful, descriptive catalogue 
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Ask Rehearing on High Court Rule... 





Truckers Challenge 
Leasing Decision 


WASHINGTON.—A group of for- 


hire truck operators has asked the | 


U. S. Supreme Court for a rehear- 
ing on a lower court edict which 


bars for-hire operators from en-| 


gaging in the short-term leasing of 
private haulers’ equipment. 
The high court recently upheld 


Forage Harvester Added 


To Dearborn Lineup 


BIRMINGHAM, Mich.—The Dear- 
born forage harvester, newest addi- 
tion to the Dearborn line of farm 
equipment, is designed to chop and 
load up to 15 tons of hay or row 
crop silage per hour, according to 
G. D. Andrews, sales vice-president 
of Dearborn Motors Corp. 


Available in both power-takeoff 
and engine-driven models, the for- 
age harvester will pick up wind- 
rowed crops or cut standing row 
crops. 

The forage crop is cut into small 
pieces, the length of which is se- 
lected by the operator. Chopped 
material is then discharged into a 
wagon or truck driven either be- 
hind or beside the harvester. 


a U. 8S. District Court decision 
which said the Interstate Com- 
merce Commission has the right 
to forbid such practices. 


In asking for a rehearing, the 
for-hire operators said the court 
reached an erroneous conclusion 
lin stating that the motor carrier 


| 


“unstable economically, dominated 
| by ease of competitive entry and a 
| fluid rate picture.” 

It was recalled that the president 
of one of the for-hire operators had 
testified: 

“I think the trucking industry 
generally in the U. S. has never 
been in better condition from 
every standpoint, both as to pub- 
lic relations, as to their improve- 
ment in their operating and as 





to their operating ratios.” 


As to the statement “dominated 
by ease of competitive entry,” the 
petition for rehearing said: 

“Our experience before the ICC 
in seeking new operating rights or 
extensions of operating authority 
has been just to the contrary.” 

Regarding the _ so-called “fluid 
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21-FOOT UMBRELLA FOR CAR LOTS— 


McFarland “GREAT” UMBRELLA (21-foot spread) and new ‘“WHIRLABOUT,” the 
“GREAT” UMBRELLA that turns, are now working for progressive lots in 36 states, from 
coast to coast. A “GREAT” UMBRELLA will make your lot more attractive—hel 





your sales 


call, wire or write McFarland “GREAT” UM- 


BRELLA CO., Division of McFARLAND Awning Corp., 742 S. W. 8th Street, Miami, Florida. 








W. K. BRAASCH 


No. 


ANNOUNCING SIX NEW MANUALS FEATURING 


AUTOMOTIVE 
SALESMANSHIP 


By W. K. BRAASCH 
Dean of Automotive Sales Trainers 
A LIFETIME OF EXPERIENCE 
AT A FRACTION OF ITS REAL VALUE. 
BETTER BUY THESE SIX MANUALS TODAY! 


FOR THE FIRST TIME, WE ARE OFFERING A COMPLETE AND DETAILED COURSE 
IN AUTOMOTIVE SALES TRAINING. OUR SIX NEW MANUALS CONTAIN ALL 
OF THE FIELD-TESTED SALES PRINCIPLES WHICH WE HAVE USED SUCCESS- 
FULLY IN TRAINING OVER 50,000 AUTOMOBILE SALESMEN. 


No. 1—The Eight Automotive Success Fundamentals. PRICE 

No. 2—The Automotive Selling Process. 

No. 3—Eighty Ways to Find New Prospects. $1 50 b ACH 
No. 4—Personality—the Key to Leadership. > 

No. 5—The Technique of Used Car Salesmanship. Postpaid 


6—Developing and Testing Your Sales Talk. 
Be sure to specify which Manuals are wanted, or buy all SIX for.................. $7.50 


W. K. BRAASCH, 332 s. MICHIGAN AVENUE 








































CHICAGO 4, ILL. 


Passenger car registrations in Oregon 


in Oregon 
... MORE 


and southwestern Washington outnumber 
census dwellings...a market on wheels! 
And in this prime market The Oregonian 
is your leading sales medium. 

Largest circulation in Portland and 
throughout the full Market. First, too, 


in automotive advertising. 


CARS ——-|) FOR SALES RESULTS... 


Place 


THAN 
HOUSES! 


225,421 Daily 


your advertising in Portland's 


largest newspaper. 


the Oregonian 


Portland 1, Oregon 


283,744 Sunday 


Represented Nationally by 
Moloney, Regan & Schmitt, Inc. 





industry at the present time is | 
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| rate picture,” it was added: 

“The ICC has full authority 
and jurisdiction over the rates of 
| motor carriers, and according to 
| our experience has exercised it.” 

| The petition further maintained 
|that not more than 1 percent of 
| approximately 19,000 motor carriers 
loperating in the U. S. could be 
|charged with abusing the practice 
| of short-term leasing. 


Walker Announces 
‘Personnel Shifts 
In Wholesale Unit 


RACINE, Wis. — John Engels, 
vice-president of Walker Mfg. Co. of 
Wisconsin, has announced changes 
|}in the company’s wholesale sales 
| organization. 

In the central district, V. J. 
Stearns has been transferred from 
the Kansas City area to Omaha. 
Vincent Ferguson will cover the St. 
Louis area, and George Matteson 
jr., the Kansas City area, replacing 
Frank Froh who has been pro- 
moted to assistant to Forrest Wells, 
manager of the central district. 


Wallace Oldacre will represent 
the company in Michigan. Frank 
McGrail has joined Walker as a 
filter sales representative in the 
Chicago area. J. W. Jaspersen is 
Michigan-Illinois district manager. 

On the east coast, Arnold McKee 
has been transferred from Long 
Island City, N. Y., to be sales rep- 
resentative in the New Jersey 
territory, replacing B. B. Thomp- 
son, who has retired after 15 years 
of service. Norman Brownlie has 
been added to the New England 
sales staff serving under E. F. Her- 
man, eastern district manager. 


In the south-central territory, 








Ben Martin, district manager, has 
appointed Roy Oakes as a sales 
representative in the Montgomery 
(Ala.) area. 

Wayne Rapp, north central dis- 
trict manager, has added to his 
force Frank Kinney to serve dis- 
tributors and dealers in Montana 
and North Dakota. 

On the west coast, Bill Parker 
will serve as oil filter specialist un- 
der W. N. Hall, west coast man- 
ager; and T. D. Lyle will work with 
W. W. Hardy, Pacific northwest 
district manager. 


Rapids-Standard Cuts 
Gravity Conveyor Prices 


GRAND RAPIDS, Mich.—An av- 
erage price reduction of 6 percent 
on the Rapid-Wheel gravity con- 
veyor has been announced by Rap- 
ids-Standard Co., Inc. 


The company said the decrease 
applies to all regular five and 10- 
foot straight sections in 12 and 
18-inch widths with wheel spacings 
ranging from six to 18 wheels to 
the foot. 


Johnson Appointments 

Jack Stiner has been named as- 
sistant sales manager and L. E. 
Atkinson assistant service manager, 
according to Verne Johnson, presi- 
dent of Johnson Pontiac, Inc., of 
Colorado Springs, Colo. Stiner has 
been with the firm since April, 
1952. Atkinson was associated for 
27 years with Birdsall - Stockdale 
Motor Co. until it was sold to John- 
son. 
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Dealer Showroom in West Berlin— 


As the economic picture brightens in West Germany, more new cars are appearing 
on the roads and dealers are building new showrooms or revamping their old estab- 
lishments. Above, Eduard Winter's modernistic, glassed-in rotunda is a landmark in 
the western sector of Berlin near the borderline of Russian-controlled East Germany. 


| Before the war, Winter was a General Motors distributor and was regarded as one 


of the world's biggest dealers. Today he is selling the German Volkswagen. 
* * . oS 


Old Models Share 
New Features 
On Continent 


(Continued from Page 47) 
apart, with counterweights 
ancing the drive. 

To compensate for heat expan- 
sion of the cylinder, the camshaft 
housing is mounted so it can turn 
a little. However, the basic dis- 
tance is controlled by a rigid steel 
rod of the same length as the 
moving connecting rods. 

No other adjustment is provided. 
The unit’s makers claim a quiet, 
power-saving mechanism is_ the 
result, 


bal- 


x * 


Taped Car Music? 


OME European radio programs 
are horrible—and not only to 
American ears. 


Germans are asking if America 
has yet developed a car radio 
through which one can listen to 
his own programs simply by in- 
serting a tape recording. 

Can any readers advise me? 

* * * 


‘Foolproof’ Gas Injector 


UTBROD, which manufactures 

small cars in Plochingen, near 
Stuttgart, has collaborated with 
German Bosch to develop what it 
calls a foolproof gasoline injector 
unit for production cars. 

A Gutbrod four-cylinder engine 
equipped with this device has 
delivered four more horsepower 
than with a carburetor, the firm 
says—moving up from 26 to 30 
hp. Other advantages claimed 
are: Better economy, easier start, 
smoother idling and faster 
pickup. 

The injection starts just before 

~ * * 

















* - 


Germany's New Rear-Engine Pickup— 








As is customary in Volkswagen trucks, this new 34-ton pickup job has an air-cooled 
rear engine. Fragile loads are carried in the compartment under the platform. The 
spare wheel is mounted behind the driver's seat. The gasoline tank is in front of the 
rear axle, with the filler neck housed beneath the lock-equipped lid visible in 


the photo, 





the piston hits dead bottom center, 
in contrast to diesel injection, 
which occurs just before the piston 
reaches top center, Bosch said. 

It said greatest advantages were 
apparent on small engines. 


Assistant 
to 
Advertising 
Manager 


A top automobile company needs the 
services of a man to assist the Advertis- 
ing Manager. A knowledge of the auto- 
mobile business would be his greatest 
asset but advertising experience would be 
helpful. The Advertising Manager is busy. 
He needs a man who can take some of 
the load. The man selected will talk per- 
sonally and by telephone with dealers and 


must be courteous and give them service. 
He should be able to write good letters 
and be somewhat analytical in regard to 


dealer advertising planning. Poise, ap- 
pearance and ability to meet people are 
important. There is opportunity in full 
measure, The company is aggressive. Its 
leaders are of high stature. The work is 
thought-provoking and interesting. Every 
day offers something new. We are think- 
ing of some one between 28 and 35 but 
the age is not limited for the right man. 
If interested, write us a letter telling why 
and giving details of your background. 


Box AN 380, c/o Automotive 
News, Detroit 26, Mich. 
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IT'S COMING NEXT WEEK 





America's smartest tire mount 
designed especially for 


the '53 Ford! auto 
metal 


NADA BOOTH 164 


products, inc. 


1403 NO. BROADWAY « LOS ANGELES 12, CALIF. 
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‘Cam, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 

















Week Week Jan. 1 Jan. 1 
Ended Same Ended Total to to 
Feb. 7 Week, Jan. 31, Jan., Feb. 9, Feb. 7 
1953 1952 1953* 1953* 1952* 1953* 
CHRYSLER 26,188 17,911 25,729 107,583 96,516 133,771 
Chrysler 4,010 2,496 3,857 16,684 13,202 20,694 
DeSoto 2,798 1,762 2,782 9,792 10,315 12,590 
Dodge 7,551 4,942 7,572 31,263 28,131 38,814 
Plymouth 11,829 8,711 11,518 49,844 44,868 61,673 
FORD 24,546 13,016 24,191 103,435 41,217 127,981 
Ford : 19,447 9,841 18,537 79,050 30,200 98,497 
Lincoln 198 515 715 3,883 1,407 4,081 
Mercury 4,901 2,660 4,939 20,502 9,610 25,403 
GENERAL MOTORS .. 53,036 32,107 53,570 206,812 179,888 259,848 
Buick 9,324 5,727 9,008 38,191 32,614 47,515 
Cadillac . ‘ 2,499 1,631 2,260 9,311 7,885 11,810 
Chevrolet 27,717 +=15,793 28,1382 101,339 88,530 129,056 
Oldsmobile 6,284 3,986 6,572 27,292 22,930 33,576 
Pontiac dase ce 4,970 7,598 30,679 27,929 37,891 
KAISER-FRAZER .. 1,298 1,091 1,313 3,039 5,381 4,377 
CROSLEY .... eeletant 57 oot amma 297 ‘ ~ 
HUDSON . 1,966 1,617 1,881 6,308 8,975 8,274 
NASH 4,479 1,205 4,348 16,301 4,828 20,780 
PACKARD ..... 2,677 1,441 2,651 10,884 5,145 13,561 
STUDEBAKER. .......... 2,512 3,371 2,475 5,440 24,694 7,952 
WILLYS-OVERLAND. 1,404 850 1,501 5,951 4,944 7,355 
Total Cars, U.S. _....118,106 72,666 117,659 465,763 371,885 583,899 
‘Revised. ©. a eta eo 
COMMERCIAL CARS 
(U. 8S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Total to to 
Feb. 7, Week, Jan. 31, Jan., Feb. 9, Feb. 7 
1953 1952 1953* 1953* 1952* 1953* 
CHEVROLET 8,698 6,091 8,701 35,354 34,500 44,052 
CROSLEY 7 ane vig 32 ssabaspale 
DIAMOND T alesis 180 184 189 695 813 875 
DIVCO ; 60 80 60 251 406 311 
DODGE ..... ee 1,727 2,771 10,985 17,180 13,807 
FEDERAL . ; 27 60 18 89 218 116 
FORD ..... 222 4,184 1,059 18,796 21,130 19,018 
GMC — bd 2,881 2,179 2,914 12,350 12,086 15,231 
INTERNATIONAL 2,754 3,549 2,847 10,963 19,781 13,717 
MACK casi 233 290 359 1,081 1,453 1,314 
REO .... perags 362 322 359 1,517 2,038 1,879 
STUDEBAKER 1,480 1,103 1,474 6,275 7,119 7,755 
WHITE SEN ee 284 288 292 1,165 1,678 1,449 
WILLYS-OVERLAND.. 2,607 1,856 2,529 11,026 10,923 13,633 
MISCELLANEOUS 342 312 331 1,400 1,734 1,742 
Total Trucks, U. S. .. 22,952 22,232 23,903 111,947 131,091 134,899 
Total Cars, Trucks 
U. S. aes 5 141,058 94,898 141,562 577,710 502,976 718,798 
Total Cars, Trucks 
MIN access ccaccccsanss 9,216 6,169 9,144 35,155 36,065 44,371 
Grand Total 
Cars and Trucks 
U. S. and Canada ......150,274 101,067 150,706 612,865 539,041 763,169 


*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, etc. 


N.B.: All U. 8S. totals include cars and trucks tor military orders. 


Auto Output Holds to Pace 


Of 7.3 Million a Year 


(Continued from Page 1) 


ume, compared with 41.5 percent in | 
1952. | 

Down the first two weeks of the 
year for plant inventory, Kaiser- 
Frazer’s share of 1953 car output 


352,000 Enter 
Contest Staged 
By Plymouth 


DETROIT. — More than 352,000 
entries were received for the $25,- 
000 “Meet the New Plymouth” con- 
test in which showroom visitors 
were invited to write a brief state- 
ment on what they liked most 
about the 1953 models, according to 
R. C. Somerville, Plymouth general 
manager. 


Reuben H. Donnelley Corp., 








which conducted the contest, esti- 
mated that 7,500,000 persons visited 
showrooms during the first three 
days of the introductory showing. 


Top prize, a Cranbrook conver- 
tible, went to a New York City pos- 
tal worker, Irving Schweitzer, of 
the Bronx. 


Winners of Cranbrook four-door 
sedans were Stanley Freedgood, of 
Albany, a New York State em- 
ploye; George P. Cave of Indian- 
apolis, a medical photographer; 
Vance A. Dewey of El Cajon, Calif., 
an electronics engineer; Austin R. 
Younts of Danville, S.C, a YMCA 
secretary, and Robert J. Cone of 
Los Angeles, an office manager. 

Cash awards of $500 each went 
to 10 other contestants, $200 to 25 
contestants, $25 to 50 contestants 
and $10 to 275 contestants, 


to date is a mere 0.7 percent. K-F 
was responsible for 1.7 percent of 
1952 car volume. 

* * * 


UDSON is also on the deficit 
side for 1953, getting only 1.4 
percent of car output, as compared 
with 1.8 percent in 1952. 
Studebaker, struggling to attain 
volume on its new models, is ac- 


|counting for only 1.4 percent of 


total car production, as compared 
with 3.7 percent during 1952. 


Nash, Packard and Willys are 
the only independent makers to 
show any production gains for 
1953. Nash, with its production 
running sharply ahead of last 
year, is making 3.6 percent of 
this year’s cars, as against 3.5 
percent last year. 

Packard’s car production is run- 
ning more than 100 percent ahead 
of last year, and garnering 2.3 per- 
cent of ‘all 1953 car output, as 
against 1.5 percent in 1952. 


—Bernige THOMAS 





Auto Stocks 





Feb. Jan. 1952-3 

4 28 High Low 
Chrysler 93% 938 98 681% 
GM 693, 67% 69% 50 
Hudson 165% 16% 17% 12% 
K-F 4% 3% 7 3% 
Nash 24 23% #24 17% 
Packard 6% 6% 6% 4% 
Stude. 43 41% 438 31% 
Willys 12% 12% 18% 8% 
Average 33.76 33.00 


Compiled from reports of trading on the 
N. Y. Curb and N. Y. Stock Exchange. 





Cleveland U. C. Group Installs Officers— 


AUTOMOTIVE NEWS, FEBRUARY 9. 1953 





New officers and directors of the Cleveland Used Car Dealers Assn. have formally 
taken up their duties. In the back row (from left) are William Scher, Disney Motor 


Sales, director; Charles Lazzaro, Charles 


Motors, chairman of the board, and Cy 


Bornstein, Cole Motors, director. Middle row: Manny Berk, Ace Motors, director; Sam 
Messerman, Shaker Lee Motors, director; Anthony Vallejo, Hillsboro Motor Sales, 
director; Ben Hart, Ben Hart Motors, director; Larry Skall, Larry Skall Motors, director; 
Kenny Cohen, Big-Town Motors; William Mather, Mather Auto Sales, director, and Irv 
Rubin, Universal Sales, past president and now director. Front row: Seymour Terrell, 
executive secretary; Angelo Yanuzzi, Westown Motors, director; Harry Halpert, Euclid 
Auto Sales, treasurer; Mort Venig, Main Street Motors, president; John Chicker, Ansel 


Hough Motors, vice-president, and Manny 


Dealers 





Weiser, O.K. Motors, secretary. 


Tell Me 


(Continued from Page 3) 


our actions accordingly. Sometimes 
the answer to the future is found 
in the experiences of the past and 
it might be of interest, at least to 
the newer dealers, to briefly delve 
into at least some of the past. 

I started retailing automobiles in 
1914 and in those years there were 
very few cars taken in trade. Now 
and then we took some _ cows, 
horses, etc., but even then dealers 
were discounting by giving away 


25 Dealers Left 
In ‘Brand Name’ 
1952 Competition 


NEW YORK.—Twenty-five deal- 
ers are still in the running for 
designation as Brand Name Re- 
tailer of the Year in the automo- 
bile category, according to the 
Brand Names Foundation. 


Joseph L. Eckhouse, executive 
head of Gimbels, New York, and 
chairman of the foundation’s retail 
advisory council, said the 25 final- 
ists have been asked to submit 
detailed presentations of their year- 
around brand promotion for 1952. 

The winner will get a “Brand 
Name Retailer of the Year” plaque, 
while certificates of distinction will 
go to the next four dealers. Similar 
awards will be made in 21 other 
| retailing categories. 

M. C. Gale, president of Monarch 


Buick Co., New York, 1951 dealer | 


winner, is a member of the judging 
committee, which includes 19 other 
top winners from last year’s com- 
petition. 


Winners will be announced March | 


6 in New York, and awards con- 
ferred at a dinner Apr. 15 in the 
Waldorf-Astoria Hotel there. More 
than 2,000 business leaders are ex- 
pected to attend. 


The dealer finalists are: Aiken 


Oldsmobile Co., West Los Angeles, | 


Calif.; Arcade Pontiac Co., Wash- 
ington; Casa de Cadillac, Sherman 
Oaks, Calif.; Charle’s Nash, De- 


troit; City Chevrolet, Inc., Akron; | 


T. A. Clarke Motors, Inc. (Ford), 
Pawtucket, R. I.; Davis Auto Co., 
Inc. (Pontiac), Fort Wayne, Ind.; 
Fretwell Motor Co. (DeSoto - Plym- 
outh), Oklahoma City; J. L. Glik- 
barg Co. (Studebaker), San Fran- 
cisco; Grand River Chevrolet Co., 
Detroit; Verne D. Johnson, Inc. 
(Oldsmobile), Duluth, Minn., and 
Lander Motors, Inc. (Dodge - Plym- 
outh), Atlanta. 

Harlan G. Loud (Ford), Pasa- 
dena, Calif.; Masters Pontiac Co., 
Inc., Long Beach, Calif.; Moench- 
Davis Buick Co., Los Angeles; 
O’Daniel-Ranes, Inc. (Oldsmobile), 
Evansville, Ind.; Oty-McGee, Inc. 
(Pontiac), Columbus, O.; Poudre 
Chevrolet Co., Fort Collins, Colo.; 
Rad-Mor Motor Co. (Ford), Cen- 
tralia, Ill.; Rodman Chevrolet Co., 
Fresno, Calif.; Shelton-Powell Mo- 
tors, Inc. (DeSoto-Plymouth), Hali- 
fax, Va.; Taylor’s, Inc. (Dodge- 
Plymouth), Detroit; Union Chevro- 
let Co., Burlington, Wis.; Wiesman 
Motors (Ford), Weyauwega, Wis., 
and Wilkie Buick Corp., Philadel- 
phia. 


spare tires, bumpers, shock ab- 
sorbers and other accessories. The 
customer had learned quickly to 
ask for extras. World War I came 
along with a honey of an inflation, 
and dealers made money, but in 
1920 we began to pay for the 


excesses. 
* * 


The Dizzy ’30s 

N THE 10 years from 1920 to 

1930, distributors were making 
good money, but much of it at the 
expense of the retailers who were 
finding it increasingly difficult to 
dispose of the new cars as fast as 
the factories shipped them. Many 
dealers were resorting to the prac- 
tice of excessive allowances on 
tradeins in order to move the new 
cars and, by 1931, most of use were 
dizzy from running around in 
circles trying to find the corner 
around which prosperity was sup- 
posed to be hiding. 


By 1932, dealers in the middle 
west were faced with a combina- 
tion of grasshoppers, dust storms 
and _ repossessions. Automobile 
dealers were going broke almost 
as rapidly as banks. Those who 
survived the 1930s can never for- 
get the problems. I remember that 
I had been well instilled with the 
belief that my job was to do my 
best to keep the factories rolling 
|and help them make enough money 
|to keep open—and through our 
| combined efforts we succeeded; at 
| least they did. 


It was not until late in 1940 
that dealers awoke to the fact 
| that corrections of the 1930s had 
spent their course and that there 
existed a fresh new demand for 
new and used cars in excess of 
supply, and that inflation seemed 
to be again appearing on the 
scene. Much of this was due to 
the preparedness program which 
was then just getting under way, 
but instead of being another Ko- 
rean situation the preparedness 
interval was shortlived and we 
found ourselves suddenly thrust 
into World War II. 


| II, car production came to a stand- 


API Group Sinus 
Parley Feb. 16-18 


DETROIT.—A meeting of the lu- 





held here Feb. 16-18 at the Sher- 
aton-Cadillac Hotel, according to 


Co. (Indiana), chairman. 


Bartholomew, of Ethyl Corp.; H. 
W. Luetkemeyer, of Cleveland 
Graphite Bronze Co.; T. C. Glea- 
son, of Chrysler, and Dr. W. S. 
James, of Fram Corp. In the eve- 
ning, William Hazlett Upson will 
be the banquet speaker. 

Feb. 18 will be given to group 
sessions and a business meeting. 

The operating committee will 
meet on Feb. 16. 

J. C. Baker, of Chek-Chart Corp., 
Detroit, is chairman of the arrange- 
ments committee. 





With the coming of World War'| 


still, 


brication committee of the Amer- ||| 
ican Petroleum Institute will be| 





G. T. Dougherty, of Standard Oil) 
Speakers on Feb. 17 will be Ear! ||| 
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and it behooved dealers to 
look around for something to sell 
in order to weather the new situa- 
tion. Some dealers followed the 
advice William E. Holler then 
Chevrolet sales manager gave us 
at a meeting in Chicago in 1942 and 
took on various lines and managed 
to keep their places open for the 
duration. 

With three sons in the Army 
and Navy, I felt very patriotic. I 
went into government service with 
OPA. After two years as state 
director and in other capacities, I 
was compelled to get back to my 
automobile business since there 
was more business than my staff 
could handle. 

+ 5 * 


Word of Advice 


pao me, but at this point, I 

want to give you a word of ad- 
vice: “If you want to lose a lot of 
your local popularity, just get into 
a branch of the government service 
that has to do with ‘rationing’ or 
‘price controls,’ and it will take 
more than the efforts of a ‘Public 
Relations Committee’ to bail you 
out.” 

After the shooting was over in 
World War II, lush times for the 
retail trade came into being. We 
“never had it so good,” and it may 
be a long time before that period 
repeats itself. I fear we must pay 
for the excess of World War II 
and Korea, as we paid for World 
War I. 

However, new money, new 
buildings, new blood have come 
into the retail and wholesale au- 
tomobile business and, while a lot 
of “johnny --come - latelys” have 
closed up shop, I feel that a lot 
of profit can still be made by 
good dealers. What does the fu- 
ture hold? Well, your guess is 
as good as mine. Your own judg- 
ment is as good, if not better, 
than the advice of a lot of fore- 
casters who have never met a 
payroll. 

However, I can give you one bit 
of sound advice. When you begin 
to worry and find the going tough, 
plan a trip to my state of South 
Dakota during the annual pheasant 
hunting season. You will meet 
some fine people from all over 
the United States and, in the en- 
joyment of the wonderful pheasant 
hunting we offer, you will quickly 
and easily forget the problems 
which surround you as an automo- 
bile dealer. 


In closing let me also say that 
none of us should worry too much 


about prosperity, nor be too con-. 


cerned at the thought that it may 
become less pronounced. Calvin 
Coolidge put it very aptly when he 
said: “Prosperity is only an instru- 
ment to be used, not a deity to be 
worshipped.” 


Schwartz Aids Safety 
Under joint sponsorship, Harry 
Schwartz Motor Co. (Ford) and the 
Leland Smith Insurance Agency, of 
Decatur, Ind., have purchased safe- 
ty films produced by Ford Motor 
Co. and made them available to 

all schools in Adams County. 


LARGE DETROIT 


FORD DEALER 


has an unusual 
opening for a 


TRUCK 
SALESMAN 


Should Be a 
Truck Specialist 
With Good Following 
SALARY and 
LIBERAL COMMISSION 


Give full details in 
application 








All replies 
strictly confidential 
Box AN-400 
c/o Automotive News 
Detroit 26, Mich. 











XUI 





56 


Hoftm man Returns 


To Studebaker; 
Weckler to Retire 


(Continued from Page 1) 


was elected to the Nash-Kelvinator | 


board of directors. 


+ * * 
I on 


OFFMAN’S disclosure 
would rejoin Studebaker 
March 1 coincided with his resig- 


nation as president and a trustee) 


of the Ford Foundation, a position 
he had held since late in 195C. 


Trustees of the foundation “re- 
luctantly accepted” Hoffman’s 
separation after deciding to trans- 
fer foundation administrative ac- 
tivities from Pasadena, Calif., to 
New York City. Hoffman had 
indicated that he wished to re- 
main a resident of Pasadena, 
where he and his family have 
made their home for many years. 


Continuing as president and chief 
executive officer of Stucebaker will 
be Harold S. Vance, who has been 
both president and chairman since 
Hoffman’s departure in 1948 to be- 
come head of the Economic Co- 
operation Administration. 

* * * 

HEN Hoffman left Studebaker, 

he was president and Vance 
was chairman, a team that had 
been functioning since 1935. Hoff- 
man had been associated with the 
company since 1911, when he be- 
came a dealer salesman. 

Before revealing that h: would 
return to Studebaker, Hoffman, 
on the grounds that he had “other 
commitments,” turned down offers 
of a Government appointment in 
the Administration of President 
Eisenhower, whose candidacy 
Hoffman had supported. 

However, there still was talk in 
Washington that Mr. Eisenhower 
might persuade Vance to become 
the nation’s mobilisation * ‘ezar.” 

* * 

_. of ‘Weckler’s retirement 

from his Chrysler post came 
from the executive himself. Con- 
tacted at his Grosse Pointe (Mich.) 
home, Weckler, who will be 65 
years old Aug. 51, said he would 
retire Aor. 30. 

At Chrysler's Highland Park 
offices, a corporation official would 
say only that: 

“Mr. Weckler is still on the 
corporation's pavroll. Right now, 
he is on vacation and we don't 


know when he intends to return.” 
+ + * 


ALTHOUGH revealing his retire- | 


that he| 


ment plans, Weckler declined | 


to comment on whether he will be 


back at his corporation desk be-| 


tween now and Apr. 30. He said 
he planned a vacation with his 
wife and daughter, “but I don’t 
know where we're going.” 

As vice-president and general 
manager, Weckler has_ coordi- 
nated and directed the production 
of all Chrysler Corp. vehicles, and 
the operation of all its plants 
since 1940. 

He also directed the corporation’s 
immense and varied defense activi- 
ties during World War II, and 
since the outbreak of War in 
Korea. 
industry since 1912, 

* * * 

ECKLER first became ac- 
quainted with the late Walter 

P. Chrysler at the American Loco- 
motive Co. in 1908. This developed 
into a lifelong friendship, and in 


1912 Chrysler invited Weckler to) 


join him at Buick in Flint. 

While with Buick, Weckler was 
part of a management team re- 
sponsible for increasing produc- 
tion from 200 cars a week to 
more than 200,000 a year. 

Weckler played a major role in 
that technological development. 
was in the early days of Buick that 
K. T. Keller, 
chairman, also joined Buick in the 
Liberty aircraft engine program of 
World War I. 

Weckler joined Chrysler in 1932 
as assistant to Keller, who by that 
time was vice-president and gen- 
eral manager of the corporation. 

In 1936, DeSoto was founded 
and Weckler was named its first 
vice-president and general man- 
ager. In 1937 he took on the 
additional duties of vice-presi- 
dent in charge of industrial rela- 
tions for the corporation. 

In 1940, he took over as vice- 
president and general manager of 
the corporation. From 1943 to 1946, 
Weckler also served simultaneously 
as president of Dodge, 


He has worked in the auto 


It | 


now Chrysler Corp. | 
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Reaching an estimated 156,000 readers engaged in all branches of the automotive industry from Maine to 


California. Low Rates: 
Wanted Ads accepted 
readers. Count initials 
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HELP WANTED 


AGGRESSIVE SALESMEN with automobile 
parts sales experience, now established 
with new car dealer following, looking 





for a better future. We offer an oppor- | 
tunity to earn $8,000 a year and up, sell- | 
ing body hardware, replacement parts | 


and specialties direct to new car dealers. 
Ours is an old established company, and 
du2 to sales expansion we have protected 
territories open in all parts of the coun- 
try. A sound financial arrangement and 
a company car furnished. Give complete 
sales record in first letter. Lee Rodgers 
and Company, Box 182, West Richfield, 
Ohio. 


WANTED 


Two Packard master salesmen 
by aggressive dealer, excellent working 
conditions. Up to $100 week draw 
demonstrator furnished. Commission 25% 
firet $300 gross, % on all gross above. 
Memphis, queen city of the south. Agree- 
able living conditions. One-half million 
population. 25 to 40 car agency. The 
right man will have a career with us. 
Write Robert E. Barnes, Vice-President 
and General Manager, Memphis Packard 
Co., 475 Union Ave., Memphis, Tenn. 





MOTOR TUNE-UP SALES INSTRUCTOR 


To handle nationwide training program for 
large equipment manufacturer, Must have at 
least ten years' experience in the tune-up 
business. Excellent opportunity to advance 
into top sales management, Salary open. 


Reply Box 2232 
c/o Automotive News, Detroit 26 





SPECIALTY JOBBER, handling complete 
line automotive floor mats and bulk car- 
peting materials, wanting competent 
salesmen to call on car dealer trade 
Excellent as associate line with your 
present program. Good commission rates. 
Inquiries invited by aggressive men. 
Automotive Mat and Carpet Supply, Inc., 
Box 1414, Indianapolis 6, Ind. 

WANTED. Service manager for Chevrolet, 
Buick dealership in north central Indiana. 
Thirty-one years in business. Opportunity 
for advancement with liberal salary and 


annual bonus. Labor sales potential 

$10,000 monthly. Box 2256, c/o Automo- 

_tive News, . Detroit 26. : lois 
WA N T E D 


| 
Mfg. Agent—Distributor | 
California, Oregon, Washington | 


Sell or lease complete Tower Control Program. 
$2,500 up, 40% commission. Auto dealer's 
service department only. Backed by major 
auto factories. Will train you. Leads furnished 
resulting from NADA Auto. Equip. Show, San 
Francisco, February. K. J. Diller, Flash-A-Call 
cones, Control, 1112 S. Wabash Ave., Chica- 
go 5. Ik. | 


ACCESSORY SALESMEN calling on auto- 
mobile dealers. Increase your income 
selling famous Gates seat covers aiong 
with your other lines. Liberal commis- 
sions. Good territories open. Our line is 
tops in quality and styling. Write Gates 
Mfg. _Co., Indianapolis 7. Ind. 


WANTED— Service manager for Ford deal- 
ership in north central Indiana. Man 
must be able to take complete charge 
of service department and produce. Ex- 
cellent opportunity for the right man. 
Replies confidential. Box 2196, c/o Auto- 
_Motive News, Detroit 26 


NEW CAR SALES MANAGER “capable of 
supervising aggressive sales staff. 1.000 
new cars. Please write Robert Utschig, 
Balboa Oldsmobile, Broadway at 15th, 
San Diego 2. Calif. 

















SALES MANAGER, new or used cars or |} 
both. Experience in volume business oper- 
ation or conservative deal. Experienced 
with high, low and medium priced new 
cars, as well as all phases of used car 
operation. Honest, ambitious and raring 
to go. Presently employed as sales man- 
ager for one of ‘‘Big Three’’ but desire 
opportunity for advancement. Excellent 
references. Personal interview on request. 
Box 2186, c/o Automotive News, Detroit 
26. 








SALES TRAINEE, auto agency; 26, single, 
B.S. in business administration; L.L.B. 
Cornell. Residence New York City. Own 
‘51 Dodge. Herbert Tym, 243 Jersey 
St., Staten Island, 


TWENTY CENTS 
at half-rates to encourage this classification for the benefit of our employing 


GENERAL 


AUTOMOBILE ~ 


BODY SHOP MANAG 3ER, foreman. 


(20c) PER WORD for each 


SSR Pr i ee eee 
AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 


POSITION WANTED 


or SALES MANAGER. experi- 
enced in pre-war ‘‘buyer’s market’’ mer- 
chandising of both new and used cars, 
seeking a new association where top- 
flight effort will earn similar income. 
Thoroughly familiar with all phases of 
dealer operations. Eighteen years’ experi- 
ence, 36 years old Excellent references 
from employer and others. Present em- 
ployer retiring. Prefer Philadelphia or 
Florida. Box 2219, c/o Automotive News, 
Detroit 26 








32, fluent 
traveled Central 
understands Latin- 


“SALESMAN, 
Spani.h - English; has 
and South America: 
American psychology. customs, etc. Broad 
and successful sales experience, with 
principal makes American cars and some 
foreign. Will consider position with pro- 
gressive automobile merchandiser in 
Latin America. Excellent references, Box 
2222, c/o Automotive News, Detroit 26 

YOUNG MAN _ married, with experience as 

small town dealer and management in 

metropolitan area Ford and independent 
lines, would like to locate in Fla., South- 
ern Calif. or Gulf Coast as manager, 
sales manager or used car manag2r. 
Could make small investment if desirable. 


Minimum income requirements $12,000 
por annum, percentage d2al_ preferred. 
Reply Box 2247, c/o Automotive News, 
Detroit 26. 

GENERAL SERVICE MANAGER. Young 
business administration graduate. Profit, 
promotional production efficiency, cus- 


tomer relation minded. Interested in be- 
coming right-hand man to a merchandis- 
ing general manager of a 500-1,000 car 
contract. Willing to relocate; southern 
area preferred. Salary is not the objec- 
tive. Resume on request. 
Automotive News. Detroit 26. 
Young 
family man with ability to build and 
maintain a 
collision and paint shop; 
cupervise all phases of automotive fabri- 
cation work; desires position with aggres- 
sive concern in N.Y. C. or Brooklyn. 
Please write to Box 2248, c/o Automo- 
tive News, Detroit 26. 





DEALERSHIPS AVAILABLE 





FIFTY YEAR OLD COMPANY has auto- 


mobile distributorship available. Present 
net approximately $50,000 per year, po- 
tential much more. Located in metro- 
politan southern city of nearly 500,000 
population. Attractive lease on automo- 
bile row. No used cars or accounts to 
buy. Only current parts and minimum 
equipment. Your closest inspection in- 
vited. Box 2251, c/o Automotive News, 
Detroit 26. 





GM 


| FOR 


FOR 


150 Montague a! 


DEALERSHIP. long established in 
large midwest city. Handle approxi- 
mately 400 per year. Steady service and 
parts business. Sell with or without real 
estate. Responsible principals only. Re- 
plies confidential. Box 2252. c/o Auto- 
motive News, Detroit 26. 





SALE. Dealership handling Pontiac. 
Town in Oklahoma of 6,000 population 
with good trade territory Good equip- 
ment. Must have factory approval. Build- 
ings can be leased reasonably. Other 
business interests. Box 2253, c/o Auto- 
motive News, Detroit 26. 


SALE. yarage building approximately 


50’ by 150’ with living quarters, Now 
handling Willys automobile. Including 
stock of cars on hand, parts, equipment. 
Full price $12,500 Treloar Garage, 
Alexis, Ill. 





AUTO AGENCIES 


Large, medium and small ‘Big Three" auto 
agencies 
States. Write for brochure. 


located throughout the United 


DAVID JARET CO. 


Established Over 29 Years 
Brooklyn 2, N. Y. 
Lster 2-' 















The Dealer's Market Place! 











BUY IT! 
SELL IT 
TRADE IT! 


HIRE HELP! 


Through 


AUTOMOTIVE NEWS 


Classified Want Ads 


quality and profitable body, | 
can do and 


insertion. 


, in care of Automotive News, Detroit 26, Mich.’ 


One Dollar ($1). per insertion for address and extra service as replies are forwarded, 
TLC (hae tt thot ey lh ae Ee 





Box 2237, c/o | 



















TEXAS DEALERSHIP 


DEA LERSHIP FOR. SA LE, 


909 Fisher Bidg. 


DEALERSHIP 


FOR SALE 


and groups of numbers as one word. Ads may be signed with your full name and 
but if signed ‘Box No. 


maT Te) 


ba) 


Cash in advance. Position Hi 
unopened, 


DEALEI -ERSHIPS AV AILABLE 


120 units, handling 
Trade area approxi- 
Modern service and parts 
departments. Building 125’x150’. Large 
used car lot. Low rent. $20,000 will 
handle. Would consider selling half inter- 
est if qualified to take over management. 
Selling because of other interests. Fac- 
tory approval. Box 2205. c/o Automotive 
News, Detroit 26. 


DeSoto-Plymouth. 
mately 75,000. 





handling Ford, 


northwest Georgia. Factory town, cattle, 


poultry and farming county. Population 
in city—5,500, county—17,000. Want to 
sell building. Parts at inventory price. 


Reason for selling, bad health. Telephone 
3141 day or 4431 night. G. L. Wright 
Winder, Ga. 





DEALER, handling Chrysler- Plymouth and 


full line of International products. Near 
Louisville, Kentucky in a rapidly develop- 
ing industrial arsa. 1951 gross in excess 
of $359,000. Can be purchased at parts 
and equipment inventory with long term 
lease on building; satisfactory financing 
can be arranged. Box 38, Clarksville, 
Ind. 


WHEN BUYING or SELLING 
an 
AUTOMOBILE DEALERSHIP 
Consult a Specialist 
LEO J. KLEM 


Detroit 2, Mich 








AVAILABLE, 
Dodge-Plymouth—375 units. 
ness in southern Minnesota, single dealer 
city. No real estate to buy. Parts at 
inventory, equipment at appraised value 
today. Might consider selling half inter 
est or more to qualified manager. Write 
Box 2258, c/o Automotive News, De- 
troit 26. 


handling 
A fine busi- 





Agency, handling Dodge 
Plymouth. Old established firm in county 
seat town of 7,000 in south central 
Nebraska. Building available on lease. 
Complete stock of parts. No blue sky. 








LARGE 


Box 2259, c/o Automotive News, De- 
troit 26. 
ESTABLISHED DEALERSHIP, handling 


Chrysler-Plymouth. Growing prosperous 
south Texas community. 150 cars, good 
lease, complete facilities. Must sell to 
dissolve partnership. Box 2206, c/o Auto- 
motive News, Detroit 26. 


DEALERSHIP—one of ‘‘Big Three.’’ Gross 


business in 1952 over $500,000. Parts 
and equipment at substantial discount. 
No real estate to buy. Box 2185, c/o 
Automotive News, Detroit 26. 

VOLUME. Small Kentucky town. 
“Big 3°’ dealership, 217 units 
$760,000 gross volume. Low 
Very high profits. Long estab- 
lished. Inventory and reasonable price 
for real estate. Box 2254, c/o Automo- 
tive News, Detroit 26 


ATTENTION 
All Crosley Dealers! 


A few selected fran- 
chises available for MG, 
Morris, Hillman, Rover, 
Sunbeam-Talbot, Riley, 
Bentley and Rolls-Royce. 
Located in states: of Del- 
aware, Maryland, Vir- 
ginia, North and South 
Carolina, Tennessee, 
Kentucky and West Vir- 
ginia. Prices of cars 
range from $1,450 to 
$17,000. 


Imperial Car Distributors, Inc. 
215 Academy St., Hampton, Va. 


Excellent 
last year. 
overhead. 





DEALERSHIPS _AVAILA BLE - 








MODERN DEALERSHIP 
handling DODGE-PLYMOUTH 
| San Francisco Bay area, lovely city—70,000 


| Ch mate good enough for convertible sale 


year around. 300-400 new vehicles. Good part 


and service business. Favorable leases, excel 
| lent personnel, operating profitably. Owne 
retiring. 

Box 2261, c/o Automotive News, Detroit 26 





HANDLING CHRYSLER --300 to 400 cars 
Long established in rich middle Atianti 
city over 100,000 population Building 
favorably leased Used cars opticna 
Requires $100,000 and factory approva 
Responsible principals only. Replies cor 
fidentia! Box 2297, c/o Automotive 
News, Detroit 26. 


"DEAL ERSHIP “WANTED 
GM DEAL—100 to 150 cars. Factory 
approval should present no difficulty. Not 
interested in buying property at present 
Would consider managing larger deal 
with opportunity to buy out of earnings 








Box 2242, c/o Automotive News, De- 
troit 26. 
GM or FORD. 100-300 new units Prefer 


central states or south. Experienced op 
erator with capital. Confidential negotia- 
tions. Box 2229, c/o Automotive News, 
Detroit 26. 





WANTED! 
FORD or GM 


Sell your assets now. Have unlimited 
cash and factory approval. Would like 
to expand. 400 units or more desired. 


80x 2219 c/o Automotive News, Detroit 2 


~~ 





FORD-CHEVROLET. 150-350 new units. 


Prefer south, west, northwest. Write or 
wire in absolute confidence. Cash. Box 
2227, c/o Automotive News. Detroit 26. 





WANTED—Chevrolet or Buick deal. 
factory approval. Pr-fer east, under 200 
cars. Confidential. Box 2228, c/o Auto- 
motive News, Detroit 26. 

GM - CHRYSLER - MERCURY. East coast 
states or Pennsylvania. Have no factory 
connections. Confidential. Box 2257, c/o 
Automotive News, Detroit 26. 


Have 








AM INTERESTED IN 
FORD or L-M DEALERSHIP 


‘50-300 unit deal desired. Prefer deal to be in 
nnidwest or west. Have capital and factory 
 ypproval. 


Box 2260, c/o Automotive News, Detroit 24 





HAVE SOLD mv dealership and want an- 
other, preferably Ford or GM in city of 
not less than 20,000. Able pay cash. Box 
2250 c/o Automotive News, Detroit 26. 


BUSINESS OPPORTUNITIES 


RETIRED FLORIDA AUTOMOBILE dealer 
has large close-to-downtown location that 
he will sell or trade on Florida orange 
grove, not under ten years old, or on a 
going cattle ranch. This property will 
bear the closest inspection. 27 feet wide 
by 300 feet long. Must be Florida prop- 
erty. Will give or take difference with 
substantial cash should the deal warrant 
it. C. L. Rocker, P.O. Box 417, Lake- 
land. Fla. 


DEALER SERVICES 











For Car Dealers Only 


A streamlined prospect system geared to 


present conditions. An owner follow-up 
that can't be beat for simplicity. Both in 


one easy to use package. 
Write, wire for free brochure 


CHISHOLM SYSTEMS 


15 Years Specializing in Dealers’ Sales Aids 
BOX 1352, PALO ALTO, CALIF. 





INVENTORY SERVICE. Parts and acces- 


sories. Top type personnel, organized 
procedures, up-to-date records. Model, 
year breakdown for Ford, Chevrolet. 


L-M and MoPar dealers. Fast service 
eastern half U.S.A. Talbot’s Inventory 
Service, 124 S. Woodward, Birmingham. 
Mich. Midwest 4-5355 or 4-8460. 





INVENTORY SERVICE 


Complete parts and accessories inventories 
for all dealers by qualified full time em- 
ployes. Final report discussed with dealer or 


| his appointed representative only. Operating 
in Southeastern States. 
The Geo. E. Kinney Inventory Service Co. 


1731 Candler Bidg. Atlanta 3, Ga. 
Alpine 1140 











HELP WANTED 












EXECUTIVE OPPORTUNITY 


SALES MANAGER 


Well established manufacturer of heavy duty trucks, 
tractors, and trailers both standard and custom built requires 
a seasoned executive for their sales and advertising expansion 
program on a National basis thru distributors. Qualified pro- 
ducer can earn substantial compensation. All proceedings in 
strict confidence. Send resume to: 


BOX 2246, c/o AUTOMOTIVE NEWS, Detroit 26, Mich. 
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DEALER SERVICES 





CARS FOR SALE 


—AUTO— 
AUCTION 


on AF .. 








INVENTORY SERVICE 

Parts and Accessories Depts. 
Full-time experts. Ne pickup, part-time help; 
confidential and unbiased. Certified reports. 
Also special buy-sell service. Experienced 
organization —in business since 1939. Free! 
booklet on Parts Department operation sent 
on request. Call or write for service details. 


Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6449 


HORSEHEADS, NEW YORK 
EVERY FRIDAY 








INVENTORY SERVICE 

Parts Accessories 

and Small Dealerships 
Inventories taken, price extended and sum- 
marized within 24 hours. Expert partsmen 
do all the work. Accurate, unbiased and 
confidential, Inventories accepted by all 
accountants and by the government. 


ALLIED INVENTORY CO., INC. 
1831 E. 79th St. Chicago, Illinois 
ESsex 5-8300 


DANVILLE, PENNA. 
EVERY WEDNESDAY 








You will always find real action at 
both these auctions. 


R. D. WEST, PROP. 


Jos. E. Johnson 
Auctioneers 








__CARS WANTED ——__ 


WANTED 
NEW 1953 FORDS 


FOR LEASE PURPOSES 
ONLY 


if delivered to Los Angeles, 
will pay Pacific Coast 
prices as follows — equip- 
ment extra: 


MAINLINE 
Body Style 6Cyl. 8 Cyl. 
Business Coupe $1,522 $1,581 
Tudor 1,603 1,661 
1,641 1,700 
1,908 1,966 


CUSTOMLINE 
$1,675 $1,732 
1,712 1,770 
1,682 1,740 
2,121 


Tex Rickard 


DEALERS 
WE WHOLESALE 
100 CARS TO CHOOSE FROM 
Write - Phone or Wire 
Harry Davis 


KING FORD MOTORS, INC. 


Authorized Ford Dealer 


1425 Bruckner Blvd. 
Cypress 2-9400 


Ranch Wagon 


Bronx, New York 


KEN SCHAEFER'S 


The Only Indiana 


AUTO AUCTION 
In Continuous Operation Since 1943 
EVERY THURSDAY 


Dealers Meet at the Cross-Roads of America 
INDIANAPOLIS, INDIANA 
Art Grandi, Auctioneer 
CORNER CAPITAL AND MORRIS STS. 
Market 8541 — Belmont O15! 


IN THE HEART OF INDIANAPOLIS 


Club Coupe .. 
Country Sedan 


CRESTLINE 
Victoria 
Sunliner 2,070 
Country Squire 2,226 
Wire - Phone - Write 


LES KELLEY 
FORD DEALER 


1225 So. Figueroa, Los Angeles 
Phone — Prospect 7531 


$1,986 


AUTO AUCTION 
TIM ANSPACH 
"Midway", Stop 20 
Albany-Schenectady Road 
ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ...12 NOON 
Member of N.U.C.D.A and N.A.A.P.A. 





CARS FOR SALE 


LATE MODEL WRECKS for sale. New 
York dealer with salvage connections can 
supply late model wrecked cars to dealers 
and body shops who want them for parts 
or to repair. Box 2255, c/o Automotive 
News, Detroit 26. 


OUT-OF-TOWN DEALERS ATTENTION! 
We wholesale all makes and models. Herb 
Kessler, Phil Bloomgarden, Inc., 9669 
Grand River, Detroit 4. Phone Webster 
3-7845. 


REGIONAL 
SALES MANAGERS 


National automobile sales organization has several 


desirable openings for Regional Sales Managers. 
Applicants must have thorough background of 
automotive experience at wholesale and retail 
levels, With ability to generate and supervise 
regional sales . . . aggressively install and follow 
up factory policies and programs with rapidly 
expanding dealer organization. Position offers out- 
standing opportunity for experienced producers 
with proven ability in sales leadership. All replies 
confidential. Give full particulars in your reply. 


Box 2262, care of 


Automotive News, Detroit 26 











BUICK PARTS 
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CARS FOR SALE 


WE 
SELL WHOLESALE 


WE 
SELL EVERYWHERE 


Over Three Hundred Cars 
"New and Used" 
And Trucks on Hand 
At All Times 


Wire or Phone Us Your Needs 
All Makes and Models 


Trucks - Trailers 


Cars - 


BEN FISHEL 
AUTO CO. 


2114 Sycamore Street, Cairo, Ill. 
Phones 652 — 653 — 654 








PARTS FOR SALE 


Wholesalers 
“WORLD'S LARGEST DEALER 
OF GENUINE BUICK PARTS" 
Quantity Shippers—All GM Parts 

Shipped Same Day 
WRITE—WIRE—PHONE 
All Shipments C.O.D. 


GORDON BUICK 


Formerly 
ROBERTSON BUICK 
“EDGE OF THE LOOP” 
1000 S. Wabash Avenue 
CHICAGO 5, ILL. 
WaAbash 2-1030 





PRECISION REBUILT 


HYDRA-MATIC 
TRANSMISSIONS 


DYNAMOMETER TESTED 


Performance guaranteed equivalent to a 
new unit. 


Complete stock Hydre-Matics for all cars 


OLDS and PONTIAC 1940-1948 — $99.50 
exchange. Catalog sent on request. 
SHIPPED ANYWHERE — SAME DAY 
Write—Phone—Wire 
Ace Automotive Products 
5416 N. Broadway Gateone 40, Ilinois 
Phone: Longbeach 1!-1773 
Open Accounts to Rated Concerns 








BUICK 
WHOLESALE 
PARTS 


ONE OF THE EAST'S 
LARGEST INVENTORIES 
Same Day Service on Mail Orders or 
Phone Cails — All Shipments C.O.D. 
Phone Parts Department 
Circle 5-5910 
521 W. 57th St. 


MONARCH BUICK CO., INC. 


“Buick's Largest Dealership" 
NEW YORK 19, NEW YORK 








NASH PARTS 
Write - Wire - Phone 
COMPLETE INVENTORY 
FROM 1937 TO DATE 


Same day shipment 


DOWNTOWN NASH 


1200 W. Madison Street 
Chicago 7, Illinois 
Monroe 6-1370 








Genuine Oldsmobile Parts 
Largest Olds parts wholesalers in the middle 
west. Shipments made promptly. 
GREBE OLDS 
3400 S. Kingshighway 
Fianders 0800 St. Louis 9, Mo. 








PARTS WANTED oan 2 

PARTS WANTED. Austin 48-51 motor, 

also wrecked MG, Austin, Morris, Hill- 

man, Jaguar for parts. Waco Motors, 
1779 W. Flagler St., Miami, Fla. 





| 





| NEW CHEVROLET 


Co., Cabot, Ark. 


| motive News, Detroit 26. 








MISCELLANEOUS 


Improved 1953 


Wider Spreading Rear “V" 
With Full Floating WRIST ACTION Ride 
and Tow on all type roads 


Automatic BraKing 


WITH BRAKE HOOK-UP 


ONLY . . $5145 suis 


CABLES 


TRUCKS FOR SALE 


FOR. SALE. 1948 heavy duty Holmes 
wrecker mounted on 1948 Mack E chas- 
sis. 825/20 tires, dual rear. Excellent 
condition. Central Motors, Jamestown, 
N. Dak. | 


BUSES FOR SALE a 
48-passenger capacity 
school buses with Ward deluxe body— 
$2,990. Also 36-passenger capacity Ward | 
deluxe body—$2,690. Bailey Chevrolet 











BUSES WANTED | 
NEW SCHOOL BUSES wanted for export, 
48-passenger up. Full information and 
price in first letter. Box 2231, c/o Auto- 


SHOP EQUIPMENT FOR SALE _ 








Meets 1.C.C. Strength Requirements 





— FOR SALE — 


Kent-Moore 
“Rack Type" Wheel 
ALIGNING MACHINE 


Including rack, tool board, 
chains, clevises, hooks, 
safety lift stands, cross | 
beams, camber correction 
set (knee action) and follow- 
ing gauges: turning radius, 
camber, caster, toe in, frame 


COMPLETE with 
Guide Cables and 
BRAKE HOOK-UP 


Meets ALL 1.C.C. Requirements! 
QUICK-TOW, Bumper- 
to-Bumper Tow Bar $19.50 
TRI-KING 3-Point Hook-U 
Intra-State Tow Bar - $42.50 
Folding "'V"’ Type) 


—SPECIAL— 
Protecto Covers (Tailor Made) .... $6.95 
Carrying Bags 
SAFETY CHAINS, set of 2, only .... $2.50 
All Prices Include 8% Fed. Excise Tax 


TOW BAR SALES CO. 


Exclusive Factory Distributors 


AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 MO 4.4485 
40 So. Clinton St., Chicago 6, Ill. 


checking and rear axle 
checking gauge. 


Excellent Condition 
Practically New 


Price F.O.B. Warren, O. 
SET COMPLETE 


$3950 





ENGINE REBUILDING — Crankshaft 
grinding and metalizing. John P. Hughes 
Motor Co., Inc., 800 Commerce S8t., 
Lynchburg, Virginia. 


STUART 
CHEVROLET, INC. 


419 West Market St., Warren, Ohio QUICK CHANGE dealers 


holders. 


license plate 
$1 per set of four postpaid. 
C. Howard, 1498 Overlook Drive, Akron 
7, Ohio. 


8 out of 10 
DEALERS PREFER 


THE 1953 MODEL 
MOTO-MATIC 


TOW e GUIDE 


4 Contour Grip Couplers. 
Extra Wide V-Spread. 
Oscillating Stabilizer. 

Shock Absorbing Action. 


NO ADAPTORS NECESSARY 
Meets 1.C.C. Strength Requirements 





SHOP EQUIPMENT WANTED 


LATE MODEL Dodge wrecker. 1%-ton 
chassis, fully equipped, in good condition. 
Send photos and details to Ewell Motors, 
Inc., Glen Burnie, Md. 


ANTIQUE CARS FOR SALE 


FOR SALE. 1906 Ford pictured on page 
seven of January 5th issue of Automotive 
News; reasonable. Star Motor Co., Inc., 
Logansport, Ind. 

1913. ““‘BABY GRAND” CHEVROLET. 
Needs work. D. K. Cox, 3981 Cumber- 
land, Berkley, Mich. 








OFFICE EQUIPMENT FOR SALE 


NATIONAL ACCOUNTING MACHINE. 
Model 3,000, complete with stand and five 
control bars, only three years old. Now 
in operation on complete dealership ac- 
counting records. Expansion necessitates 
larger machine for us. Brown and 
Thomas Automobile Company, 264 Whal- 
ley Ave., New Haven 11, Conn. 


MISCELLANEOUS 





$500 REWARD 
For Recovery 


1952 light gray Cadillac convertible. Fla. 
53 license No. 1E392, Mot. No. 526237495. 
Black top, red upholstery, radio, heater, 





$ 85 Federal Tax 
included 


FACTORY 
NET PRICE 


LIBERAL QUANTITY DISCOUNTS 
TO AUTOMOTIVE JOBBERS 
AND DISTRIBUTORS 


Factory Sales Division 
PILOT DISTRIBUTING CO. 


BATTLE CREEK 9, MICH. 


W.W. tires, power steering. 


SUSCO RENT-A-CAR CO. 


215 W. Washington St. Chicago 6, Ill. 
Phone Andover 3-6565 





AUTOMOTIVE NEWS 
WANT ADS GET RESULTS 





New Subscription Order 


| 

| 

l 

Send Automotive News to Address Below 

| for One Year $8 [_] or Two Years $14 [] 
| for which check is attached [| or send bill [_] 
| 
| 
| 
| 
| 
| 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


TRADE CONNECTION: 
Truck Dealer [] 
Financial (1) 


Monvfacturer [] 


Jobber [) Supplier [J 


Insurance (J 
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While you're in San Francisco at the N.A.D.A. Convention 


come visit Sunset 


—the outstanding Western medium 
for-motor car advertising ¥ 


SUNSET’s suburban publishing home is at 
Menlo Park, on the San Francisco Peninsula, 
just about 45 minutes from your Convention 
headquarters. 

Here a warm welcome awaits you, and we 
believe you'll remember your visit to “The 
Magazine of Western Living” as one of the 
high points of your Convention trip. 


SUNSET, you know, is strictly a regional 
magazine, serving the West exclusively. And 
this unique publishing home reflects many of 
the ideas for Western living that SUNSET 
is presenting constantly to its more than 
540,000 reader families. Test kitchens, bar- 
becue and gardens are features of interest. 
Come any weekday your schedule permits! 


The West that Sunset serves is 
top U.S. market for new car sales! 


SUNSET delivers your 
preferred prospects 


100 100 100 
SUNSET WESTERN U.S. 
families own families own families own 
126 cars 97 cars 83 cars 


TRAVEL is the first subject presented in every issue of SUNSET. And 
this is an unduplicated service for the West—one of the reasons why, 
in fine-home communities of the three Pacific Coast states and Hawaii, 
SUNSET has more circulation than any other home service or travel 
magazine!* 

This is the West that SUNSET serves—the West made up of families 
with above-average buying ability. SUNSET families own more cars 
per family than the Western average (which in turn is substantially 
higher than the national average) and a much higher than average 
number of these cars are bought new! 

More and more of the nation’s top motor car manufacturers are 
advertising their splendid new cars in SUNSET — to reach the top- 
buying audience in the nation’s top automobile-buying region: The 
West that SUNSET serves! 


*In many of these communities, SUNSET has more circulation 
than ANY other magazine, even the biggest national weeklies! 


The top-buying 540,000 
Witter taniiie eles 
in—live by—and buy from 


LANE PUBLISHING CO. 


Menlo Park, California 


THE MAGAZINE OF WESTERN LIVING 


Detroit Office: 714 Stephenson Bidg., Waldo Fellows, Manager. Other advertising offices in 


San Francisco « Los Angeles + Seattle » Boston + Chicago « Atlanta + New Yor! 
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